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From a Lilly Advertisement of More Than a Quarter Century Ago 


or more than forty years, in the midst of rapidly changing 
economic conditions, the Lilly Policy has stood for some- 
thing constant, something definite in the distribution of 
prescription commodities—an example for those who 
would command respect and a reputation for fair dealing. 
Under the Lilly Policy the wholesaler and the retailer 
have prospered in the distribution of prescription mer- 
chandise. They will continue to prosper through the appli- 


cation of its economic principles. 
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LL chemicals manufactured by Merck are produced under 
the personal supervision of process chemists and must 


conform to the standards of purity and uniformity established 


PHARMACEUTICAL by the Merck Control Laboratory. 
The chemicals listed are only a few of the many products avail- 
p B50) TABLET able. This group is of particular interest now because the major- 
ity find their chief use in preparations for the treatment of winter 


MANUFACTURERS ills, such as Coughs, Colds, Grippe and Pneumonia. Adequate 


stocks are now available for shipment, and requests for informa- 


tion and prices will receive prompt attention, 


Creosote Quinine Hydrochloride Silver Protein Potassium lodide Benzocaine 
Creosote Beechwood Other Quinine Salts Theophylline Phenvimercuric Nitrate Ephedrine Alkaloid 
Creosote Carbonate Cinchonine Sulphate Chlorbutanol Phenobarbital 

Guaiacol (Liquid) Cinchonidine Sulphate Hivdrous & Anhydrous Phenobarbital-Sodium 
Guaiacol Carbonate Cinchona Alkaloids Mixed Caffeine Barbital 
Acetanilid Acid Acetylsalicy lic Caffeine Citrated Strychnine 
Acetphenetidin Sodium Salicylate Papaverine Dextrose 
Allantoin Salol Codeine Sulphate ‘Theobromine , : 
Amidopyrine Methyl Salicylate Codeine Phosphate Chlorthymol I otassium Bromide 
Ammonium Chloride Acid Salicylic Dionin (Ethy | Bismuth Salts Sodium Bromide 
Antipyrine Cinchophen Morphine Hydrochloride) Mercurials Ammonium Bromide 


Ephedrine Hydrochloride 
iM phedrine Sulphate 
Procaine 
Hexamethylene 


Ferpin Hydrate 


Quinine Sulphate Neocinchophen Morphine Sulphate Oxyquinoline Sulphate Strontium Bromide 
Quinine Bisulphate Rare Alkaloids Cocaine Hydrochloride Milk Sugar Citrates 
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Summary of 1935 N.W. D. A. Convention 


This year’s meeting (the sixty-first consecutive 
gathering) of the National Wholesale Druggists’ 
Association was a big event in numbers and in 
interest. The members of the association had a 
big year to review; and, generally speaking, they 
looked forward to another big year. Conditions 
in certain fundamentals of business life in the 
United States swung from one big change to an- 
other during the twelve months prior to the whole- 
sale druggists’ convention, and the current status 
of trade, as well as the outlook, presented many 
aspects which were neither defined nor perceived 
clearly. The association took due cognizance of 
these things, and it acted with the wisdom that 
had carried it forward over six decades. 


The wholesale druggists’ organization has great 
faith in the ability of the Federal Trade Commis- 
sion to lead it into more satisfactory times. It has 
developed a spirit and a policy of co-operating 
closely with the commission, and its action in this 
respect has been duly recognized by that body. 
The Federal Trade Commission has dropped its 
investigation of certain activities of the whole- 
salers’ association in connection with the move- 
ment for stabilization of prices in the drug trade. 
It approved for the wholesale drug trade, largely 
as a consequence of action taken at the 1934 
N. W. D. A. meeting, a code of fair trade practices. 
The wholesalers believe that this will help them 
very much, and they took steps in their convention 
to make the best use of this opportunity. 

State fair trade laws as an implementing 
agency for the purpose of stabilizing drug-trade 
prices against predatory price-cutting, got a deal 
of attention in the N. W. D. A. meeting. Federal 
legislation that would cement the efforts of the 
several States was discussed as desirable. Fur- 
therance of all legal methods of eliminating dis- 
crimination in distribution was strongly endorsed. 

The committees of the association did very well 
in their handling of the reviews of the many 
phases of developments in the preceding year. They 
struck many new notes, even on matters which 
have been with the organization throughout its 
sixty years. Their reports were meaty in informa- 
tion and suggestion, even where they had to do 
with advice that has been repeated over decades 
Light was thrown upon new angles of old prob- 
lems, and the board of control found much to 
commend in the presentations made by every 
committee. 

Statements of policy presented by the board of 
control, and suggestions directed to the improyve- 
ment of the operations and conditions of the whole 
sale trade and its individual members, are sum- 
marized in the paragraphs that follow. These pre 
sentments by the board laid out a legislative policy 
particularly directed to the furtherance of stabili 
zation of the financial side of the drug trade, In 
the broader matter of Federal social and economic 
movements the association took a conservative 
stand, being most inclined to be guided by de 
velopments. 

Support of the Patman anti-discrimination bill 
and the Nye-King bill was voted. Appointment of 
delegates, designed to assist in the furtherance of 
legislation against unfair trade practices, was pro- 
vided for, and the proprietary committee was 
urged to avail itself of every opportunity to confer 
with manufacturers and with other distributors 
for the promotion of legal methods of co-operation 
directed to the elimination of predatory price-cut- 
ting. 

Legislation to clarify section 2 of the Clayton 
act was favored with the purpose of getting a 
broader definition of discrimination in prices, 
which would aid in the elimination of unfair trade 





New Officers and Board of 


Control Members 


President 
William Jay Schieffelin, Jr., of Schieffelin & Co., 
New York, 
Honorary President 


John W. Phillips, of [. L. Lyons & Co., New 

Orleans. 
Vice-Presidents 

First—George B. Evans, of McKesson & Rob- 
bins, Ine., Albany, N. Y, 

Second—E. A. Morrison, of the Standard Drug 
Company, Meridian, Miss. 

Third—W. F. Terry, of 
Michaels, San Francisco, 

Fourth—H. M. Folsom, of the Brunswig Drug 
Company, San Diego, Cal. 


Fifth—J. O. Robinson, of the Henry B. Gilpin 
Company, Baltimore. 


McKesson-Langley 


Board of Crcntrol Members 
(1935-38 Terms) 


J. C. O'Dell, of MeKesson-Dorton-Northington, 
Birmingham, Ala. 

S. O. Davidson, of McKesson & Robbins, Ine., 
Kansas City, Mo. 

J. B. McCormick, of the W. J. Gilmore Drug 
Company, Pittsburgh. 

Arthur S. Raymond, of the Lincoln Drug Com- 
pany, Lincoln, Neb. 


Executive Vice-President and Secretary 
(Appointed by the Board of Control) 
E. L. Newcomb, 330 West Forty-second Street, 
New York. 
Treasurer 
(Appointed by the Board of Control) 


Title Guarantee & Trust Company, New York 


practices. Other legislation necessary for this 
purpose was also favored. 

Study of the effects of the Federal social security 
act and a report at next year’s convention Was pro- 
vided for, a clear picture of the relation of the 
act to the wholesale drug business being regarded 
as desirable. Formulation of policies and deter 
mination of activities in relation to the Federal 
social security and economic reform program were 
left to the discretion of the chairman of the legis- 
lative committee, to be conditioned to develop 
ments in Congress and in the courts 

The members were congratulated for their con- 
tinued adherence to the policy of labor relations 
in hours and wages which had been announced 
under the national industrial recovery act, and 
which had been shown by surveys still to be guid- 
ing the trade. 

The association voted to continue its attitude of 
the past year with respect to the movement for 
revision of the Federal food and drugs act; that 
is, to support reasonable, practicable efforts to ex- 
tend the act to cosmetics and the control of adver 
tising and for greater efficiency of reasonable 
administration. 

Critical study of the credit conditions of those 
who contemplate opening new drug stores was (e- 








clared to be highly desirable on the part of whole- 
sale druggists. 

Close co-operation of credit and sales depart- 
ments was emphasized as an economic necessity. 

Continued, careful study of credit conditions in 
the wholesale drug trade was recommended. 

The necessity for adequate insurance protection 
was emphasized in suggestions to the members. 
The value of a complete insurance analysis and 
survey was pointed out, and the members were 
urged to use these means of getting useful infor- 
mation. 

The members were told of the value of complete 
analysis of the potential buying power of a given 
urea, aS a basis for a sound selling policy. 

Wholesalers’ salesmen, it was declared, must so 
function that they actually serve their retailing 
customers in a manner similar to that of the 
supervitor for a chain-store group. 

Members were urged to study carefully the point 
that the possibilities of business volume are clear- 
est in the pushing of products of manufacturers 
who have economically and socially sound stabili- 
zation policies. 

Wholesale druggists were advised to study the 
methods of wholesalers in other fields for the pur- 
pose of getting ideas on the handling of special 
lines, especially on the clearing out of tag-ends. 

Commendation was given the plan of forming 
groups of selected retailers through which whole- 
salers can work on special lines. Emphasis was 
laid on the value of extending such groups as de- 
velopments indicate the possibility of enlisting 
more dealers willing to do the work necessary in 
the satisfactory selling of merchandise outside the 
regular drug lines. 

Extension of special lines, it was pointed out, 
rightfully takes in such merchandise as industrial 
chemicals, cleansing agents, and similar articles. 

Members were urged to study and be guided by 
the association’s bulletin on “The Establishment 
of Proper Reserves for Doubtful Receivables,” and 
to endeavor scientifically to apply the data in that 
bulletin to their individual problems. 

Further study of the matter of consignment ac- 
counts Was urged, and the desirability of a stand- 
ard form for the arranging of such accounts was 
pointed out, the necessity for modification at 
times to meet individual conditions being ex- 
plained. 

Kfforts were recommended for getting 100-per- 
cent. co-operation of the members with the Federal 
Trade Commission in furnishing information on 
costs of operations in the wholesale drug business. 
A convention feature was the presentation of the 
recently completed account survey, a compilation 
of comprehensive data on the operating methods 
and service performance of old-line wholesale 
druggists 

The advertising supervision service established 
during the past year by the Proprietary Associa- 
tion was commended. 

Wholesale druggists were urged to refrain 
from handling or encouraging or condoning the 
sale of imported merchandise which constitutes a 
menace to American business, and to give prefer- 
ence wherever possible to goods made in the 
United States. 

Provision was made for a survey to ascertain 
the extent to which members of the association 
are interested in the distribution of alcoholic 
liquors. If those so interested constitute a ma- 
jority of the membership, the board of control will 
study the desirability of engaging a man to watch 
out for the wholesale druggist’s rights in connec- 


(Continued on page 46) 
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Cuas. PFIZER & CO., Inc., has always empha- 
sized modern methods of manufacture and high 
standards of quality. Beginning with the best that 
was known at the time of its establishment, and 
ever seeking improvement, the intervening years 
have been prolific in progressive changes and new 


discoveries in the chemical field. 


The Company has kept pace with the advance in 
scientific knowledge and invention, with improved 
processes and products representing the highest 
attainable excellence, which has made the name of 
Chas. Pfizer & Co., Inc., a certificate of highest merit 


for every product to which it is attached. 


CHAS. PFIZER & CO., Inc. 


Manufacturing Chemists 


81 MAIDEN LANE, 444 W. GRAND AVENUE, 
NEW YORK CHICAGO 


* * UNIFORMITY — THE ESSENCE OF QUALITY « *— 
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Sixty-first Regular Meeting 


October 15, 1935 


National W holesale Druggists’ Association 


White Sulphur Springs, W. Va., September 30 to October 3, 1935 


Monday, September 30 


First Session—Monday Forenoon 


(The sixty-first annual meeting of the 
National Wholesale Druggists’ Asso- 
ciation was convened in the Greenbrier, 
White Sulphur Springs, W. Va., at 
10:10 A.M., September 30, the president, 
A. Kiefer Mayer, presiding.) 

President Mayer: As your president, 
it gives me a great deal of pleasure and 
is an honor to call the sixty-first con- 
vention to order. 

First on the program is the invoca- 
tion by the Rev. D. A. Gilmore, pastor 
of the First Presbyterian Church 
White Sulphur Springs. Dr. Gilmore: 


s 





Invocation 


Rey. 1). A. Gilmore: Let us 

Eternal God, our Father, 
hast made us and Whose we ure, we draw 
near Thee at the beginning of this 
day’s activity to invoke Thy blessing upon 
this company. Thou hast said that Thou 
didst make us for Thine own glory. 
Glorify Thyself now, we entreat Thee, 
through the adoration and praise of Thy 


pray! 


Thou who 


————__—— 








Photo by Blank-Stoller 
William J. Schieffelin, Jr. 


New President of the National Whole- 
sale Druggists Association 


William Jay Schieffelin, jr., the new 
president ot the National Wholesale 
Druggists’ Association, is president and 


director of Schieffelin & Co., New York. 






Mr. Schieffelin was born in New York, 
November 30, 1891. He was educated 
at the Bovee School, the Groton School, 
and Yale University, and is a member ot 
the Vhi Beta Kappa and Sigma Xi so- 
cieties. He entered the Schieffelin labora 
tories in September, 1914 After some 
ten months’ work there, he engaged in 
detail work among physicians Early in 
the Spring of 1916, when Henry 8S. Clark, 


of the company, took a business 
Mr. Schieffelin was called 
to act treasurer during 
absence. 
June, 1916, he 
Guard of New 
Mexican border, 
months at McAllen, Texas Upon 
return he passed an examination 
commission in the United States 
and served as battery executive 
in the Twelfth Field Artillery and an 
nstructor, Mr. Clark died during the 
war, and after the armistice Mr. Shiet- 
felin was elected treasurer of Schieffelir 
& Co., assuming that office early in 1919 
He was elected president July 1, 1922. 
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into the oftice 
Mr. Clark's 


In 
tional 
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as 
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He of the sixth direct generation of 
Schieffelins in unbroken line in the drug 
business in this city The first was Jacob 
Schieffelin, who became a partner of 
John B. Lawrence in 1794, the t ifies 
having been founded by Mr Lawrence 
some time before 1790 Henry Hamilton 
Schieffelin, son of Jacob, was active in 
the business until 1849. Samuel Bradhurst 
Schieffelin, born in 1812, son Henry 
was the great-grandfather of the sub 
ject of this sketch His grandfather was 
William H. Schieffelin, and his father, Dr 
William Jay Schieffelin, wa president 
until 1922, 

Mr. Schieffelin is a member of the Epis- 
copal Church and of the board of man 
agers of the West Side Y. M. <. A He 
is also class agent for the Yale Alumni 
University Fund He is married and has 
two children Riding, fishing, tennis, 


and sailing are his recreative pursuits 





greeting so 


servants We thank Thee our Father, 
that we live in an ordered universe, that 
ours is a world not of chance but of provi- 
dence, and that Thou art interested in the 
least of us and dost always Keep Watch 
above Thine own. We are grateful to 
Thee this morning, our Father, for the 
glorious history of the land in which we 
live, for the morale and spiritual prin- 
ciples that became the very national 
foundations of our national life, for the 
heroism and for the idealism of our fore 
fathers and for their common honesty 
that made this a land opportunity 
Wilt Thou revive in us, Thee, 
that moral courage and which 
should be an inheritance cour- 
age that will not only Tace 
the difficult economic tasks but that will 
bring optimism as we confront the de- 
feated and a worldly, materialistic-minded 
world, an idealism that will exbibit in our 


of 
we 
idealism 
of ours, a 
enable us to 


beseech 


lives an exultation of the spiritual May 
we never forget that we live not to gain 
but to serve, and if it is Thy will, we 
pray that the efforts of this body of 


American business men may be dedicated 
not only to the return of material pros- 
perity but to the return of moral sanity 


and of spiritual worth and Thine shall 
be the praise and the glory, through 
Jesus Christ, our Lord. Amen! 


President Mayer: The next order of 
business is the rollcall and the minutes 
of the sixtieth annual meeting. if 
there is no objection, we will accept 
both the rollcall and minutes as printed 
in last year’s proceedings and mailed 
to every member. So ordered, 


We now have with us this morning 
West Virginia’s foremost citizen, who 
represents His Excellency, the Gov- 


ernor of West Virginia, and the people 
of this great commonwealth. He needs 
no introduction because he is known 
and loved by every member of the drug 
industry. Dr. William E. Weiss. 


Address of Welcome 


William E. Weiss: This is a typi- 
West Virginia day, and before I ex 
the official welcome, I want to tell 
that this is the kind of weather we 


Dr. 
cal 
tend 
you 





Dr. William E. Weiss 


Delivered Address of Welcome 








have whenever we have any convention 
meeting at White Sulphur. Last year, I 
inderwrote the weather for tne qauration 
of the meeting I got out of town before 
t rained Now let hope that you are 
ying to have the same * that you 
had last year, a glori like this, 
that all of you will feel yr naving 
to White Sulphur. 

\ year ago, I had the honor of ap 
pearing here on behalf of Governor H. G 
Kump of West Virginia, to extend his 
official greetings and good wishes to the 
ladies and gentlemen of the N.W.D.A. 

Twelve eventful months have flown Dy 
ind here I am again—in the same rotle- 


till an understudy for our esteemed Gov- 
ernor who, again, is unable to be present. 

I you will begin to think of me 
as a perennial in connection with your 
innual conventions—a sort of perpetual 
greeter. As a matter of fact, I would 
like to have that job, for it is ua very real 
pleasure me to have this privilege of 
many of my personal friends 
to add my 


to those of 





uess 








to 


I hope vou will 
good wishes and 


permit me 
greetings 


Governor Kump; and our best wishes for 


the most successful and enjoyable meet- 
ing in your history. 
From all indications, this will be the 


most successful convention in all N.W.D.A. 


history. I hope that througn your de- 
liberations you reach a solution for all 
of your problems. 

I believe I can see in the faces of this 


gathering, a reflection of the better days 
that have arrived since your last meeting 
here at White Sulphur. Certainly the 
record attendance this year is an indica 
tion of better times. 

True, the business picture is more com- 
plex, but the clouds of depression are no 
longer overhead, and one by one our in- 
dustries are emerging from the storm- 
cellars. Last year when I addressed you, 
| was optimistic for the future. It doesn’t 


take a prophet or a seer now to tell you 
that there are better days ahead—they 
are here! 

As for economic changes—they are 


transpiring, of course. But I believe good 
sense will prevail a long time after many 
of the new-fang!ed and fantastic ideas in 
business and government are forgotten 
We all hope that the days of experimenta- 
tion are over. 


Business Must Regulate Self 
[ believe it that 
can; 
sensi- 


follow 


is generally conceded 
business must regulate itself, and it 
and will. When there are fair and 
ble rules, business, I am sure, will 
them 

It is my firm belief that in spite of the 
many new problems during the past year, 
the drug industry as a whole is in a very 
good and sound position. And there is 
abundant evidence that conditions in our 
industry are improving. I plead for spirit 
of co-operation between all branches of 
the industry. Through such co-operation 
the industry will go far. 

I do hope that all branches of the in- 
dustry will co-operate with each other, 
because it is only through co-operation 
that we will place our industry where 
it belongs, and I stress that point espe- 
cially 

To you, gentlemen, of the N. W. D. A., 
my heartiest congratulations upon the 
achievement of your’ industry — your 
achievement—and my best wishes for a 
bigger and more profitable year in 1936 

We all hope that you will have a won- 
derful time at White Sulphur. You must 
have had a good time last year because 
you came back this year. I know White 
Sulphur and the State of West Virginia 
and the governor and myself and our 
companies will always be glad to have 
you meet within the State, and if you 
don’t have a good enough time down here 
at White Sulphur (I brought Mrs. Weiss 
with me this time), the second suggestion 
I am going to make is to have you all 
come up to Wheeling and be our guests. 
We can take care of you up there. If 
any of you are passing through Wheeling 
in going home, just drop in, we will be 
glad to see you. 

In closing, I 
organization has 


wish to say that this 
done a wonderful work 
within the drug industry. I especially 
wish to speak of my very good friend, 
your president, Kiefer Mayer, whom I 
have known for a great many years. He 
has worked hard, he has tried to do 
everything possible to help along the in- 
dustry as a whole, not only for the job- 
ber, not only for the wholesaler, but the 
retailer and manufacturer. 

Gentlemen, I thank you. 

President Mayer: Dr. Weiss, as pres- 
ident of this association, it is a pleasure 
to accept the hospitality of the great 
State of West Virginia, and if we have 
any trouble or get into any trouble or 
need a bond or bail, we know where 
to look. 

All of us in the drug industry have 
known that Dr. Weiss is the boss of his 
companies. He extended a very cordial 
invitation to each and every one of us. 
He has a boss and he has an assistant 
boss, and they are with us this morn- 


ing. It is with a great deal of pleasure 
that I am going to ask Mrs. Weiss to 
stand and introduce her to you. Mrs 
Weiss, won't you, please? 

His assistant boss is also with us 
so I am going to ask Mrs. Kinnucan 
his daughter, to stand. Won't you, 
please, Mrs. Kinnucan? 

We have just had the pleasure of 
meeting two delightful ladies You 
now know them, so make yourselves 


it home. 


Reception of Delegates 


We will now proceed with the recep 
tion of delegates and visitors The 
American Pharmaceutical Association 
Dr. Alfred P. Cook, vice-chairman of 
the house of delegates. Is Dr. Cook or 
anyone else present representing the 
American Pharmaceutical Association‘ 

National Association of Retail Drug- 
Secretary John Dargavel. (No 
response). Is Rolland Jones present? 
(No response). They will probably be 
here later 

American Drug 
sociation, their 


gists, 


As- 
C 


Manufacturers’ 
Dr: A, 


president, 


Boylston, whom each and every one of 


you knows. Dr. Boylston. 


American Drug Manufacturers 
Association 


Boylston: It seems 
to say that I am very, very 
greet you and on this occasion of your 
sixty-first meeting to bring you the very 
besh wishes of the American Drug Manu- 
facturers’ Association, High authority 
has recently called our attention to the 
value of breathing spells, and I hope in 
addition to all the serious work that you 
have to undertake here that you will find 
time for breathing spells in this beautiful 
location. It is probably too much to hope 
that in these days of constantly increas- 
ing complexity in methods of doing busi- 
ness, manufacturers and distributors will 
always see eye to eye in all of the mutual 
problems that must arose. But we have 
been very happy in the association 
of the American Drug Manufacturers’ As- 


a'most trite 
happy te 


A. C 


close 


sociation and this group here 

You may not know it, but this organi- 
zation sets the date for the Fall meeting 
of our executive committee, and it sets 
the place. We always meet the day be- 
fore you do Our executive committee 
yesterday had a very delightful luncheon 
with your board of control. These con- 
tacts are bound to be he'pful to both of 
us Nearly all of our members are you 
associate members, so you can see we 





A. C. Boylston 


Drug Manufac- 
turers’ Association 


President, American 


have been very close; our contacts and 
relations have been very happy, and 1 
hope and all of my membership hopes 
that these pleasant relations shall con- 
tinue as long as the two «associations 
exist. 

President Mayer: Thank you, Dr. 
Boylston! 

We now have an old friend whe 
needs no introduction This associa- 


tion is sixty-one years old; he has been 
here for sixty-one years, and always 
has extended the official greetings from 


the Proprietary Association—Frank 
Blair. 
Proprietary Association 

Frank A. Blair I knew | was wetting 
on, but I didn’t know it was quite as old 
as that. 

It is very kind of you to give us young 
fellows that are just getting started in 
this business such a pleasant greeting. It 
gives us heart and courage curry on 
and to take up the busines when you 
old fellows will be dropping wut, because 
that must be. 

One of the grandest things about this 
convention today and for the last two 
or three days when I have been observing, 
is the number of young men that I had 
to ask who they were It was the first 
time in my life I have had to ask whe 
so many people were They are the 
young men that are taking itmportant 
positions in your organizatior ind whe 
are going to carry on and carry forward 
this wonderful work which you as an 
association have been doing, because the 
presence of so Many people here today 
even if they are out on th olf course, ® 
lot of them, is evidence of the fact that 
they do and that all of the Industry does 
appreciate that work and the success with 


which you are meeting 

I have for a good many years made an 
appeal at about this time for members of 
our Association to become associate mem 
bers of your association Our aims and 
objects may differ in minor particulars 
but in general it is the same line If you 
don't do business and sell to the retatler 
and get your money from the retailer, 
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why you can't do isiness with u ind 
we don’t manufacture We 1ould work 
together, and ther« no one thing that 
will make us together than 
to meet in unison at these meetings and 
to belong to your ussociation. I there- 
fore urge you, entlemen the manu- 
facturers’ association, you gentlemen who 
are members of the industry but are not 
members of the J’roprietary Association, 
to join the N.W.D.A one of the best as- 
ociations that there is in the industry ] 
have made t plea u great Many times 
before but I an roing a little farthe1 
his year 


come Close! 


Supervision of Advertising 

Association has itselt 
forward work, 
what the de- 
are going 


The Proprietary 
launch a campaign of 
ooking forward, looking to 
elopments of the next years 
to be, looking farther forward than we 
have ever done before We have or 
vanized an advisory committee on ad 
vertising. The services of that commit 
fee are open to any of you pentiemer? 
who are manufacturing something, whe 
are advertising anythir who wish t 
have an opportunity to ch&cek up om your 
advertising to see whether it is in line 
with what we will try to keep the best 
thought, the most forward-looking \v \ 

We have our requirements comunittes 
That, again, is open to you 
There is not any necessity, vou don't 
have to join our association to do tat 
Those services are open to you whether 
you belong or not, but why not belons 
and feel that you ure taking your ow) 
place in the association and that you can 
eome in and feel perfectly at home 


Now, gentlemen, those of you who sare 
manufacturers = should belong to the 
Proprietary Association, whether you are 
wholesalers or not, because that is a 
different industry from the wholesale drug 
industry. It is particularly # Imanufac- 
turer’s problem. Those are the problems 


entlemer 


Frank A. Blair 


President, Proprietary Association 


that our staff is studying all the time, and 
| would like to see you come in. Those 
of you whe are nol mempers of the 
Vroprietary ssociulion are entitled to as 
i membership in it 
right back to what I 
vou let ome band 
other : cone tlone with us and we 
ulong “ yeu Whether 
along with us or not, if You want any of 
the services which we have to offer I 
Cullen, one of the ablest men in tis Vine 
in the world is in our Weshineton office 
and his services are open to any member 
of this association at any time 

Ned Gardner, ir charge of our advisory 
committee on advertising, has also offered 
his services to anvbody and both of tnose 
services are absolutely without cost 


Mr. Meyer, 
but had to go away 
charge of publicity; use 
you can We certainly 
of the services that these 

As for myself and iny 
remain, as we always 
door is oven and every 
lady into whose face I am | 
time is my Triend 


Maye 


soclate 
Coming 
| started, 


said when 
Wish the 
eoorne 


you ereotine 


Was her vesterday 
last night, is in 
him in any Way 
offer heartily all 
gentlemen give 
office, we will 
have been mri 
rentleman and 
ooking at this 


who 


President Thank you Mr 
Iblair! 

Mr. Blair is the perennial president 
of the Proprietary Association and he 
is assisting in bringing the Proprietary 
Association to the highest point of 
efficiency, and let me endorse every 
statement that he made in regard to 
every individual in the industry be 
coming a member of that great as 
sociation if he is not already a member. 

We now have the National Drug 
Trade Conference It has pre- 
sided over for several years by one 
whom every one in the industry knows 

Carson VP. Frailey, the president 


heen 


National Drug Trade Conference 


Carson PVP Frailey: It gives me 
pleasure to bring you the greetings and 
Wishes of the National Drug 
Owing to other 

your great or- 


xood 
Trade Conference. 
presing engagements 
ganization was not represented at the 
last meeting of the conference in 
December, 193 However, I am as 
sured that a delegation will be on 
hand at the coming meeting Decembe) 
next. 
Reports are expected from a number 
of committees on subjects of vital im- 
portance to all pharmacy 
and the drug industry, hence we should 
have the advice and counsel of repre 


phases of 


1935 


ussuciation in con 


may be 


entatlve of Vour 
nection With any decisions that 
reached 


honored 


Mayer We ine 
with us the representa 
trade 


President 
today ty 


Live OL one of ou fine 


nave 


tions. He has been chairman of 
executive Committers 1Or. 2 
years, Their president wa 
: president | many 
that tl assocla- 


their execu- 


yea. Their new 
mile 
tion sent the 


from here sO 
chairman of 





Carson P. Fralley 


President, National Drug Trade 
Conference 


tive committee to be with wus. this 

Dreyer, chairman 
committe of the 
Druggists’ Associa- 


Joseph J. 
executive 
Wholesale 


prpeornpibige 
ol the 

ederal 
tien, 


Federal Wholesale Druggists 
Association 


breyver: It is indecd a xreat 
and also an honor to rep- 
Wholesale Druggists’ 
sixty-first annual 


Joseph J 
pleasure to me 
Federal 
\sseciation it your 
convention This is not my sixty-first 
attendunee for the Federal, us has been 
said of my friend, Frank Blair, but my 
tirst, and L hope and trust this will not 
In any last 
quite pleased at the statements 
\eiss made and the remarks he 
mude, asking for the co-operation be- 
veon your members and the associate 
nembership We, of course, being a co- 
rerative nussociation of approximately 
17,000 retailers throughout the United 
have as the uppermost aim of our 
co-operate at all times 
associations that 


resent the 


| am 
mit —Dy 


States, 
association to 
vith all of the different 
wre funetioning for the betterment of the 
trade l hope and trust that the co- 
operation between the Nutional Whole- 
site Drugeists’ Association and the 
Federal Wholesale Druggists’ Association 
shall become closer and closer as we go 
ilong in years, because we have 

common aim, we ure all in business for 
the retailer, for without the retailer we 
vould not be in existence. I therefore 
und trust that the co-operation be- 
your association and our associa 


hope 


tween 


Joseph J. Dreyer 


Chairman, of Executive Committee, 
Federal Wholesale Druggists 
Association 


such thut ey ially 
same footin 


tion shall become 
we wi.l be on the 

Mr. Chairman, 1 would like to read a 
personal telegram that I received from 
Mr. Seiberlich. I expected Mr Seiber- 
lich would be at this meeting, but he 
having attended the meeting of our a 
sociation at Buffalo two weeks ago and 
last week the National Association of Re- 
tail Druggists at Cincinnati, had to get 
back to his office 


I regret exceedingly my inahbilitv to he 
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feel that the de- 


vit ou in person I 
ation will con- 


liberations of your 
tribute lImmeasur ibly to the constructive, 
forward-looking thought that our retail- 
ers so sorely need in these trying times 
ind on behalf of the Federal Wholesale 
Druggists’ Association, I wish you suc- 
cess in every endeavor L. Edward 
Seiberlict ident Federal Wholesale 
ruggi ociation. 

Now ventlemen, I 
hope nd trust your 
Will be most satisfactory 
manner and form; that 
here feeling better in the spirit of co- 
operation, in which perhaps you did not 
come here, and I again want to say that 
our association wishes you godspeed in 
all your endeavors. I thank you. 

President Mayer: Thank you 
much, Dr. Dreyer. Mr. Dreyer 
brought his general manager with him, 
I want to introduce to you Mrs. Dreyer. 
Will you please stand, Mrs. Dreyer, so 
we all will know you? 

We also have the pleasure of having 
With us today the general counsel for 
the Federal Wholesale Druggists’ As- 
sociation, Eugene Brokmeyer. I am 
soing to ask him to stand in order that 
vou may all know him Mr. Brok- 


meyer. 


assoc 


want to say that I 
deliberations here 
in every shape, 
you will leave 


very 
also 


We will now have greetings from the 
American Pharmaceutical Manufac- 
turers’ Association which is represented 
by its president Flint. Mr 
lint. 


American Pharmaceutical 
Manufacturers Association 


(ieorge Flint We were extremely 
pleased when we received through your 
yood secretary an invitation to be present 


Cieorge 


George Flint 


Pharmaceutical 
Association 


President, American 
Manufacturers’ 


this, 


with vou at your sixty-first 
convention We consider it a. distinct 
honor to receive such an invitation and 
lost no time, I can assure vou, in accept- 
ing it 

It is, therefore, 


and visit 


with considerable pleas 
ure that [ meet with you this morning 
ind extend to you one behalf of the 
olicers and members of the Americar 
Pharmaceutical Miunufacturers’ Associa- 
tion gxreetings and best wishes for a suc- 
cessful convention, Your problems are 
largely the problems of the manufacturer 
Those problems which are distinct’'y yours 
should be made a problem of the manu- 
facturer in so ras we can be of service 
to you in bringing them to a successful 
conclusion 

I would like to pledge to you, Mr. Presi- 
dent, full co-operation of our association 
in so far as We can be of service in solv 
ing the problems that we may be of 
assistance in so'ving We are not only 
willing but anxious to render such ser 
vice. It is our desire and my hope that 
this convention will be the best and most 
profitable that you have ever held 

Thank you 

President Mayer: We have with us 
t young fellow who is rather nervous 
He is shifting in his chair, and in orde 
that he may be relieved of that ner 
vousness and quiet down, IT am going 
the president of the United 
Manufacturers of America 
Huisking, to speak You all 
how nervous he is, don’t vou? 


to «ask 
\ledicine 
(‘harlie 
notice 


United Medicine Manufacturers of 


America 


Hluiskir 
didn't kn vas shift 


Charles L 
nervous, but I 
ing. 


! am very pleased 1 ring to vou the 
vreeting or the United Medicine Manu 
facturers of America Whose temporary 
president T am, and the members of which 
manutl 
product ure ry largely d 
ributed hrougt your ation Or 

! you for the 


issociation f 


wlure proprie 


aries an 


their beha’f, I want 
oO-operation t it oul I have al 
Vays ad 

As Dr. Weis has aptly d, the entire 
drug trade today i reset with many dif 
ficulties, and until we approach this prob- 
lem with an understanding that it really 

a mutual never will get 
inywhere But I a glad » say that 
the trend now is f ome to it 
with it on 
past year 


prodiem We 


that basis 

particularly, the 
have been going through 
because of the effort that 
long period to put 


ind to dea 

During this 
manufacturers 
trving times 
was made over a vers 


drug bi 
we Were 


through a new food and 
an frankly say to you that 
much disappointed, we as metibers we 
disappointed, that a hew 
was not enacted The bill passed 
senate und whie that bill as passed 
the senute had many provis 
the hearings that place later in 


house showed some 


Very mien 


onerous 
took 
promise of 
ome of those restrictions which [ th 
would have or did show promise of put 
ting manufacturers on a basis that ld 
deal with them more fairly. 

| extend particularly to the 
turers in the National Wholesale 


remo 


wou 


Manut ic 
Dru 


Charles L. Huisking 


United Medicine Manufac- 


President, r 
turers of America 


Association sincere 
very constructive suggestions 
from your association at the 
conducted in the house. 

I hope, and I am sure that your 
liberations will be very successful. 


President Mayer: We now have Ray 
Schlotterer, secretary of the Drug and 
Chemical Section of the New York 
Board of Trade. Mr. Schlotterer. 


New York Drug and Chemical 
Section 


Ray Schlotterer: I expected our chair- 
man to be here this morning to extend 
the greetings on behalf of our group, but 
I presume I will have to pinch-hit for 
him. 

I was sitting outside before this meet- 
ing and one of your members said, “‘I 
think I'll be an hour late; we have got to 
sit the first hour and listen to a lot of 
greetings from various associations.” 

But I do wish to extend to you the best 
wishes of our group. I hope that your 
sixty-first meeting will be productive of 
zreat results, because, after all, the prob- 
lem that we have in this industry, in the 
drug industry as a whole, is one of dis- 
tribution, and if we can solve that prob- 
lem of distribution where the manu- 
facturer can sell the product of his factory 
and if the individual retailer and whole- 
saler can make more money on his _in- 
dividual sales, then we will have solved 
distribution 

A little boy came home from attending 
me of these conventions on distribhuttor 
one day, which his father took him to, 
ind he said, “Daddy, I just heard two 
things at that convention, and they were 
these; first of all, we have got problems 
ind, secondly, we have got to co-operate.” 


Let us hope that as a result of this con- 
vention, besides hearing we have xzot 
problems and let's co-operate, it will be 
productive of something good. And I 
hope that you will attend our bie dinmn 
in March, the eleventh annual dinner I 
certainly hope that any time you are i: 
New York, you will drop into the offices 
ind let us help you out in the greatest 
drug market in the world 

I feel quite honored to be invited 
the good-will of our 
and I certainly want to thank all of 
ind thank the National Wholesale Tt» 
Association 


gists’ 


thanks for 
that ¢ 


hearings 


to express 


zists’ 
Mayer: Thank 


Schlotterer. 
Association, Tl 


President 
much Mr 

The Toilet Goods 
Brooks, the president, was 
leave for Europe, but he sent the 
old secretary down here to repre: 
whom all of vou know f 
Charlie Welch GS 
here. The secretary 
Association. 


Toilet Goods Association 


‘harles Welch: Just exactly why 
esentative to speak in the name 
loilet Goods Association shou'd he 
to do a job like this, I ecan’t under 

appear to me that most of the 

the association are here 

the attitude of the mar 
re? toilet goods toward the N 
Wholesak Druggists Association 

Mr Huisking they have prol 
It i that the n 
facture) of goods 
villing as the 
to help the 


you 


forces 


him 
don't, 
come up 


Toilet 


this 3 


Goods 


said 
evident 
proprietary 
manufacturers of « 
wholesalers solve their 
lems If the wholesalers solve their 
lems, which must mean the 
the problems of the retailer, the 
of the whole industry § are therefo 
settled 

a ) ae 
will result in 
ment of 
we all realize 
terer here, I am 


fact that there are 


quite as 


problems 


ntlemen, that this 
a contribution to th ect 
distributor problem that 
exist, and, like Mr. Scilot- 
also conscious oO tne 


people probably out- 








Side 


iddresses are over with. I thank you. thing about foreign trade, because we in 
Deans ai ‘ Washington, that is, the A. D. M. A., are 
re in eee cae we = in “ cee receiving increasing in uiries from oun 
, as ling in and members We are interested in export 

Out since this session convened. I over- business.” 
heard a couple of gentlemen in the Of course, Carsons answers al! these 
lobby ask whether he was. Kiefer inquiries that he gets from his members 
Mayer’s son. I am sorry to say he is ous ss: — ae a privately tell 
not my boy. But he has been associated aftice oe ee ee ee ane ee 
with Dr. Newcomb in the New York I may say in connection with this 
Office for several years. He was born (fvreign trade, it is my hope to make a 
and raised in the drug business. To (trip through South America in the coursée 


those of you who do not know him, I 


Charles Welch 


Secretary, Toilet Goods Association 


want to introduce him and those who 
do know him will be happy to see him 
here—Robert Morrisson, 

We have with us Fred J. Griffith, 
secretary of the National Association 
of Chain Drug Stores, I am very happy 
to invite Mr. Griffith up here to extend 
their greetings. He is always a little 
bit modest on greetings. I heard a 
manufacturer say that he was sorry 
he wasn't just as modest in talking to 
them. 


National Association of Chain Drug 
Stores 


Griffith: As usual, I 
glad to be present and extend the greet- 
ings of the chain stores to the N. W. 
D. A. _It is probably more acceptable here 
than it would have been at Cincinnati 
last week possibly. 

We feel that we are sort of interlopers 
at this convention. Every time we talk 
to a manufacturer, he says, “What the 
hell are you doing here? This is not a 
chain store association.” 

We are just down here to watch the 
manufacturers and see that you don’t in- 
fluence them too much against our in- 
terests. We just came down here to sort 
of protect our-elves during this week 
while the N. W. D. A. is so hopelessly 
outnumbered by the manufacturers. 

President Mayer: I got a little ner- 
vous there, I thought Fred was going 
to ask for a little extra discount from 
us wholesalers. 

We have another lovely representa- 
tive of the drug industry with us who 


Fred J. am very 


had a new honor bestowed upon his 
worthy shoulders a few weeks ago. I 
don’t know whether he is quite as 
modest as Fred Griffith or not, 1 don't 
think he is. He was just elected presi- 
dent of the Associated Chain Drug 
Stores—Wallace Smith. We will get 
him later on; he won't get away. 

Is Rolland Jones or John Dargavel 
in the room? (No response). Is Dr. 
Alfred P. Cook, vice-chairman of the 
American Pharmaceutical Association, 
in the room”? (No rasponse) We will 
call on them tomorrow, 

We have the United States Depart- 


ment of Commerce represented by C.C. 
Concannon, Bureau of Foreign and Do- 
mestic Commerce. You all know him. 


Chemical Division, Bureau of For- 
eign and Domestic Commerce 


always a 





Cc. C. Coneannon: It is pleas 
ire for me to be present at this particular 
group I attend a good many meetings 
of a drug chiracter, but IT must say that 
I never enjoy any meeting more than 
I do that of the National Wholesale Drug- 
gists’ Association 

Your chairman introduced me a 
chief of the Chemical Division of the 
Bureau of Foreiz) mid = Domne « (om- 
merce Let me Ly tew words more or 
less in 1 ne, though I woud like t 
emphasize it and could talk to you at 
length on the bie of foreign trad 
It may seem a little bit far removed from 
you a vl ‘ ‘ l t ther i mia 
present nember and evel 
whole iler A » “are ntel ted ! t 
trade 

In thi ver room six mont i Mi 
Blair, pre lent f h l’ropr irs 
Association, nentioned ind ¢ phasized 
the need for m ind more re n trade 
That association i secomin nere rI\ 
active in that fied and I can a ire yo 
that they are doin o with ee 

A few moment izo, Carson [raile 
whom I[ know in Washineton a ecre 
tary of the American Drug Manufac 
turers’ Association, spoke to me and said, 


Waiting to get in after these greeting 
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of the next few months, and as the result 
of that information and survey I hope 
I will have something to pub ish or some- 
thing to give you through my office later 


in the year that will be really construc- 
tive. 

Let me get now to the domestic com- 
merce field, because we are doing con- 
siderable in that field in the Department 
of Commerce and in the Bureau of 
Foreign and Domestic Commerce, which 
is a part of the department. In the field 
of distribution—and may I in that con- 


nection say something or repeat what the 
director of our bureau has said, Dr. 
Murchison : 


Essentialness of Distribution 


The one portion of our economic system 
in which every one without exception has 
a direct concern is the field of commodity 
distribution. It is the spending yzround 
of the entire peop’e and at the same time 
the land of promise for all those who 
classify themselves as producers. As con- 
sumers, we pay approximately half of 
our total incomes for the commodities 
which are brought to us by the agencies 
of distribution. These same agencies of 
distribution give employment to approxi- 
mately one-third of all those who work 
for wages and sa’aries and for their 
financing they require a percentage of the 
national savings which is equally high. 

Those are all important statements, 
and it seems to me that places you 
wholesalers in an extremely important po- 
sition in the economic picture of the coun- 
try. We are carrying on a number of 
distribution surveys in the department, 
some of which you have already heard of, 
others of which will come a’ong and 
which I may say, will be discussed by 
one of my colleagues from Washington 
who is here and at the appropriate time 
will enter into discussion with regard to 
the marketing research service of our 
bureau. 

The chemical division in Washington is 


as 


not concerned with any regulatory func- 
tions; we have always been proud of that. 
There was a time when I was on the 


Federal Narcotic Control Board and had 
something to do with the control of nar- 
coties. Today I have nothing to do with 
anything regulatory and I hope that my 
work is always constructive. You may, 
therefore, quite freely come to the chem- 
ical division or to me when you have any 
problem that affects you, realizing that 
there is no restriction so far as control 
measures are concerned. 

There are more of you 
in Washington in the chemical division, 
there are more of you coming individ- 
ually, and I think that is a very fine sign, 
and I hope that you will continue to drop 
in to see us and give us a chance to show 
you around and to help you wherever we 
can in Washington 


Mayer: 


coming to us 


President Thank you, Mr. 
Concannon. 
The West Virginia 


ceutical Association, G, 


West Virginia Pharmaceutical 
Association 


G. B. Marriam: You have listened to 
the preliminaries ; the main bout is now on. 

It is a pleasure to bring to this asso- 
ciation greetings from the West Virginia 
Pharmaceutical Association. May your 
meeting here result in a mixture of pleas- 
ure and business accomplishment that will 


State Pharma- 
B. Marriam, 


bring you back for many, many doses 
more, 

President Maver: Thank you ver) 
much! 

Is G. D. Bickings in the room? (No 
response) Mr. Bickings is an active 
member of the executive committee of 
the West Virginia Pharmaceutical As- 
sociation. 

National Association of Drug Clerks 
Is its president here, Herbert J. Borg 
man, or any representative from the 
National Association of Drug Clerks’? 
(No response.) 


Association oft Tee 
Is there a 
the 


International 
Cream Manufacturers! 
representative present 


in room’? 


(No response.) 

Drug Institute of America! Wheele 
Sammons could not be with us, but he 
sent a telegram, which I will ask the 
secretary to read. 

(Secretary Newcomb read the fol 


lowing telegram.) 


Drug Institute of America 


Annual greetings to 
ide for the third time 
family which though cast on the dole i 
nevertheless able to report there really is 
reward in holding to sound pro 
posals, even if they are scuttled, for it 
records show the retail pharmacist to be 
its largest cash supporter this year among 
ill the divisions of the industry So it 
ible to send these greetings to your fes 
tive board prepaid instead of collect ans 
to still hope neither the PWA nor I’ 
ways, Incorporated, will in the end have 
take over the drive for peace { 
lization in the drug industry 
through a work relief boondoggle project 
or a six-figure broadcast by a alaxy oO 
ities Wheeler Ir In 
tute of America, Inc, 
resident Mayer: Ve 
other delegates present 


issociations? 


the parental fire 
from your Institute 


some 





Samimo 


there in 
represent 


New Jersey Pharmaceutical 
Association 


Mr. Slaught: I 
New Jersey Pharmaceutic« 
onvey to the National 


have been asked by ‘ 
al Association t 
Wholesale Drug 


“T hope you will mention in passing some- 





\ssociation 


successful 


vists’ 


most 


their best 
meeting, 


Thank 


wishes for a 


President Mayer: 
much, Mr. Slaught. 

Are there any other delegates pres- 
ent? I would like to say that 
president of the National Wholesale 
Druggists’ Association I am_ very 
happy to reciprocate the good wishes 
of co-operation that were extended by 
so many of the delegates this morning. 
The problems of the drug industry are 
similar and they can only be worked 
out by intelligent cooperation of those 
engaged within the industry. 

It has always been customary for a 
member of this association to respond 
to the addresses of welcome and it is 
a privilege that reserved for a few 
individuals of the Association who can 


you very 


as 


is 





Charles C. Concannon 


Chief, Chemical Division, Bureau of 
Foreign and Domestic Commerce 
the wishes and feelings 
of the National Wholesale Druggists 
Association, and no one can do it bet- 
ter than Carl F. G. Meyer, sr., Mr. 

Mever, 


Response to Greetings 


Carl F. G. Mever: On this glorious day 
in this delightful location, the privilege of 
expressing the gratitude we feel for the 
lovely things that have been said is mine 
[ wish that I might have the ability to 
send back to those associations who have 
generously expressed their good-will, 

gratitude we feel. Certainly those 
t come to us as an inspiration, 
encourage us to carry on. On be- 
of the National Wholesale Drug- 

Association, I ask that the dele- 
vates here take back to their member- 
ship our sincere thanks. 

The spirit of the drug industry as a 
whole must be that of loyalty to the re- 
sponsibilities that we have, and wit 
this splendid group of ladies and gentle- 
men who have sworn allegiance to thie 
vreat undertaking that for sixty-one 
years has been fostered by the nationa 
association, T am quite confident that the 
future is bright and that we may antici- 
pate muny, Many years friendly com- 
panionshiy.. We ure sincerely grateful 
for the lovely, for the encouraging and 
for the inspiring messages that we have 
received Thank you 


really respect 


sO 
the 
mes 
they 
half 









ot 


President Mayer: Thank you very 
much, Mr. Meyer. 

It is always customary for delegates 
to have the privilege of the floor at any 
time, and we certainly trust that they 
will use it whenever they deem it 
necessary 

We have 
brother from across 
resentative of the 


Canada, a membe 


this morning 

the border, a rep- 
drug industry 
of this association 


with 


us 


ot 


Iam going to ask Cyril Landers, gen 
eral manager of the National Drug « 
Chemical Company, to say a word te 
us. Mr. Landers. (Applause.) 
Greetings from Canada 

Cyril Landers: It is really a great 
pleasure for me to come here and repre- 
sent the wholesalers of Canada We are 
not foreigners. Our company is associated 
as an active member of your association 


Although I am referred to sometimes as i 
foreigner down here, I am not. There is 
nothing between us: we eat, sleep and 
drink and do the same things that you de 
in every way We have a great many 
friends here besides Mr Blair and Dr 
We who are very much interested in 
Canada We get a good deal out of wha 
we hear and see in our meeting with you 
We in Canad 
different law 
promulgated 
usiness to some 
that respect, I can 
wish to co-operate 
do. I think the pre 
ind know us in Ca 
do an honest 





of course, hi 
but laws Which mre 
really react on oO 
extent in Canada 
only iy this, that we 
in every way, and we 
idents who are here 
ida really believe we 
job of co-operation 





to an election Ir 
October We 
happen, but 
ave a sound 
been asked 


have 


enti ol 


We are going 
the fourte 
don't know what is going 
| can say this, that we will } 


vovernment I ave already 


Cunada 


to 


October 15, 1935 7 








about social 


, credit for everybody in 
( anada to get $25 a month to spend in 
their own provinces and all that. That 


is all right, somebody will work that out 
But we will have a sound government 
and I don’t think we will have any social 
credit or anything like that. We will have 


a sound, sane government. 
Gentlemen, it is a great privilege and 
honor to be here with you, and I am go 


ing to come back as often as my company 


can give me the expenses to get down 
here, 


I thank you. 


President Mayer: Thank you very 
much, Mr. Landers. It is a pleasure to 
have you with us. I am sorry you 
didn’t bring Mrs. Landers; I hope you 
will next year. 

One of the great pleasures and penal- 
ties of a man who is elected president 
of this great Association is to write an 
annual report. President Richardson, 
our first president, started a precedent. 
He always invited the first vice-presi- 
dent to take the chair while he was 
reading his report, in case any missiles 
were hurled that they would hit the 
first vice-president instead of the presi- 
dent. Iam going to continue that pre- 
cedent and ask the first vice-president, 
Ludwig Schiff, to take the chair. I am 
going to leave my tobacco here but put 
my pipe in my pocket. Mr. Schiff. 
(Applause.) 

(First Vice-President Schiff took the 
chair.) 

Chairman Schiff: It now becomes 
my solemn duty as vice-president of 
this association to introduce to you a 
man whom very few of you know, who 
is now going to give you the report of 
the president of the National Whole- 
sale Druggists’ Association, A. Kiefer 
Mayer. 

President A. Kiefer Mayer: The re- 
marks I am going to read to you this 
morning were written in the atmos- 
phere of the wholesale drug industry a 
week ago last Saturday at my desk. 
Every wholesale druggist knows what 
a wholesale drug house is on Saturday 
morning, especially if his desk is out 
in the open like mine. It was rewritten 

the following Sunday in the shadows 
of St. John’s Cathedral. Therefore, if 
you desire that I stop and retire to my 
chair, it is only necesary for you to 
notify the presiding officer, First Vice- 
President Schiff, by a missile. Not a 
mistle-toe, either. 


President’s Address 


Here we are—gathered again—to cele- 
brate the sixty-first annual convention of 
our association. Farseeing, sincere men 
were those pioneers, who in 1876 estab- 
lished the N. W. D. A. Founded on ideals 
of justice, fair-play, and common honesty 
of service, not only to our industry but 
mankind, this association has never failed 
in 


in its appeal for the highest ethics 
business. 

Ours is a voluntary association. We 
cannot strong-arm our members. Our 


strength lies in our appeal to their in- 
telligence. Strong as we are for the right, 
we are powerless to enforce any meas- 
ures, even though they may appeal to 
our membership. 

There have been difficulties, hard sled- 
ding, in the past sixty years. At tires 
it seemed that certain features of our 
business would be wrecked. We battled 
the storms, charted a safe, sane course, 
and came sailing home safely to port. 
There will always be need for fearless 
the right 


tireless captains, who know 
course from wrong, who have the cour- 
age of their convictions, and who can 


interpret the charts in battling the hign 
winds until we reach calmer weather 

In 1879 this association advocated a law 
to prohibit and punish all adulteration of 
food. drugs and medicine, also a law that 
\ those who are engaged i! 


would control f 
issuing false, misleading and malicious 
circulars. We really fostered the orig- 
inal pure food and drug law for mor 


than twenty-five years before its passage 
were active in the passage o! 





In 1906 we 

the present pure food and drug law. We 
have always stood for legislation that 
would protect the general public and be 
fair to the industry. The proposed revi- 
sion of our present federal pure food and 
drug aet by the last session of Congress 
has been of tre mendous importance t 
every member of this association. We 
inve been in accord with the views ex 
pressed by President Roosevelt It is 


time to make practical improvements 


Stand on Food-Drug Legislation 








There naturally should arise a differ- 
ence of views within the industry wher 
important legislation of this kind is be 
fore Congress After others had tailed 
we were asked to try-and harmonize the 
thoughts « the industry The chairm: 
of our legislative committee, Captal: 
William J. Schieffelin, immediately took 
up the task and was helpful in bringing 
about ome unanimity of thought 
many of the controversial subjects Cap- 
tain Schieffelin also placed before the 
senate committee considering this legis- 
i the fol'owinge basic principlk a 
epresenting the views of our associa- 
tior 
1 re enactment of food, druz na 
] slation at this Congress If the 
er rote ior ind safeguarding he 
1 1 of 1aracter not to impo 
! th ndustry 
1 t ndment 
! thar ' ntirel ’ W 
n th the feder ~ 
! i the ur t 
rey betweer ‘ ra 
' u ts 
! ltipl ir only in « ’ 
tor ' is 1 brandir n 
rder only where nec 
rr } i 
t I retaining confrol of false 
ne n tl hinds of the Federal Trade Con 
mi or t present, with adequate poy 
' Fa vore etting forth specifically in the 
lay all obl gations and prohibition Y 
pose bureaucratic regulations 
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Towards the end of the last session our 
executive vice-president and _ secretary 


appeared before the subcommittee of 
house interstate and foreign commerce 
committee to advocate the control of ad- 
vertising being left with the Federal 
Trade Commission. I have been told by 
many who were in attendance that Dr 
Newcomb made a most excellent presen- 
tation of the subject, one of the best 


witnesses to appear before either the sen- 


ate or house committee, and I recom- 
mend that a complete report of his pre- 
sentation be included in the next annual 


order 
available to our 


this convention in 
may be 


Proceedings of 
that it always 
membership. 
The Copeland bill—S. 5—passed the 
senate with amendments. The sub-com- 
mittee of house interstate and foreign 
commerce committee, after completing 
hearings, failed to make a report to the 
general committee before Congress ad- 
journed. I understand uncompleted leg- 
islation retains its same position when 
Congress convenes in January. There- 
fore, I recommend that we continue to 
fight side-by-side with our manufactur- 
ing friends for legislation that will not 
only protect the American people but per- 





Ludwig Schiff 


Presided During Reading of President’s 


Address 
mit the industry to live. Certainly, we 
cannot handicap or retard the work of 


our great scientific medicinal and phar- 
maceutical research laboratories in pro- 
ducing new and better products for the 
alleviation of the sick, elimination of 
disease and the prolongation of life. 
Before leaving this subject, I] would like 
to express our sincere appreciation to 
those of our members who responded so 
promptly and intelligently in communi- 
cating their helpful views to their sen- 
ators and congressmen on this important 
technical, controversial legislition. The 
timely advice and suggestions surely were 
appreciated by their friends in Congress. 


For Fairness in Trade 

A small percentage of an 
about the same number as President 
Roosevelt's “10 percent chisellers may 
profitably engage in unfair trade prac- 
tices. These may affect the entire in- 
dustry, not only the fair return on in- 
vested capital, but wages and employ- 
ment, so in the end everyone must suffer. 
The American people have become con- 
scious of this fact in the past few years 
and it is the belief of many that the 
Federal Trade Commission and the courts 
will stop these destructive’ practices 
through a different interpretation of our 
present laws, or the next session of Con- 
gre will pass legislation to control this 
small minority who are engaged in un- 


industry, 














fair trade practices. Not price-fixing 
legislation, but protection for the honest 
man against the crook and “‘chiseller”’ 
with their unfair trade practices. Just 


has removed the kid- 
napper from our American life, so will 
legislation be passed to control the man 
who is lowering wages, affecting employ- 
ment and lengthening the hours of labor 
by indulging in unfair trade practices. 
There are many thoughts on this sub- 
ject. Two facts are clear (a) The manu- 
facturer has an abiding interest in his 
product through the fields of distribution 
to the consumer, and the policies of those 
engaged in distribution can interfere with 
the flow of his merchandise; (b) distrib- 
utors can be harmed by predatory price- 
cutting or unfair trade practices of com- 
petitors. In the end, the courts will de- 
termine the exact law. Would it not 
simplify the solution for Congress to pass 
legislation which would direct the Fed- 
eral Trade Commission to recognize that 
manufacturers or producers have an abid- 
ing interest in their trademark until it 
reaches its ultimate destination—the con- 
sumer—and those engaged in distribu- 
tion can be damaged, by not only “loss 
leader,’’ predatory price-cutting, but un- 
fair trade practices of their competitors? 
The various details of what is lawful or 
unlawful could be worked out by the Fed- 


as the government 


eral Trade Commission, finally to be de- 
termined by the courts, 

I understand that a congressional com- 
mittee soon will start hearings on this 
subject, and I recommend that our as- 
sociation co-operate not on'y with this 
committee, but the passage f any new 
legislation that will help to eliminate un 
fair trade practices from American in 
dustry. 

F.T.C. Trade Practice Rules 

Our last convention approved unani- 
mously the recommendation of its then 
president, Mr. Henry PD. Faxon, that we 
reapply to the Federal Trade Commis- 
sion for a trade practice conference for 
the wholesale drug industry Our last 
application was fi'ed in 19°8 A formal 
application was mailed to the commission 
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on October 18, 1934. It was received, 


approved and a conference was held at 
the Congress hotel, Chicago, Ill., Deceme 
ber 6, 1934. Commissioner Charles H, 





March presided, assisted by Judge Georg 
McCorkle, director of trade practice con- 
ferences, Dr. E. L. Newcomb was elected 

retary of the conference. From the 
standpoint of the annual volume of busi- 
ness transacted, approximately 90 percent 
of the industry was represented. Nearly 
100 members of the industry were pres 
ent 


€ 





Ko lowing u splendid address by Com- 
missioner March, covering the purposes 
and activities of the Federal Trade Com- 
mission, the conference discussed and 
adopted thirty resolutions dealing with un- 
fair trade practices and trade abuses. The 
rules were divided into two groups— 
group 1 and group II. On December 13, 
1934, the Federal Trade Commission ap- 
proved the group I rules, while those 
aunpearing under group II the commis- 
sion received as an expression of the in- 
dustry. 

A committee on trade practices was 
created by the industry at the conference 
to co-operate with the Federal Trade Com- 
mission and to perform such acts as may 
be proper to put these rules into effect 
The following members of the industry 
were selected to serve on this commit- 
tee:—O. J. Cloughly, St. Louis; George 
V. Doerr, Minneapolis; Warner James, 
New York; Ira J. Shapiro, New York; A. 
K. Mayer, Indianapolis. 

The committee was delayed in organiz- 





ing for active work on account of the 
illness of some members, but on March 
12, 1935, at Washington, D. C., an or- 


ganization meeting was held, A. K. Mayer 
being elected chairman and Dr. E. L 
Newcomb, secretary. The committee then 
advised the wholesale drug industry that 
it was now ready to receive information 
in regard to the alleged violations of the 
trade practice rules as adopted at the 
trade practice conference for the whole- 
sale drug industry. Some alleged viola- 
tions have been reported to the commit- 
tee by members of the industry. An op- 
portunity has been afforded for the al- 
leged violators to explain. If the alleged 
violations continue, a complete report of 
the findings of the committee is sent to 
the Federal Trade Commission. Alleged 
violations can either be sent to the com- 
mittee or direct to the Federal Trade 
Commission, but neither the commission 
nor the committee can take action until 
the reports of the alleged violations have 
been formally filed with one or the other. 
Any individual of the industry may file a 


complaint. This is the method of pro- 
cedure. If robbery was affecting an in- 
dividual, he would not hesitate to notify 


the police. If, through a violation of these 
rules, a member of the industry is being 
harmed, he should not hesitate a mo- 
ment to file a proper, formal notification 
of the alleged violation with either the 
commission or the committee. No finer, 
fairer set of rules could be approved by 
an industry to eliminate unfair trade prac- 
that have crept into not only our 
industry but all other American indus- 
tries 

There are several basic questions in- 
volved in these rules. Certain forms of 
se ling below cost are rather clearly indi- 
cated by the Clayton act as unfair trade 


tices 


practices, and, therefere, should be con- 
sidered as unlawful. So far, the United 
States Supreme Court has not had an 
opportunity to decide whether or not a 
prohibition involving a reasonable re- 
straint on a selling price was or was 
not a lawful restraint of trade where 
such restraint was essential and neces- 
sary to prevent the development of mo- 


nopoly and serious inquiry 
If reasonable 
be upheld by 


to competitors 
restraints of trade wou'd 
the courts as lawful, the 
way would be clearly indicated to stop 
predatory and destructive price-cutting, 
which, un‘uestionably, is seriously injur- 
ious to competitors and tends directly to- 
ward monopoly. There are some who are 
firmly convinced that the basie question 
invo'ved may be clearly answered through 


interpretation of the present antitrust 
laws. There are others who feel that a 
change in these laws might, in_ itself, 
remove any doubt as to the interpreta- 
tion by the courts. A change in the law 


removed 
American 


of course, would be desirable if it 
anv doubt that exists today in 
industry. 


Interests of Retailers 

The first president of our association 
in his annual address said, “The retailers’ 
interests are our interests.” These words 
have become an unwritten “by-law” of 
this association ever since they were ut- 
tered by President Richardson. ‘The suc- 
cess of the individual retail druggist is 
our success We cannot hope to prosper 
and succeed unless he prospers and pro- 
gresses with the growth of the country 
Our interests are identical That is why 
our executive officers have devoted so 
much time to socially and economically 
sound stabilization... Of all the associa- 
tions in the drug industry, none have 
worked so long and constructively for the 
retail druggist as the National Wholesale 
Drugeists’ sociation. We do not have a 
trade pub'ication to advertise either our 
work or accomplishments in the inter 
ests of the retail druggist, but any indi 
vidual who may desire to substantiate 
these remarks may do so by either visit- 
ing our New York office or advising with 
any mmeber of the industry who is famil 







iar with the legally sound, constructive 
work we have been constantly doing for 
years 


\ special committee of the House of 
Representatives in the last session of Con- 












gress investigated the trade practices of 
big scale retail buying and selling or- 
ganizations. The results of their investi 
ration hava been more than illuminating 
They have aroused the entire drug indus 
try, especially those in the. distributive 
branches Just how do some manufa 
turers in trademarked items expect the 
individual druggist to continue in busi 
ness against such unfair trade practices? 
Is it to the interests of our manufactur 
ing friends to have the distribution of 
their merchandise in the hands of a few 
large retail out’ets? What effect will the 
growth of these advertising allowances 
secret discounts, unfair trade practices 
or whatever you may want to call then 
have upon their net profits? Is it to their 
interests to someday have 60 percent r 
75 percent of their sales carrying an extra 
discount of 10, 20 or 30 percent Will 


this increase their profits and the stabil- 
ity of their business? Is the profitable 
merhcandise for those engaged in distri- 


bution to be private or nationally brand- 
ed? Isn’t this something for a manufac- 
turer to think about, for the answer rests 


with him? If he wills, he can keep his 
merchandise profitable Any advertising 
agency will tell you that his client is the 
final word. Therefore, when a manufac- 


turer is buying space from a large retailer 
for the advertising of his products, cannot 
the manufacturer suggest a price at which 


his product is to be advertised? ‘Most 
certainly, for we are paying the bill,” 
said a manufacturer when I put this 


question to him. Should not our manufac- 
turing friends and their advertising agen- 
cies give serious consideration to this 
subject? 


Profitable Selling Possible 


1 am somewhat familiar with our laws 
and court decisions on distribution. A 
manufacturer can keep his merchandise 
profitable if he so desires. How? If 


some are doing it, why not others? By 
vacillating? Certainly not, but with a 
legally sound, constructive policy. Has 


not the country awakened to the fact that 
in the end profitless selling hurts every- 
one? The manufacturer wants support 
from his distributors. The public through 
the government is searching for business 
stability. Do not both of these objectives 
involve some kind of stability, taking 
into consideration the cost of doing busi- 
ness, plus a small profit? Wages, taxes, 
rent, heat, light and insurance can only 
be paid with money. Good old American 
dollars can only be produced by operating 
at a profit. 


Some manufacturers say, “We must 
think of the consumer—I have competi- 
tive brands—we must lower the vost of 
distribution—it broadens our market— 
take the automobile.” Well, for a mo- 
ment let’s take the automotive industry, 
where we have witnessed a steady de- 
cline in the price of automobiles, which 
has broadened their market, making them 
available to more _ people. Where did 
this reduction in price occur? Was it ab- 


sorbed entirely by those engaged in the 
distributive branches? Certainly not! 
Through increased efficiency in manufac- 
turing, the cost of production was re- 
duced, part of which was passed on to 
the public. Not for a minute has an au- 


manufacturer asked his distrib- 
utors to handle his products without a 
profit. It has been quite to the contrary. 
They have adjusted their price reductions 
to produce a profit for their distributors. 
Every successful automotive manufac- 
turer knows only too well that his 
cess depends upon financially strong dis 
tributors. Does anyone question § this 
statement? If so, let him investigate. 
One automobile manufacturer who went 
into bankruptcy has stated it was brought 
about by the financial condition of his 
distributors. Will this occur in the drug 
industry? Is it possible for the brands 
of some manufacturers to continue so 
profitless that they cannot secure distri- 
bution through to the consumer? Will 
the retailers continue to distribute these 
products at a loss or without profit? Will 
they divert their capital into profitable 
sales? Certainly no thinking man would 
continue to keep his capital invested in 
the distribution of merchandise that not 
only does not produce a profit but de- 
pletes his life’s savi 

Retailers are experimenting by 
handling certain trademarked items 
where competition has forced them to be 
sold at cost or below. It is said the re- 
sults are satisfactory, for their custom- 
ers, in nearly every instance, accept a 
substitute that is sold at a profit. Fur- 
thermore, some retailers have found that 
by not stocking these “loss leaders” it 
has forced their clerks to make profitable 
sales. Certainly the average retailer 
prefers not to substitute—he would rather 
sell what his customer calls for, but com- 
petitive conditions on certain “loss lead- 


tomotive 


Suc- 


noe 


not 





ers” have forced him to adopt substitu- 
tion in order to remain in business. 
Cost of Distribution 
Now, let’s turn to “The cost of dis- 
tribution must be reduced.” How can it 
be accomplished? Is it being done? Are 


there any other three ways to reduce the 
cost of distribution except by the reduc- 
tion in wages, employment, and rent? 
The two principal costs in distribution 
are wages and rent. Discharge an em.- 
ployee, cut a wage, reduce a rent and 
will you not affect the purchasing power 
of the country? Let’s take any Ameri- 
can city, town, or hamlet. Is it to the 


community to have thetr 
by successful mer- 
and distribution in 


interest of the 
storerooms occupied 
chants or vacancies 
the hands of a few? Isn't the answer 
obvious? Are not the American people 
determined to retain their individualism? 
Now, let’s take the consumer During 
the existence of the NRA the four largest 
selling brands of cigarets were sold from 
coast to coast at a minimum price of 13 
cents—two packages for 25 cents. Before 
this retail price schedule became effec- 
tive cigarets in some markets were rold 
as “loss leaders,” below actual replace- 
ment cost. teports show that the ron- 
sumption of cigarets increased during the 





life of the retail tohacco code, 

Let’s take the drug _ industry The 
NRA approved a minimum price for the 
retail drug code—the manufacturer's 
wholesale list price that is, a 50 cent 
item with a list price of $4 2 dozen would 
be sold for not less than 34 cents In 
some markets, before these minimum 
prices went into effect, 50 cent items 
had been sold as “loss leaders” for as 
low as 9 cents. Did the consumer eon- 
tinne to buy these items when the min 
mum price was established at 34 cent 
Has anyone produced evidence to show 
that the sale of “loss leaders” reriously 
declined hegause of t adontion of this 
vholesale list price schedule? 

If a manufacturer is convinced hi 
product should be old for less than ] 
printed retail price let us Gay a 50 cent 
item for 29 cents or 34 cents—can he 
not produce a new size to sell at this 
price illowing a fair profit for those whi 
distribute his products? Have not some 
manufacturers n the drug inctustr 
proved it can he done Does not “on. 
sumer acceptance mea dealer accept- 
ance? Is the business f a manufacturer 
safe, und and secure When those who 
ire engaged in distributing } products 
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are forced to do without a profit? It 
is said one of the foremost business econ- 
omists, marketing authority, in this coun- 
try, in reviewing the operations of a man- 
ufacturer in the drug industry, stated that 
they need not worry over the security of 
their investment so long as their policy 
continued to assure their distributors a 
profit. 


£0, 


Wholesalers’ Position 


divi 
some 
been 

re- 

the 

into 
Some 


re- 


the wholesale 
going to be 
after inventories have 
first of January and the 
Why? Because of 
unsound discounts that have crept 
many sections of the country. 

wholesalers, in trying to help their 
tail friends remain in business, are sell- 
ing some of the fast selling items at re- 
placement cost. Others are trying to 
meet not only this competition, but 
President Roosevelt's ‘‘chiselers’’—short- 
line jobbers, liquor wholesalers, and oth- 
ers who stock and sell only a few of the 
more popular items. Let me quote a re- 
mark made by one of the ablest whole- 
sale druggists in this country who is not 
a member of this association :—‘‘We fig- 
ured it from every angle and have proved 
absolutely that a wholesale druggist can- 


Now, 
sion, where 
headaches 
taken the 
sults compiled. 


turn to 
there are 


let's 





A. Kiefer Mayer 
The Presiding Officer 


and 
capi- 


both excessive discounts 
conserve his working 
tal, let alone operate at a profit.” Has 
anyone proved to the contrary’ Is it to 
the best interests of our manufacturing 
friends that service wholesale druggists 
restrict their service to where there is 
not daily, city delivery and shipment of 
orders, so that the retailers may be able 
to supply the wishes of their customers? 
Shall we discontinue the _ extension of 
credit, selling only for cash? Is so, who 


give 


service and 


not 


will replace approximately one hundred 
million dollars in credit that the whole- 
sale members of this association are @x- 
tending daily to the retail druggists of 
this country? Shall we dispense with 
our salesmen? If so, who will replace 
their sales ability in selling the retail 


druggist? Can our manufacturing friends 
contact the retail druggists of this coun- 
try as frequently and as economically a8 
the wholesale members of this associa- 
tion with their 2,400 salesmen? Can they 
supply the one-twelfths and one-sixths 
of a dozen more economically than the 
wholesalers? Why do we wholesale drug- 
gists exist? Because of the savings we 
effect for others and the service we ren- 
der the retail profession. Is there any 
other reason on earth? Has anyone been 
able to effect a more economical method 
ef distribution than through the service 
wholesale druggist? Is so, let him come 
forward. 

Is not a manufacturer competing with 
his wholesale friends when he sells di- 
rect in small wholesale quantities’ Are 
not some manufacturers even allowing 
their maximum wholesale discounts on 
these shipments? Are these fair or un- 
fair trade practices? Some manufactur- 
ers have further reduced their discounts 
to the wholesale division, saying “Tf 
vou need them, why don't you keep 
them?” Do the facts substantiate this 
statement? Yes, with a small minority, 
less than 10 percent by volume in whole- 
sale sales. Who are they? Some are en- 
gaged in unfair trade practices—others 
in giving limited service. The great m*- 
jority of wholesalers, say upwards of 90 
percent by volume in sales, much prefer 
and actually need to retain most of the 
gross profit that is allowed by the )nanu- 
facturers if they are to earn a net profit 
even equivalent to the manufacturer's 
cash discount of one or two percent 


I wish everyone in this room could have 
heard the expression of a gentleman in 
Washington when he learned of the aver- 
age net profits for the wholesale drug in- 
dustry over a period of years I am 
ifraid even some of our good story-tellers 
would blush, let alone the ladies. He was 
thinking of the splendid net profits of our 
manufacturing friends and thought 
wholesalers’ were the same ; 
the 





Is the profitable merchandise for 
wholesale division to be unbranded or 
branded? Isn’t it up to the “owner” of 
the trademark? Some of our manufac- 
turing friends by the adoption of legally 
ound marketing policies, which are in 
ccord with fair trade practices, have 
demonstrated that it can be done Can- 


» 


not others 


Three-Role Concerns 


Some interesting experiments are being 
conducted by those who are combining 
retailing, wholesaling, and manufactur- 
ing I wonder if this is to the best in- 
terests of our manufacturing friends? I 
im referring to those who inder the 
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independent retail drug solid gold human dynamo with a head* ment today that is important to each 
like the Book of Knowledge—the Sher- and every one of you. Mr. Ross Tres- 
Clayton acts, court dec isions af- eder, whom you all know. 


guise of wholesalers or wholesale depart- country’s 57,000 


ments are engaged in distributing nation- 
lly advertised trademarked items and, Never before has there been 
it the same time, manufacture ‘‘own tual data available to manufacturers in fecting distribution, State i:air trade les 
products’”’ that compete with or may be solving their distribution problems, Every islation in his right hand and the pt * 
ised as substitutes for this merchandise fact is substantiated. The results more tood and drug law, United States hi Entertainment Announced 
They sell nationally advertised trade- than justify the work and fairness of our macopeia and Nationa] Formulary his : hs ; 
marked items at the maximum wholesale wholesale members in furnishing their left. “De Newcomb has “No equal.’ Ross Treseder I can't quite under- 
trade discounts allowed by the manufac- confidential information which hi ) l Robert Morrisson, who has been asst stand why Kiefer mentions that I am go 
turers, retaining only the cash discount compiled in this book We are pty ciated with Dr Newcomb in the 2 “ ng to make an important announcement, 
f 1 or 2 percent grateful to those who assisted it Is York office for the last couple of years because |l am not; as a matter of fact, 
Some of these distributors have their plendid work, but to Ke nneth air 0 iva developed into a most faithful as- mM} aes men .. have Bah nf been 
own retail outlets so I presume enjoy Chicago, for his untiring and ; tant The N.W.D.A,. as an association See ee eae Oey bef on | oo 
imilar concessions, as brought out by tive efforts, I would like to express . is unique in that we have a membership tered, that is, in the program. Be ag ee 
he congressional committee, Are they sincere appreciation. We now DE from both the wholesale and manufactur- pee _to take a re 250 a your 
handling these nationally udvertised me p — — = all, witty infe saaame ing divisions of the industry. For some Saas ak eile ake things we nave in 
tare pane an alec. ws > ' a Oo le drug industry, use his nto a- sare , ‘ "he ‘ ! urere’ 2 < Mane 
oan ee arene welneus Bae hee tion by intelligently studying our prob- Seer ie evs nae aie ee aoe (Mr. Treseder made announcements 
ause they have joined the Share the Ve of distribution. There are many in committee and I am happy to report tnat about the entertainment program.) 
Wealth’? movement? No! must they not Sea ae Pcie i Se eae Sentara Of Ol more of our associate members are tak- I want to tell you I am highly appre- 
make up their loss es ie mere senoelation, Wha hove expressed a desire eae interest in this work. zmere os ciative of the co-operation r have had 
cine aor AE ey iteme of ow for this information. Extra copies are loan af inka Geant oe Sta, from President Mayer and Dr. Newcomb 
- Some members of the manufacturers’ Chey have given me every support ] 
. . wanted, and it has been a pleasure to 


of our , 
» : ; , ls » for $ ¢ y be btainec 
manufacturing friends to further the sale algae for eh 10 = a Prong ynee 
? COIMMAURSCACING With Our i committee have suggested that its work ate . 7 : . 

T & : i acomme;nd work with them. I hope nothing will in- 
heretore, SOR rears terfere with the program so you will be 


of their “own products’? Is this to the . 
est interests of the manufacturers, who oftice, i 4 ‘ : be enlarged. 

have registered their trademarks with if the pure food and drug law 3s Xr that in addition to his other duties, Mr. a | “al co Ge 
the United States Patent Office for pro- ised, will it affect the sale of many worrisson be made secretary of the man- lighly pleased and you will go away 
Sais i } are continually engaged trademarked items within the industry: Dee acat eae oe nara raed ‘he tor thinking we have given you about as good 
ection, and a tt eee - acceptance (‘an advertising copy be written that will ufact irers’ committee to assist In the iu a program as you have ever had before, 
Dit Cicea, aivartisine? Ate the have the same appeal to those millions ther ee hae of the wore cn (Announcement about skeet shooting 
manufacturers’ ” products being further of people who are interested in self-med- am mae since see os ri Penve tiie a was made by Mr. Crump.) 

nhanced by those who are engaged in scation? Apparently there is —— the manufacturers’ subcommittee on State President Mayer: Thank you, Mr. 
romoting the sale of their “own prod- ston i pal > en a po ame fair trade practices and will present a Crump. Let me suggest to you whole- 
oe i — oney a4 ies <a facturing friends haus tn ate more ‘con- splendid report at this meeting. salers who are going to the skeet tour- 
oer i aie pater areh"k mannlaes sideration to distribution? If so, let me At the last convention, the board of naments that when manufacturers are 
turers encouraging substitution against suggest that they study carefully—"Dis- control concurred in the recommendation shooting, you had better stand behind 
their own best interests? tribution Through Drug Channels in the ot Preside nt Faxon that we add to our them. That also applied to Fred Grif- 

Can wholesale druggists meet this con- Eighty-four Wholesale Trading Areas 7 ot ee & young —_ fith and Wally Smith and some of the 
dition without engaging in similar prac- The cost of distribution naturally merous sia Gh ae wad contact. I Other chain store fellows. 
tices? Would this be to the best inter- ge Soaks Sold of ope oie a ee. am happy to report that during the year We will have a report from the com- 
ests : r anufac ing ric s? the wholesale ield are contfrontes th 7 Pes ind 4 . S rae s a a : f : a - ‘ 
a oe menses See ee increased costs that will have to be ab we obtained the services of just such an mittee _on rates and youten by A ( 
only in- individual in Mr. Herbert M. Bingham, Henderson, who is vice-chairman of 
. who maintains offices in the Tower build- the eommittee. 


wholesale druggists, thinking of the fu- sorbed I am referring to not , 
renser CE i Stz li s but alse : “ : * 
reased focal and he ss ca ing, Washington, D. C. It naturally has 


ture, are experimenting by discontinuing ; / : ott 
handling some of these highly competi- to the social service legislation and other taken a few ths for Mr. Bingham 
tive brands. It is said their results have icts that were passed by the last session moves AUN | Selone Se aes, See Ra ~ d 
proved eatiafactory, with increased sales of Congress We have been confronted oa = a “ oe tes an Routes 
on profitable merchandise, some of which with the reduction in the remuneration Ponsa . ao ee eee aan . G: ‘Bhendapncn:. Mowe: cb. tha: wee 
are similar to the items discontinued, but for services rendered the manufacturers, i or ee oe ee ae aren - : men have gone, 1 notice, most of the 
belong to manufacturers who have adopt- which further narrows our gross profit. ued this COMIng a. : gentlemen who came up front and talked 
ed legally sound merchandising programs. These are most serious problems. They i oe ee es een at — about what a pleasure it was—well, 
I do not believe a wholesale member of can only be met by scientific cost anal- ye ri acnmaats = ‘etek ca anitane ‘that maybe so. If I had the ability of Kiefer 
the National Wholesale Druggists’ Asso- ysis of the items we distribute. The dis- Gi “intareste can onle ta protected by Mayer to pay fast and loose with the 
ciation would adopt such a policy, except tribution of information of this kind to employing “capable advisers in their par- King’s English, I might say it is a pleas- 
is self-preservation, which is one of the in industry was recognized in the maple ticular fields of work This we have done 
“«rliest instincts of life. The records of  ‘looring decision when the supreme court in the past year, and I roaonimnari that 
this association for the past sixty years said, “That the public interest is served = 1. aoa” to protect the interests of 
certainly reveal the loyalty of our whole- by the gathering and dissemination, in (|). membership with proper legal advis 
sale members to. our manufacturing the widest possiite "ee aioaaction aan ers so that the association may always 
J rs be kept informed of the latest develop- 


friends. This was demonstrated only re- tion with respect to a 
ce r . 3 e ‘visi . listribution, cost anc rices in actna ; 
ently in the proposed revision of the  ‘ : : ; ments and adequately served in a satis- 


vuure food and drug laws. We wholesalers sales, of market commodities, because oe ne ae . : 
ratact prefer to remain your distributors the making available of such informa- ee. See eee aid chairmen I 
if we can do so profitably and without tion tends to stabilize trade and industry,  ,, os bere itnogat itt this cna am The, 
depleting our working capital. What will to produce fairer price levels and to avoid “é ‘ked ee s} _ ia iit ae Ag ‘ona 7 
we be? Isn’t the answer in the hands of the waste which inevitably attends the worked § seroul y ae ee or ois 
our manufacturing friends? unintelligent conduct of economic enter- a iain ee a had a 
When a code for the wholesale drug prise,” The work of our statistical divi- to express car aperenthtions to the wise 
industry was being considered before the sion has been of invaluable assistance to counsel and Hf cemtnranicl of the Gnard 
NRA we found it necessary to substan- any of our members in not only the re- Ce Control, particularly the chairman 
tiate the position of our association in duction of operating costs, but also in ake awe. Eth tke Rock of Gi- 
the wholesale drug industry. Question- determining the profitablenes of some ji Oo always knows where he can 
naires were sent to several hundred Products. Therefore, I recommend that 1."¢ounad No man, who has been hon- 
manufacturers in order to ascertain the in the next year our statistical division (Fa hy the presidency of this great as- 
volume of our purchases to their total) s8ather and disseminate facts pertaining = ooniation could have asked for Seere @6- 
wholesale purchases. The compilation of to the cost of handling individual items, niaentinn ae fF eeunnane: thas aa: Vana oe 
these questionnaires showed that the ‘Sending their reports frequently to our corded me by our entire membership, To 
wholesale members of the National membership in order that they may de- each individual I desire to express m3 
Wholesale Druggists’ Association were termine, individually, what items are everlasting eratitude = : 
purchasing approximately 80 percent of Profitable or unprofitable Where are we going? What is our ob- 
the total wholesale sales of the reporting President Faxon recommended last year jective? Ca > Stan his eyes indefi 
manufacturers. Now, for credit losses that we secure new headquarters com- jee _* _ = is eyes | ne i- 
The records show we have hardly had a parable to the splendid standing of our rs and A umaN — ; Deli 
bankruptey in sixty years among our Membership. [I am happy to report this ae pe letly ae ae ees, eee a 
vholesale members with a loss to any of recommendation was faithfully fulfilled y so quietty. ; S one great organiza oe 
our manufacturing friends. We whole- On May 1, 1935, the offices were moved one eras industry, ee 
salers are proud of these’ records. to 2718 McGraw-Hill building, 330 West e€ BY pea Heme ore orn bse Nike 
We are happy to purchase 80 cents of Forty-second street, New York city. er vo bee hieep a on on at tie es 
every $1 of the manufacturer's sales and There we are established in a most com- ‘S€Veral years ago—the results of the Wis- 
: fortable, satisfactory corner suite and at dom, fairness and farsightedness of those 

. , in our industry. Sixty years old this 


to pay them promptly. For sixty yvears r 
there has been a recognition of mutual an annual rental of only several hundred aaa 4 “iatic t atured for self 
interests, a willingness to join hands with dollars more than we were paying and Oey fone ten fou dled oy ies ty- 
most constructive results. Is not self- three hundred dollars less than we used ae a a" - eae geet Slang — = oP 
interest but half the picture? Our inter- to pay before rents were reduced in New pea pas a wee See ’ nn 
ests are inseparably linked. The success York city. <All of our old furniture and oe ae | —e on oe _ — A. c. Henderscn 
of one has reflected the progress of the equipment was moved. In our new quar- "© a ee ee rs wares, Cowes Re 
A gress } : ae : eee earn teal i orted on Rate nd R 
other. We have stood together for over ters it resembled a “Model T” in an air- ri © menuntDe nee rc — eo hin f P * s and outes 
t half century. Is it not best we solve conditioned garage Some of our mem- _ — ee “0 tl - lieved 
the problems confronting us in the spirit bers expressed a desire to furnish neces- SSONER TRS GEES Gl CONST MCLG Co-Op ire to get up here before this august 
of constructive business statesmanship, sary pieces to make our offices complete ation, body and thereby I might bring you a 
that exists within our Industry? "tire membership, so your ‘president ad. Chairman Schiff: Permit me just for few. finely chiseled phrases of speech; tt 
XISTS stry: > $ » & ? 2S , ad- . . > . ir woul a pleasure. jut if ret throug 
Let me not lead you to belleve that the dressed a formal communication to our = peso» — 7 quot from the third with Ww ad little , have got Fanteg 5 
drug industry is without manufacturers @Mtire membership, offering an opportu- Paragraph of the president's address: out damnably exposing myself, I will be 
who have strong, sound, legal merchan- JNity to share in the furnishing of our rhere will always be need for fear- in great !uck 5 
dising policies, consiste > wi new offices. This was not obligatory. A less, tireless captains who know the The firs ei Ce » necessary fo 
ing F . consistent not only with C ; / The first time it became necessary for 
existing laws, but with the basic prin- Very large number immediately responded, right course from wrong, who have me to speak to you on _ transportation 
ciples of aeesenatet distribution. There ans _ a hcg wou like to express the courage of their convictions and matters, was pinch-hitting for good, old 
are many, and it is more than a source OUr Sincere appreciation. who ec: interpre » charts i at- Romaine Pearson who served this asso- 
of pleasure to record their continued I am happy to report that the finances ig an interpret th¢ charts in bat ciation as general chairman of the trans- 
srowth. To the manufacturer who is Of your association are in excellent eon tling the high winds until we reach portation committee for so many years. 
loyal we in the wholesale division should dition. Over 98 percent of our member calmer weather. This morning I am extending felicitations 
sive our unfailing loyalty. Such loyalty ship, including both active and associate, This association has had as its presi- of the present general chairman, Robert 
should not be taken for granted. We have paid their dues for the year 1935. Is dent during the past year just such a Magnus, who has asked me to express 
should everlastingly stimulate our buyers there any other trade association in this man in A. Kiefer Mayer, and he has his regret at inability to be here. 
and salesmen to support the manufac- country with such an enviable record? lemonstrated that he is such : g ; It is gratifying to the transportation 
turers who have adopted legally sound No! Because there is one—and only one COMORES tO 1at he is such a man in committee to know that so many are here. 
methods of distribution. Nothing can be —N.W.D.A, ; this marvelous address which you have Apparently, they have been transported 
more irritating to such manufacturers No one who is not familiar with the Just heard read. You will all receive in safety, and if through any action of 
copies of it so that you may reread it the committee it has added to your com- 


than to find the competition of their own tremendous amount of work turned out 
listributors, with their invaluable sell- by the New York office can adequately and digest it and get the benefit of the fort and convenience, it has been a pleas- 
ng organizations, promoting the sale of appreciate the position it occupies in the numberless, wonderful things which it ure There were some » that came 
commeting wee of manufacturers with drug industry. I can spesk with intimate contains through on the special train. So much 
vacillating policies. Is it not evident that knowledge, because I continued the policy 7 santas 7 ; — for that 
those, who select our avenue of distribu- of several past presidents by reading. I ollowing the usual custom of the (Mr. Henderson made announcements 
tion, do so from the conviction that we every piece of correspondence written by @8S80Ciation, the president s address is about returning home arrangements, ticket 
render an essential service and are an the New York office in the past year. Let given to a special committee, and it validation, handling of baggage, etc.) 
economic necessity? By our acts, let us me quote an expression of one of our now becomes my pleasure to appoint 7 : 
so declare ourselves, that there can be members who has taken advantage of such a committee. President Mayer: Any question of 
no snistaterpretation of our purpose to the facilities of the office that reflects Mr, Henderson? 
stick close to those who stick to us my thoughts:—“When it comes to mat- ° e ’ J Sf ‘e > active 
ee ters pertaining to the drue industry. Committee on President's ow comme S repest of the Be 
Factual Distribution Data whether they be those affecting distribu- d membership committee, We have ha¢ 
Just off the press and sent complimen- tion as they would apply to a manufac- A dress ene CORSERESOS this year, ably - 
tury to every active and associate mem- [t¥rer, wholesaler or retailer, pure food J. M. Penland, chairman; George A sided over by EB. A. Morrison. Mr. 
ber, “Distribution Through Drug Channels and drug ye neg an os wade Moehle, T. O. Duff, C. C. Caruso, R. A Morrison, will you submit your report 
in the Eighty-four Wholesale Trading aws, court decisions, or individual prob- Whidden, Warren Churchill, E. A. Morri- 
\reas.” This marvelous publication of Jems within the industry, there is no- gon, R. 'D. Keim, H. A. ‘Thomas, i ; 
indisputable facts was authorized by the Where 5 Sam Sere See seen’ r, construc- Exley. ‘ > Saeen Ben Membership Reports 
N. W. D. A. at the request of its manu- tive advice than the ? ew York office of ‘ Ik. A. Morrison: Other than the re 
facturing members. This valuable infor- the N.W.D.A.” The executive personnel is President Mayer, allow me to con ‘t that was i the board of 
mation has been made available by the at the service of our membership. Their gratulate you again. I now turn the pol lat Was made to the board oO 
co-operation of our wholesale members Knowledge, wisdom and advice can be meeting back to you control last evening, the committee has 
in submitting certain confidential infor- ©aSily and readily obtained, and IT recom- President Mayer resumed the chai ne Surcner report tc eke at tne Cane 
mation that one will find compiled in the mend that more of our members take nd Prost le : ye or: Than) : President Mayer Will the secretary 
pages of this beautiful leather-covered vantage of the facilities offered by our _ £ ret ident Mayer: lank you, M1 make the report 
hook. The audits were compiled by a New York office Schiff. : you for not throwing A : M | 
any missiles. 
clive embers 


leading university and the International PT 

Business Machines Corporation. Popula- Appreciation for Colleagues We will now have reports of com- 

tion data were compiled from the 1930 No man can hold the position as presi- mittees We have had a wonderful Secretary Newcomb: The active mem- 

Tnited States census of population. Cov- dent of the National Wholesole Drug- chairman of the entertainme toc bership committee, having received and 

erage data was checked by the statistical gists’ Association without contractine a 5 Ps ava < - ee oe considered applications from various 

division of the Topics Publishing Com- living debt of gratitude to our executive mittee, and you ase all going to agrec who'esalers for membership in the N, W. 

pany, Inc. Every member of the industry vice-president and secretary, Dr. FE. L with me next Thursday When he D. A., and the report of the committee 

will find here figures. facts, statistics, Newcomb. For three years, as chairman accepted the appointment he asked having been presented to the board of 
of the board of control, and the post year if it was necessary to make any control and approved, it is now presented 


stores. 
t such fac- man and 


and maps which reveal at a glance the 
imuzingly complete coverage of inde- president, I have been closely associated speeches, and I had to tell him no to to the convention. The committee recom- 
pendent retail drug stores in every state Dr. Newcomb How can I describe get him to accept that b. but he h: mends the election of the Madison Drug 
y service who'esale druggists Actually, his enerev, ability, knowledge and men- Ss ee a me F Job, Dut he has Company, Madison, Wis., as an active 
these wholesalers are tn frequent and tal capacity? He occupies a most unique got a surprise in store for many be- member of the N. W. D A 

vular contact with 97 percent of the position in the industry To me he is a cause he is going to make an announce- In accordance with the constitution and 


with 


















laws, I move you that this report be 
received and the name of this applicant 
be posted for twenty-four hours and acted 
upon at the next session. 

(The motion was seconded, put to a 
vote and carried.) 

President Mayer: We will now have 


a report from the associate member- 
ship committee that has been ably pre- 
sided over this year by Henry J, Frank. 


The whole committee has worked with 
Mr, Frank in the association. Is Mr 
Frank in the room? (No response.) 


Associate Members 


Secretary Newcomb: 
requested the secretary to 
‘eport— is playing golf. 

The wussociate membership 
presented its report to the board 
trol last evening. The board of control 
has approved the report, and the com- 
mittee now presents it to the association. 

The associate membership committee 
recommends for election to the N.W.D.A. 
aS associate members, the followig named 


Frank 
present this 


Chairman 


rie 
committee 
of con- 


firms, all of whom have properly filed 
applications, paid the entrance fee and 
complied with other requirements. The 


names of the firms recommended for elec- 
tion are as follows: 

Daviess County Distilling ¢ 
boro, Ky. 

Glasco Products Company, Chicago. 

Glenmore Distilleries Company, Louis- 
Ville. 

Hudnut Sales Company, New York. 

Kk. A. Hughes Company, Jamaica Plain, 
Mass. 

Lavena Corporation, Chicago. 

National Toilet Company, Paris, Tenn. 

Northeastern Laboratories, Inc., Boston. 

Purepac Corporation, New York. 


0., Owens- 


Rex Research Corporation (reinstate- 
ment), Toledo, Ohio, 

Sales Builders, Ine., Los Angeles. 
vs ame United Corporation, Rochester, 


Solvay Sales Corporation, New_York. 
{4. Sonneborn Sons, Inec., New York. 
Vuleanized Rubber Company, New York. 


: Walker Remedy Company. Waterloo, 
Owa, 
J. A. Wright & Co., Keane, N. H. 


Wix Company, Minneapolis. 
Hostetter Corporation (reinstatement), 
New York. 


Pierce Glass Company, Port Allegheny, 


Pa. 
: American Coating Mills, Ine., Elkhart, 
nd. 

In accordance with the provisions of 


our constitution and by-laws, I move you 
that this report be received and the names 
of these applicants be posted in the meet 


ing room for twenty-four hours, and 
action thereon be taken at the next ses- 
sion, 

(The motion was seconded, put to a 
vote and carried.) 

President Mayer: I will ask the 
secretary to read the names of the 
lirms who have just been presented 
ind if any members are present from 


those companies, will they kindly stand 
in order that they may be recognized 
Secretary Newcomb: Ebel Hayden 

here representing the Madison 
Wholesale Drug Company. 

(Secretary Newcomb called the names 
of the firms proposed for associate 
membership, but none was present.) 

‘Announcements were made by Secre- 
tury Newcomb.) 

{ would like to say we have a very 
full business program for this conven- 
tion, It is one of the most interesting 
programs that has ever been  sub- 
mitted to this association, I am going 
to promise you as your presiding of- 
ficer that we will start each morning 
on the dot of nine-thirty; if the chairs 
are empty, we are going to start, be- 


is 


cause we will never be able to com- 
plete the program unless we do. I ask 
the co-operation of each and every 


member to be present in his chair be- 
fore nine-thirty each morning in order 
that the meetings may not be delayed 
and the interesting information may 
be presented to those in attendance. 

We will now have a very splendid 
report by J. B. McCormick, chairman 
of the committee on employment and 
welfare problems. Their work has be- 


come exceedingly important to this 
association in the past few years due 
to the developments in Washington, 


and it was through the intelligent in- 
formation that this committee had 
prepared several years ago that it was 
made possible for us to secure forty- 
five hours under the PRA. 

Mr. McCormick has written § a 
splendid report, ably supported by his 





committee, and I will now ask him to 
submit it to you. Mr. McCormick, 

J. B. McCormick: I am not going 
to take the time to read this report; 
it is rather lengthy. It is in printed 
form. It is in the hands of all of you, 
but 1 am going to ask you to read it 
over when you have time. You can 
read it as well as I can, and I believe 


you will find some very interesting data 

therein. I am going to ask every 

to read it when you have time. 
(The full report was ollows:) 


Employment and Welfare 


The function of your committee on em 
ployment and welfare problems, set 
forth in our current year book, fol 
1oWs: 


anne 


as 
is as 
relating 
employees including 
as insurance and 


lo study specifically those 
1¢ general welfare of 
welfare services such 
various forms, recreational activ 
ties benefit organizations, and currently te 
study hour and wage problems arising under 
NRA The problems to which this committe 
should address itself are partly local and part 
ly national in character. A thorough under- 
standing of the local problems, of their proper 
treatment, is essential for an intelligent solu 
tion of their broader aspects. It therefore 
the function of individual members of the 
ymmittee to understand local em- 


iblen 


pr 





special 


ersons ot 


is 


thoroughly 








OIL, PAINT AND DRUG REPORTER 





and welfare 
and others 


ployment problems of wholesale 
druggists having similar problems. 

Your chairman, in discussing the func- 
tions of this committee with our officers, 
and in consideration of the fact that for 
part of the last year we have been oper- 
ating under PRA 204a, decided that the 
most valuable contribution we might 
make would be a tabulation of current 
hour and wage schedules 

Soon after the United States Supreme 
Court annulled NRA and all codes there- 
under, the fair trade practice committee 
for the wholesale drug industry issued a 
letter to all wholesale druggists ulging 
that we voluntarily continue hour ind 
wage schedules in conformity with tem- 
porary PRA 204a as approved by NIRA, 
In order to obtain factual data our mem- 
bers were requested to answer specific 


questions and return the repiies promptly 
York office. 


At the time 
report dictated of our wholesalers 
have responded. Each of the 123 whole- 
salers answered all of the first six ques- 
tions and 111 answered the seventh ques- 
tion. The questions and the compilation 
of replies are as follows:— 


Hours of Labor 


one: 


to the New this 





is 


Question number 


What was the maximum hourly workweek 
for your employees prior to the termination of 








NRA on May 
104 Hiouses report 45 hours 
1 House reports 46 hours. 
Houses report 47 to 48 hours 
1 House reports 48% hours, 
7 Houses report 44 hours 
House reports 44% hours 
4 Houses report 40 hours 
2 Houses report 42 hours 
123 replies 
Juestion number two: 
What is now your maximum hourly work 
veek for your emp.oyees? 
08 Houses report 45 hours. 
3 Houses report 46 hours. 
4 Houses report 47 hours 
4 Houses report 48 hours 
6 Houses report 44 hours. 
2 Houses report 44% hours 
4 Hlouses report 40 to 41 hours 
2 Houses report 42 hours 
123 replies 
Question number three 
What is the total percentage increase, if 
any, of hours of work per week? 


110 Houses report no increase, 


2 Houses report 0 to 1% increase 
3 Houses report 2% increase 
1 House reports 5% increase 
2 Houses report > increase 
1 House reports 10% increase 
1 House reports 124% increase (laboratory 
only). 
1 House reports some increase, percent not 
given. 
2 Houses no answer 
123 replies. 
Question number four: 
How many employees, if uny, have bee! 


affected by 
per week? 
112 Houses report none. 

1 Hiouse reports 1 employee affected. 
Hiouses report 6 to 10 employees affected. 
Hiouses report 11 to 15 employees affected. 
House reports 16 to 20 employees affected 
2 Houses report 21 to 25 employees affected 
| House reports 1414 employees affected 


123 replies. 


incrensed number of hours worked 


3 
» 
1 


Wage Schedules 


Question number five 

Have you decreased payment of wages per 
week since the annulment of NRA for em 
ployees drawing less than 335 per week? 

121 Houses reported no change 

2 Houses reported a deerense 

123 replies. 
Question number six 

Are employees working more hours per week 
for the same pay? If so, how many? 

115 Houses reported no increase in hours, 

4 Houses reported increased hours but did 
not say how muny employees were af 
fected. 

| House reported incre:ssed hours affecting 
6 employees. 

1 House reported increased hours affecting 
19 employees 

1 House reported increase hours affecting 
20 employees. 

House reported increased hours affecting 
25 employees 


128 replies 
Question number seven: 

If you have increased the wages of employees 
drawing less than $ per week what has been 
the percentage of increase? 

The torm in which answers are given to this 





question vary considerably. We are not sure 
how much value there is to the answers re 
ceived. Not all houses answered this question 
Only 111 replies were received. Answers were 
Siven two ways. Increases in percentage as 
requested were reported us follows 

13 Houses reported nerense of from 1 to 

5%. 

S Houses reported increase from 6 to 
10%. 

» THiouses reported increase of from 11 to 
15%. 

House reported increase between 16 and 
20% 

' Houses reported increuses but did not 
specify the percentage of increase or 
the number of individuals affected by 
it. 

1 House reported an increase of $2 per 
week to one employes 

1 House reported an increase affecting 4 
employees 

1 House reported an increase affecting fi 
employees 

72 Houses reported no inere 
111 replies. 
From studying the answers to this questior 


t would appear that the figures for percentage 
ncrease reported by our members in most 
represent the increase n pay to the 
ndividuals who received the increase in sal 
ary. Of the twenty-seven houses who reported 
increases in percentage there were only four 
reports where it was clearly evident that the 
of increase reported was a per 
increase in total payroll payments 


Interpretation of Data 


It will be 
question No. 1 
wholesalers 


1Ses 


percentage 
-entage 


noted from the 
that fourteen of the 12% 
responding were employing 
help on less than a forty-five-hour work- 
week basis prior to the termination of 
NRA on May 27. One of these houses 
operated its office force on a thirty-four- 
hour week and its warehouse force on a 
forty-hour week during NRA and has con- 
tinued te 4¢ so since its expiration, 


replies to 


The replies to question No. 2 show four- 
teen houses at this time continuing to 
operate with hep employe less than for- 
ty-five hours per week. These fourteen 
houses are the same houses represented 
by the answers to question No. 1. 


The answers to question No. 2 indicate 


that two houses have increased the work 
week by one hour per week and four 
houses have increased the work week by 


two or three hours each. It would appear 
from these replies representing over half 
of the wholesale druggists who hold mem- 
bership in the N. W. D. A., that about 
95 percent of our members are continuing 
work week schedules not in excess of 
those set forth in PRA 204a. This, we 
believe, is a most commendable record. A 
comparison of the tables presented in con- 
nection with the answers to questions No, 
1 and No. 2 shows exactly how these s ight 
increases were distributed. We desire to 
record the fact that one house reporting 
a slight increase stated that the increase 
was necessitated due to a change in train 
schedule and that the increase in the 
working-week would be discontinued if the 
train schedule were changed back to the 
original schedu’e. 

Only one house that prior to the discon- 
tinuance of the NRA schedule had a work- 
week of under forty-five hours increased 
to a work-week of forty-eight hours 

Eighty-five of the 123 houses reported 
that they operated on the forty-five-hour 
work-week under PRA 204a and are con- 
tinuing to do so at the present time. 
These houses also reported that there had 
been no total percentage increase of hours 
of work in their houses, that no employees 
had been affected through increased hours 
of work, and that there had been no de- 
crease in payment of wages. 

The hours of work per week, tabulated 





in reply to question No. 3 on a percent- 
age basis, show no increase on the part 
of 110 houses. Six houses show from a 


1 to 5 percent increase and three houses 
show from a 6 to 10 percent increase. One 
house reports a 12% percent increase in 
laboratory only. 

Question No. 4 shows the total number 


of employees that have been affected by 
increased number of hours worked per 
week. Approximately ninety-seven em- 


ployees of 123 who'esalers reporting, have 
been affected by a slight increase in 
number of working hours per week. On 
the basis of earlier statistical ae by 
) 


our association (see 1934 N. W. A. 
Year Book, page 387), these wholesale 
houses reporting have approximately six 


thousand employees earning less than $35 


per week. Less than 100 of these em- 
ployees have been affected by slightly 
increased number of hours worked per 


week. This means that less than 0.6 per- 
cent of wholesa’ers’ employees have been 
affected by changes since the demise of 
NRA. 


With respect specifically to wages, 121 
of the houses reported no decrease in pay- 
ment of wages per week. ‘Two houses re- 


ported «u decrease. The answers to ques- 
tion No. 6 show that a few of these 
houses have increased the hourly work 


week slightly and maintained the pay the 
This, of 


same as formerly. course, re- 
sults in a slightly decreased remuneration. 
The answers to question No. 7 show 
that thirty-six houses have _ increased 
wages. It was thus evident that working 
conditions for employees in the whole- 
sale drug industry have improved since 
the discontinuance of PRA 204a. Your 
attribute this to the 


committee does not 
fact that the President's 
igreement was discontinued but rather to 
improved business conditions which have 
enub'ed our wholesalers to increase wages 
somewhat. 


re-employment 





Your committee believes that the re- 
sults of studies by the N. W. D. A. on 
the subject of hours and wages during 


recent vears, as well as this present sur- 
vey, indicates that wholesalers should con- 
effect 


tinue to endeavor to maintain in 
the hour schedule of PRA 204a and that 
increases in wages should be made as 


conditions gradually improve. 
A number of our wholesalers, in return- 


ng their questionnaires, commented upon 


MISINeESS 


the general subltect One of these houses 
comments as fo'lows: 

We have changed our hours so that all em- 
ployees report for work at 8:30. Under the 


NRA employees making less than $35 per week 
reported for work at 9 A. M. We have made 
no change in salaries. 

house operating forty-five hours 
under NRA has not increased hours and 
answers follows cuestions 5 and 7:— 


We were always of the opinion and still are 
that the provision of $2 per week less than 
minimum wage to be paid to apprentices such 
as buy-out, errand and office bays, was not 
practical—and we paid under emphatic mental 
st such wages during NRA. We now are 
on a reasonable basis for, such work when we 
put on a new boy, for all other positions we 
establieh a fair wage for the position. A new 
employee or an advancement for a former 
employee may start in at less than the wage 
ve set for that position, and as he or she takes 
on the they are raised as in our judgment 
they deserve increase 

At times when an employee is exc eptional we 
“my more than the set wage as to hold 
him for promotion, 

One house operating under a forty-five- 
hour week during NRA still operates un- 
der a forty-five-hour week, decreased no 


One 


as 


prote 


so 


salaries, but has increased the hours of 
employment in their manufacturing de- 
partment from forty to forty-five hours. 
President Mayer: Do you all have 
copies? They have been delivered to 
you. Is there any discussion or are 
there any questions? If so, Mr. McCor- 
mick will be glad to answer them. 
The next on the docket is the 
N.W.D.A. code committee. It went out 
of existence when the supreme court 
struck out the NRA and it is where 


the NRA stands today. 
I now have a disappointment to an- 


nounce to you. It may be just a de- 
layed disappointment, because it may 
be possible for our principal speaker 


and guest to be with us later on during 
the convention. Ten days ago he was 
in a serious automobile accident. I 
have talked with him several times on 
the telephone and he would be here 
today, except that his doctor will not 
permit him to travel. In my humble 
estimation, he one of the best 


is 
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informed men on distribution in our 
American life. He is a member of the 
Federal Trade Commission, has served 
as commissioner for seven years, one 
year as its chairman. He was reap- 
pointed by President Roosevelt for an- 
other seven years. He is thoroughly 
conversant with the problems that 
affect American industry. He is sym- 
pathetic to American industry and the 
American people, and he has labored 
long and hard in trying to solve those 
problems. I am sorry that the Hon. 
Charles H. March, commissioner of the 
Federal Trade Commission, cannot be 
with us today, but I desire to read a 
telegram which was received from him 
yesterday. 


C. H. March Sends Regrets 


I very much regret my inability to be 
with you and to address your Association 
on Monday. I am still suffering from two 
broken ribs as the result of a recent 
automobile accident and do not feel equal 
to the journey or to making a public ap- 
pearance. Nothing but being broken in 
two could keep me from being with you. 
I remember with a great deal of pleasure 


the meeting with the Wholesale Drug- 
gists in Chicago last fall. My very best 
wishes to you for a successful and en- 
joyable conference.—Charles H. March, 
Federal Trade Commission. 

[ am in hopes that Colonel March 


may be able to be with us later on in 
the week, because he has some very 
interesting information and can ex- 
press the views of the Federal Trade 
Commission, which is going to play a 


more important part in the life of 
American industry. 

We now have invitations for the 
sixty-second convention. 

Secretary Newcomb: We have re- 
ceived invitations from some thirty 


cities inviting the N. W. D. A. to hold 
their 


its next annual convention in 
confines. We have those here and I 
move you they be referred to a con- 


vention committee on time and place, 
to be appointed by the President. 

(The motion was seconded, put to a 
vote and carried.) 


Convention Committees 


President Mayer: Your president will 
appoint the following committee on 
time and place of next meeting:— 


Time and Place 

William J. Mooney, Jr., chairman; 
George L. Genz, H. M. Folsom, Jean 
Despres, Kayton Smith. H. D. Faxon, 
Alfred P. Cook, J. S. Norton, James F. 
Durr, Carl Gertridge, Ear! A. Means, 

We will now have the appointment 
of special committee on auditing the 
treasurer’s report:— 


Auditing 
R. J. Taylor, Jr., chairman; C. D. 
Smith, W. C. Allen, George RB. Evans, 
E. H. Manth, 

Nominations 


William J. Murray, Jr., chairman; Carl 


F. G. Meyer, C. Mahlon Kline, C. F. 
Michaels, Lee Wilson Hutchins, CC. F. 
Osmers, CHarles A. Loring. 
Communications 
Secretary Newcomb: We have a 


very nice letter here from the Green- 
brier, addressed to your secretary:— 


Just a little note to express the 
pleasure that is ours in having the Na- 
tional Wholesale Druggist with us this 
week. We hope that your business ses- 


sions will accomplish the results desired 
and all those coming to us will have a 
thoroughly enjoyable time. 

We would like each and every member 
to feel that the Greenbrier this week be- 


longs to him. Al! of us here are most 
anxious to have your Association return 
next year and trust when the matter 
comes up for discussion that the Green- 
brier will be given every consideration. 

We deeply appreciate the consideration 
shown us in the past. With every good 
wish for a pleasant and successful con- 


vention. we remain. sincerely—The Green- 


brier, George D. O’Brien. 

This communication should be re- 
ferred to the committee on time and 
piace, 


We have a telegram from Herman G. 
Wicker, chairman of the Drug Chemi- 
cal Allied Section of the New York 
Board of Trade, reading as follows:— 

I regret exceedingly to be unable to at- 
tend your great convention, May I ask 
you to kindly convey for me to the mem- 


bers assembled the greetings of the en- 
tire membership of the Drug, Chemical 
and Allied Trade Section of the New 


York Board of Trade and the assurances 
of its best wishes for a happy gathering 
and for most successful business sessions. 
To these I add my own good wishes.— 
Herman G. Wicker, chairman, Drug, 
Chemical and Allied Trade Section. 

A telegram from former president, 
F. C. Groover, Jacksonville, Fla., read- 
ing as follows:— 

Sam and I regret we are unable to be 
with you. Best wishes for a successful 
meeting from both of us. 


(Announcements about afternoon 
meetings by Secretary Newcomb.) 
President Mayer: Let me urge every 


wholesale druggist who is a member 
of this association to attend the in- 
formal meeting this afternoon at two- 
thirty in this room and let me urge 


every manufacturing member, associate 
member of the association to attend 
the manufacturers’ meeting in the 
ballroom. 

Is there any new business? Hag 
Harry Schnell come in? (No response.) 
We will hold his report over to the 
next session, 
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| SMITH, KLINE & FRENCH 
LABORATORIES 


—————————— 


22 Cooper Square, 


105-115 N. Fifth Street - 


MANUFACTURERS OF 


Eskay’s Neuro Phosphates 
Pentnucleotide 


Oxo-Ate “B” 


NESSY 
AC BRANDY 


the largest selling brandy 
in the world 


World-wide supremacy is seldom 
achieved quickly. The reputation of 
Hennessy has been built up over 170 
years. Since 1765 quality has car- 
ried its name and fame over the 
seven seas and obtained for 
Hennessy the largest brandy sales 
in the world. 


It is a captivating soloist, and an 
excellent mixer—an ideal companion 
for all occasions. 


Jas. Hennessy & Co., Cognac, 
France. Established 1765. 


Philadelphia, Pa. 


Manufacturing Pharmacists 


Benzedrine Solution 
Benzedrine Inhaler 


Feosol S-K-F 


TEACHER’S 
HIGHLAND CREAM 


the Perfection of 


SCOTCH WHISKY 


The full rich body of Teacher’s 
“Highland Cream” has carried its 
name to every corner of the globe. 
Made by a century-old house con- 
tinuously controlled by the same 
family since its organization, it has 
never deviated from the same high 
rigorous standards laid down by its 
original founders. It is mellow and 


smooth as only genuine Scotch can |; 


be. 


Wm. Teacher & Sons, Ltd. 
Glasgow 


Sole Agents for the United States 


Schieffelin & Co. 


Importers Since 1794 


NO 
erfeetion of Blendé? 
Seoteh Whisk 


nD am agen - 
EACHER = SONS” 
CLASGOW 
SCOT ano 


New York 














We stand adjourned until tomorrow 
morning at nine-thirty. 





OIL, PAINT AND DRUG REPORTER 


(The session was adjourned at 12:40 
p.m.) 


Tuesday, October 1 


Second Session—Tuesday Forenoon 


(The meeting was convened at 10°00 
a, m., October 1, President Mayer pre- 
siding.) 

President Mayer: 
come to order? 

The secretary will read the minutes 
of the first session. 

(Secretary Newcomb read the min- 
utes of the first session.) 


Election of Members 


President Mayer: Election of active 
members is the next order of business. 

Secretary Newcomb: The convention 
having received the report of your ac- 
live membership committee, which 
recommended the election of the Mad- 
ison Drug Company, Madison, Wis., 
and the name of this firm having been 
posted in the convention hall for 
twenty-four hours, as required by the 
constitution and by-laws, it is now 
presented to the convention for final 
action. 

I move you that the Madison Drug 
Company, Madison, Wis., be elected as 
an active member of the N. W. D. A. 

(The motion was seconded by Lud- 
wig Schiff, put to a vote and carried.) 

President Mayer: I would like to 
say we are very hapny to have the 
Madison Drug Company with us. Is 
Mr. Emil Hayden in the room? (No 
response.) 

We will go ahead with the election 
of new associate members. 

Secretary Newcomb: The report of 
the associate membership committee 
having been received by this conven- 
tion at its first session, the names of 
manufacturers recommended for elec- 
tion as associate members having been 
posted in the convention hall, as re- 
quired by the constitution and by-laws, 
is now presented to the convention for 
final action. The committee recom- 
mended that the following named 
firms be elected as associate members: 

Daviess County Distilling Company, 
Owensboro, Ky. 

Glasco Products Company, Chicago. 

—e Distilleries Company, Louis- 
ville, 

Hudnut Sales Company, New York. 

K. A. Hughes Company, Jamaica Plain, 
Mass. 

Lavena Corporation, Chicago. 

National Toilet Company, Paris, Tenn. 

Northeastern Laboratories, Inc., Boston. 

Purepac Corporation, New York. 

Rex Research Corporation, Toledo, Ohio. 

Sales Builders, Inc., Los Angeles. 
ws eeraens United Corporation, Rochester, 

Solvay Sales Corporation, New York. 

L. Sonneborn Sons, Inc., New York, 

Vulcanized Rubber Company, New York. 


Will you kindly 


Walker Remedy Company, Waterloo, 
Iowa. 
J. A. Wright & Co., Keane, N. H. 


Wix Company, Minneapolis. 

Hostetter Corporation, New York. 

Pierce Glass Company, Port Allegheny, 
Pa. 

American Coating 
Ind. 

These are now presented to you for 
final action. I move the election of 
these firms as associate members of the 
NM, ww. BD A. 


Mills, Inc., Elkhart, 


(The motion was seconded by Mr. 
Faxon, put to a vote and carried.) 
Secretary Newcomb: The associate 


membership committee has received an 
application from the Black Prince Dis- 
tiling Company, Nutting, N. J.. as an 
associate member of the N. W. D. A. 
This application is endorsed by J. M. 
Penland, 

I move you that this be received and 
posted in the meeting room for twenty- 
four hours and action on it deferred 
until the next session. 

(The motion was seconded by George 
V. Doerr, put to a vote and carried.) 

Secretary Newcomb: May I announce 


if there are any other members in 
attendance at this meeting who would 
like to have the convention conside) 
their application for associate mem- 
bership, if they are presented to the 
secretary's office not later than nine 
o'clock tomorrow morning, they may 


be properly considered and acted upon 
at this convention. All such applica- 
tions have to be held over twenty-four 
hours. 

President Mayer: The president is 
going to ask the first vice-president to 
take the chair for a minute as he 
reads a very important, delightful com- 
munication that arrived here about an 
hour ago. It pertains to one of ow 
ex-presidents whose lovely daughter 
and wife cannot be with us, but his 
daughter certainly looks after his wel- 
ware. 

(Mr. 
President 


chair while 
telegram.) 


Schiff took the 
Mayer read the 


President Mayer: Is Roy B. Cook in 
the room, the chairman of the house 
ot delegates of the American Phar- 
maceutical Association? Dr. Cook, 
won’t you come up, please? 

Greetings from the A.Ph.A. 

Rov B. Cook It is my pleasure to ap- 
pear before you this morning for just # 
minute as representative of a verv ancient 
and honorable organization, the Amer!- 


can Pharmaceutical Association. I have, 
however, some other local contacts Which 
have to do with the State of West Vir- 


ginia and I also have the honor and dis- 
tinction of being a member of the West 
Virginia Highway and Parks Association, 
and having observed with some interest 
your inclinations and attitude towards 
this splendid hotel and this location, it 
might not be out of order if I would sug- 
gest that we will erect a marker outside 
of here that hereafter this will be the 
permanent meeting place of the National 
Wholesale Druggists’ Association, because 
I am quite sure that your experience and 
your visits here have not only been pleas- 
urable but profitable, and I hope that you 
will come back again next year. I will 
try to arrange to have some better stories 


told to you than Brother Merriam has 
probably already portrayed yesterday 
morning. 


Dr. Weiss, who happens to be a regis- 
tered pharmacist in our State, and of 
whom we have a great deal of pride, has 
told you about West Virginia and no doubt 
about our Temples hills. Mr. Merriam on 
behalf of the West Virginia State Pharma- 
ceutical Association, probably told you a 
few stories and other interesting yarns 
ot which he is one of the most capable 
men in my field of contact. He probably 
told you of ancient things in botany 
around here, of the origin of this place, of 
how wholesale and retail druggists clear 
back as far as 1774 worked among the 
American Indians, of the virtues of the 
water and of the splendid drugs and the 
reaction which they gave. He probably 
told you of the old frame building that 
stood across the aisle in which it is re- 
lated that the Governor of South Caro- 
lina said to the Governor of North Caro- 
lina that it is a long time between drinks, 
and you all probably found out that, if 
you cared for anything, that was not true. 
He probably told you that a few hundred 
feet from where you sat occurred a great 
battle during the Civil War, called the 
Battle of Dry Branch He probably told 
you other things regarding those things 
which gave you some feeling of security, 
that whatever your battles might be, 
whatever might confront you, they all 
could be settled amicably, and tnat out 
of those sorts of things could come a 
greater and better future, as a greater 
ane better country came out of that Civil 
Var, 


Problems Are Old 


I happen to be at this time the chair- 
man of the house of delegates of the 
American Pharmaceutical Association. I 
know something of your work, something 
of your attitude and the helpful ways in 
which you have added to the construc- 
tive effort which that organization has 
put forth to raise the ideals of pharmacy 
in America. I know of your help and 
your influence in securing other help in 
the erection of that wonderful building 
which we have in Washington. [ know 
that your problems are our problems 


Those things are not new at all; they 
run back at least to 1798 in this State. 
I can show you original bills from old- 
time wholesale druggists for goods shipped 
out of Baltimore and Philadelphia to Win- 
chester in wagons and carried over 
mountain trails down to the hills out of 
which has emerged this beautiful coun- 
try and this wonderful State in which 
you are gathered this ineorning. The 
problems that confront you today ¢on 
fronted them in those days in Inany Ways 


I can take you and show you old let- 
ter-books in which they were having a 
little quarrel about such things as credits 
and I observed this morning that there 
was some trouble in securing a prope 
representation when the meeting opened, 
and I can suggest that they might have 
succeeded then if someone had announced 


to each wholesaler the first one that got 
in the door, the first five retailers that 
owed the most money were going to pry 
In that case, each and every person who 
came to this city, and those who are not 
here, would make an effort to be here 
and try to get in and be the first one on 
the floor of the meeting. 

You have a financial interest in these 
stores, so I am told, and I happen to 
know some of them. We were told at a 


meeting in Cincinnati last week about the 
dire straits in which thousands of re- 
tailers have been placed. Might I sug- 
gest that if our mutual problems are not 
worked out in some sort of a way in the 


future, the wholesalers will also face 
somewhat similar problems. 
The ideal, of course, is where the 


manufacturer and producer reaps a profit, 


the wholesaler reaps a profit and gives 
the service as did the manufacturer and 
producer, and the retailer in turn is en- 
abled to carry on to the consumer and 
reap a profit, and we will all make a 
profit, we will all carry out the ideals 
which have been inculecated into our peo- 


ple and into our pharmacies by the Ameri- 
can Pharmaceutical Association and such 
other organizations as yours, and in the 
end we will be a happier people, we will 
add a little bit, contribute something to 
our national life, and, after all, we would 
have a feeling that those people who 
came out into this country and made it 
possible for you and me to have a right 
to life, liberty and the pursuit of happi- 
ness, had at last found some consolation 
in our various contacts with Americat 
pharmacy. 
I thank you 


President Mayer: Is Second Vice- 
President Starkey in the room? Will 
vou come up, Mr. Starkey, and sit here 
please? 


(Second Vice-President Starkey took 
a seat on the platform.) 

President Mayer: We will now have 
the report of the national councilor ot 
the United States Chamber of Com 
merce 

You all know vur second vice-presi 
cent, Mr. Starkey. 
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Chamber of Commerce of U. S. 


Secretary Newcomb: The N. W. D. 
A. Councilor to the United States 
Chamber of Commerce is Thomas Don- 
aldson, of Danforth, Inc., Wilmington, 
Del. Mr. Donaldson writes as follows: 


I find, on account of the very critical 
illness of a member of my family, that I 
will be unable to attend the N. W. D: A. 
convention this year, and will therefore 
be unable to present the report of the na- 
tional councilor to the U. S. Chamber of 
Commerce. 

However, the proceedings of the annual 
meeting, May 1, of this year, have been 
printed and widely distributed; also were 
liberally printed in the newspapers. So I 
presume our members are well posted on 
the proceedings of this meeting. 

I had the pleasure of attending the 
meeting and represented our association 
as national councilor and performed the 
necessary duties. I can say that it was 
a very interesting meeting. There were 
a great many reports, also discussions by 
many able executives that brought out a 
great deal of very valuable information. 


The attitude of the delegates was 
changed somewhat from a year ago as the 
consensus of opinion was toward the con- 
clusion that a necessity for recovery is 
a more definite Sarere sane of the tim- 
itations to be imposed on business and 
of the restrictions to which it is to be 
subjected. 

Exception was taken to specific legisla- 
tive measures as indication of government 
encroachment upon the economic domain. 
There was a definite feeling that some 
sort of substitute legislation for the NRA 
should be enacted for a definitely limited 
period on a temporary and voluntary 
basis. 

I might say the national chamber has 
a great deal of valuable information on 
almost every subject relating to business 
and will gladly furnish this information 
upon request. 

I sincerely regret that I will not be able 
to attend our convention at White Sul- 
phur, but hope to be with you next year. 
If there is anything I can do to help 
along, please call on me. 


I move you that this communication 
from Mr. Donaldson be accepted as his 
report as our councilor to the chamber 
of commerce, 

(The motion was 
a vote and carried.) 

(The first vice-president, 
Schiff, took the chair.) 

Chairman Schiff: The next is the re- 
port of delegates to the National Drug 
Trade Conference. 

Secretary Newcomb: It has been the 
custom for some years for this con- 
vention to accept the minutes of the 
annual meeting of the executive com- 
mittee and of the National Drug Trade 
Conference as the report of our dele- 
gates to that conference from this con- 
vention. I, therefore, move you that 
these minutes, which we have here, be 


seconded, put to 


Ludwig 


accepted as the report of this com- 
mittee and that your officers be in- 
structed to incorporate them in our 


yearbook, or such part of these minutes 
as they feel esirable. 

(The motion was seconded, 
vote and carried.) 


put to a 


Chairman Schiff: The next order of 
business is the treasurer's report. 
> 
Treasurer’s Report 
Secretary Newcomb: Our treasurer, the 
Tithe Guarantee and Trust Company, re- 
ports to us as follows with respect to the 
finances of our association 
September 23, 1935 
General Fund 
Balance September 24 wm34 $15. 700.08 
Receipts 
Annual dues from ac- 
tive and associate 
members $55,149.81 
Entrance fees 2000.00 
‘ommittee on education 
and research 2618.06 
Receipts from sale of 
the N. W. D. A. ac- 
count survey ooo 
Code authority, packag 
medicine industry 
contribution of unex- 
pended assessments 6.06 
Balance of ID R iB) 
Fund 701.60 


$50,916, 22 


$76,625.50 
Disbursements» 
Salaries, N. Y. office $10,200.00 
Traveling expenses 7.063,.82 
Annual proceedings and 


other printing, dues 4.520.002 
Office expense, includ 

ing rent, stenographi 

help and postage. 10,582.18 
Treasurer’s expense SVTSS 
Committee on propri 

tary goods, account 

ing, Mr. Ostlund’s re 

muneration ...... 1,416.81 
Committee on education 

and research, window 

displays service... 1,089.16 


Committe. expense 


Washington represen 

COEIOM bcsdieces ° 19,026.97 
Other committee ex 

pense . re 172.00 
Druggists’ Research Bu 

reau aki kad 100.00 
Legal services, Clark & 

REO cacadnneenaces 1,000.00 


Special authorization to 
complete N. W. D. A 
account survey .... 2,004.46 


Extra remuneration 
voted by board of con 
CPOE 500ees cone 3,500.00 
Advance voted by 
board of control 3,000.00 
Federal revenue tax on 
checks .... ° ° 1.42 
S75, S84.60 
Balance on hand September 23, 193% $ 2,740.61 
This represents, when one takes into 
consideration these special legal fees we 


have had, expenditure by our organization 
during the year just about in accord with 
those which have taken place during the 
last five years We would have had a 
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approximately 
$15,000 if it had not been for the $12,000 


balance this year of 
of extra expense for attorneys’ fees on 
these problems that have been brought to 
us in connection with efforts to get oul 
of the depression. 

I move that this report and all of the 
vouchers which we have in our office here 
be referred to the auditing committee 
which was appointed by the president at 
yesterday’s session. 


(The motion was seconded by Mr. 
Faxon, put to a vote and carried.) 
Chairman Schiff: Are there any 


questions on the Treasurer’s report? 
The secretary has several communi- 
cations which he would like to read 


Greetings from the N.A.R.D. 


Secretary Newcomb: We have a 
telegram from Mr. Dargavel, secretary 
of the National Retail Druggists’ Asso- 
ciation, I would just like to read to 
you at this time, addressed to our 
president: 


Please extend greetigns and best 
wishes to officers and members of your 
association from N.A.R.D. for a most suc- 
cessful and constructive convention. Re- 
gret very much my inability to attend. 
The N.A.R.D. will work with the 
N.W.D.A. in every effort to better con- 
dition of independent retail druggist. 

The N.A.R.D. 1s unalterably opposed te 
any manufacturer giving to any direct 
buyer discounts that are equal or more 
than those given to the wholesaler. We 
believe that one of the greatest problems 
confronting drug industry today is the 
elimination of such discounts. ‘They 
must either be discontinued or equalized 
and we will work shoulder to shoulder 
with your association on this matter. We 
ask that some stand be taken. It is cer- 
tainly unfair and unjust to the whole 
salers that these discounts be given direct 
buyers and it is placing the independent 
druggists in a position where they can- 
not meet competition. 

As your problems are identical be- 
cause your welfare depends upon ‘the in- 
dependent druggists, we feel that you 
should back one price to all. I appreciate 
splendid co-operation given by officers of 
your organization during past year and 
sincerely hope this co-operation will con- 
tinue. 


President Mayer resumed the chair. 

President Mayer: There is a great 
telegram, gentlemen. Give it a hand. 

Secretary Newcomb: We also have 
two cablegrams, one from one of the 
former presidents of this association, 
that all of you love who know him, 
reading: 

Congratulations ; 
~~—Morrisson. 

That was sent from Japan. 

There is another from the president 
of the Toilet Goods Association of 
America, sent from London, reading: 


remember ‘to friends. 


Sorry absence abroad prevents me 
from attending convention. Best wishes 
successful meeting. Kind regards.— 
Herman Brooks. 


President Mayer: We will now have 
the secretary’s report. 


Secretary Newcomb: It has been 
customary for your secretary to pre- 
sent in his report certain matters of 
routine and - statistical information. 
Such facts are included in the report 
this year. However, this is mostly 
rather dry material and, therefore, 1 


will only read certain parts, discussing 
other problems that the convention 


faces 


Secretary’s Report 


The last association year has, in many 
respects, been the most interesting of any 
for nine years for those who serve in 
your New York office. 

During the year we have witnessed the 
completion of the N.W.D.A. account sur- 
vey, which project was vigorously started 
by the association the year before your 
executive vice-president took office as 
secretary and then later dropped. 


F.T.C. Charges Dismissed 


We have witnessed the unanimous ap- 
proval of a resolution by the Federal 
[rade Commission dismissing complaints 
against our association which, broadly 
speaking, alleged violations of our anti- 
trust laws and the Indianapolis decree. 

We have witnessed the successful ful- 
fillment of a resolution unanimously ap- 
proved by this association six years ago 
endorsing a fair trade practice conference 
for the wholesale drug industry by the 
Federal Trade Commission and, as a re- 
sult, our industry now has an economically 
and socially sound code of ethics and a 
committee created under the auspices of 
ths Federal Trade Commission to en- 
force compliance with rules of fair prac- 
tice. 

During the year we have witnessed the 
enactment of laws by nine States provida- 


ing for the right of contract to maintain 
resale prices on trademarked merchan 
dise. The N.W.D.A. for twenty vears has 


vigorously worked for and expended many 


thousands of dollars in advocating the 
adoption of legislation to establish this 
richt 

We have witnessed the growth of deep 


and sincere interest on the part of manv- 
facturers and distributors, both as {n- 
dividuals and as organized groups, in the 
work of effecting economically and ao 
cially sound . stabilization by lawful 
methods It was but a few years age 
that one could count on the fingers of one 
hand producers who were at all sympa- 
thetic toward any form of restraint Which 
might be imposed on the sale of their 
products. Likewise a large umber of 
distributors seriously questioned the 
soundness of applying a restraining hand 
on any account where sales were involved 
The history of the N.W.D.A. clearly in- 
dicates that it has always stood for neces- 
sary, lawful restraint as essential to se- 
cure fair and proper service to the public 
and maintain the industry. We believe it 
is a fact that the current year brines wus 
to a neriod when it may be truthfully 
said that the large majority of all ~ 
ducers and distributors affirm, without 
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necessity of 
destructive 


immediate 


qualification, the 
and 


terminating predatory 
selling methods. 


Progress Against Unfairness 


We recognize full well that many In 
the industry will deny that any material 
improvement in actual conditions is evi- 
dent. The facts are, that much progress 
has been made in eliminating unfair acts 
and practice in the drug industry. It 
is one thing to bring members of an in- 
dustry to recognize clearly what unfair 
acts are and it is another step to elimi- 
nate those unfair practices when they ar¢ 
fully recognized and the methods for 
their elimination are understood. The 
drug industry today is clearly over the 
first barrier. We are now almost a unit 
in ow understanding of practices, which 
are destructive and should not prevail. 
We are rapidly acquiring a clear under- 
standing of methods which may lawfully 
be used to place the industry on a more 


sound basis. 

We have witnessed during this last 
year relocation of the N. W. D. A. in 
quarters which are in keeping with the 
responsibility and the importance of the 
service which the association renders to 
both producers and distributors. This ac- 
complishment has not been without some 
hesitancy. The drug industry, similar to 
other industries involving complicated 
distributional machinery, has been going 
through a period of great uncertainty as 
to its future. We now see a complete 
termination of any sound reason for a 
feeling of uncertainty or lack of stability 
in the immediate future. 

All of these major, basic achievements 
which we have witnessed during the past 
year represent the culmination of the 
results of years of intensive educational 
work on the part of your Association. 
They represent achievements of which 
every member of the organization may 
well feel proud. They represent progress 
which may properly be expressed by 
many in a feeling of relief—relief in that 
there may be no strenuous work ahead of 
us to be done but rather relief because 
of the feeling that we may go forward 
with confidence and a realization that we 
are building on sound bedrock and that 
we now have methods which may be 
successfully followed, all of which may 
inspire a degree of satisfaction and confi- 
dence in each other the like of which has 
not been witnessed for many years. 

Outside of reporting various statistical 
information relative to the activities of a 
trade association, your secretary and 
executive vice-president is undoubtedly 
looked upon to present at each annual 
meeting a resume of accomplishments 
and major objectives and an outline of 
suggested procedure for future work. | 

The details of many of our activities 
are fully covered by various reports. We 
will therefore confine this report to sub- 
jects not elsewhere covered. 

Status of Membership 

We now have 215 active members or 
wholesa’e druggists. This is exactly the 
same as the number reported as active 
members at our convention a year ago. At 
out last convention three active members 
were dropped, two for nonpayment of 
dues and one bacause of reorganization 
of the firm and delinquency. Three new 
active members were elected at the last 
convention. ; 

At the present time | 
members is discontinuing ) 
part of his drug business and will no 
doubt be dropped this year. Another has 
liquidated and the name of his firm will 
therefore be dropped. There are only two 
active members whose firm names will be 
continued in our membership roll whose 
dues are not fully paid at this time. 

For many years we have carried on our 
membership rolls a number of manu- 
facturers who are listed as active mem- 
bers. At our last convention there were 
six manufacturers so listed. At this time 
we report five so listed, the decrease be- 
ing due to the fact that one of these 
manufacturers reauested that their mem- 
bership be transferred from the active 
list to the associate list. Earlier our 
board of control passed a resolution mak- 
ing it possible for any of these manu- 
facturers to request that their names be 
transfered from the active list to the 
associate list if they so desire. This 
active list of manufacturers represents 
those firms that belonged to the associa- 
tion before the two separate classifica- 
tions of members were created. It is 
commendable that these manufacturers 
have expressed a desire to have their 
names kept on the active list. They pay 
somewhat larger membership dues and 
have the same privileges as associate 
members. _ 

At this time we 
members or manufacturers. 1 
less than the total number of associate 
members reported at our last conven- 
tion. At our last meeting we increased our 
associate membership roll by 25, 21 being 
new manufacturing members, three being 
reinstatements of manufacturers who 
were earlier members, and one repre- 
senting a transfer from the active list 
Following our last convention we dropped 
27 from the associate membership list 
either for nonpayment of dues or resig- 
nations. : 

At the present time 19 associate mem- 
bers are delinquent. 3 

Our associate membership committee 
has a splendid list of manufacturers who 
desire to join the Association. The 
number of new associate members who 
may be elected will maintain our total 
membership for the coming year on Just 
about the same basis as for the last year. 

One new complimentary member was 
elected at the last convention, namely, 
the Midwestern Druggist. This gave us 
a total of 21 complimentary members dur- 
ing the year. The Montreal Pharma- 
ceutical Journal has just recently been 
discontinued and will therefore be drop- 
ped in the preparation of a new roll of 
complimentary members. 


Membership Standards 


We refer again to our recommendations 
in our 1934 report concerning the policy to 
be followed with respect to the election 
of new members to the N. W. D. A. The 
high standards which the association 
has always insisted upon must be main- 
tained. Even when the greatest of care is 
exercised and we elect only those whole- 
salers and manufacturers who most fully 
meet our ideals, there will occasionz lly 


our active 


one of 
the wholesale 


have 32 associate 
This is two 


cannot too 
election of 
measure up to our 
more fully safe- 
the Association 
recommend the 
the associa- 


selection. We 


unwise 
against the 


guard 


be an 
cautiously 
firms that do not 
standards. In order to 
guard the interests of 
and its members, we 
adoption of the following by 
tion: 

It is recommended that 
be instructed to appoint a , 
not more than three members to investl- 
gate the qualifications of appicants for 
membership in the association; that a 
separate committee be appointed to in- 
vestigate the qualifications of each such 
applicant, and that the members of each 
committee be executives of firms which 
do not directly compete with those in 
the territory of the applicant. : 

The procedure recommended, it is felt, 
will not only safeguard the association 
more fully against possible election of 


the president 
committee of 


E. L. Newcomb 
Executive Vice-President and Secretary 


undesirable members, but will also more 
adequately safeguard the organization 
against charges of unfair or illegal dis- 
crimination. 

For a number of years 
have given thought to methods which 
may be followed for geting rid of un- 
desirable members. Article XVI of our 
constitution and by-laws provides: 

“Any member against whom charges 
have been made, may, after a fair hear- 
ing, and upon the recommendation of the 
board of control, be subject to such 
action as the majority of the association 
shall elect.” 

This article does not permit of any 
action by the association except at annual 
meetings. The clause “after a fair hear- 
ing,’’ we are advised, makes necessary 
the following :— 

1. That a member be 
copy of the charges made against it 
notice of the time and place where 
hearing on those charges will be held. 

2. That the time intervening the date 
on which a copy of the charges are re- 
ceived by the member and the date set 
for the hearing be sufficiently long to 
enable the member to prepare its defense 
and to travel to the place where the hear- 
ing shall be held and that in determining 
what time is sufficient for those purposes 
consideration should be given to the length 
of the charges, their gravity, that is, the 
probable sult of a finding sustaining 
the charges, the number of people whom 
the member might want to produce as 
witnesses, and the difficulty of getting 
them together at a given place at a given 
time. 

3. That the member under charges be 
granted such adjournment, or adjourn- 
ments, of the hearing, either originally or 
after the hearing has opened, as are rea- 
sonably requested. A re uest for an orig- 
inal adjournment, assuming adequate no- 
tice, should be based upon the happening 
of an unexpected event, as for example, 
the illness of one ‘whose presence is 
necessary, 

4. That if more than 
equally available for the hearing, that 
place should be selected which is most 
convenient to the member under charges. 


Full Power for Board of Control 


We do not believe that it 
desirable to lessen in any 
Visions for a fair hearing for members 
tzainst whom charges may be made. How- 
ever, We do believe that the association 
should place in the hands of the board of 
control the responsibility for the conduct 
of such hearings and the decision as to 
action to be taken thereafter. We there- 
fore recommend, in accordance with arti 
cle XIV of our constitution that article 
NVI be amended to read as follows 


“Any member against whom charges 
have been made which, after a fair hear- 
ing, be subject to such action as the board 
of control shall determine.” 


your Officers 


written 
and 
the 


given a 


one place are 


Is proper or 
Way the pro- 


Honorary President 


Article II of 
among other 


constitution 
things, that “on recom- 
mendation of the board of control there 
may be elected at each annual convention 
on honorary president who shall serve for 
the term of one year It is suggested that 
our board of control be requested to sub 
mit a recommendation for the election 
of an honorary president at this conven 
tion, 


our provides 


Year Book 


New York office issued the bound 
volume containing the proceedings of our 
sixtieth annual meeting promptly after 
last convention. Nine hundred  coptes 
were published. Copies were supplied not 
only to active, associate and compli- 
mentary members but also the deans of 
our colleges of pharmacy, pharma- 
ceutical association secretaries, editors of 
drug journals and many public libraries 
where requested, During the year we 
have given a few complimentary copies to 
respective associate members in order that 


Annual 
Your 


State 


OIL, PAINT AND DRUG REPORTER 


they might understand better the nature 
of our organization and its work. We 
have remaining twenty-five copies and this 
is sufficient for our permanent reserve 
We therefore recommend that nine hun- 
dred copies of the next year book be 
issued, 

Tne cost of our year book was 
This is somewhat more than has 
the case for a number of years, 
son for this increase in cost being the 
fact that the volume was largely than 
any recent issue, partly due to inclusion 
of a 116-page appendix which contained 
NRA briefs of the proposed wholesale 
drug trade codes, F.T.C. fair trade prac- 
tice rules and other statistical informa- 
tion. Much of this appendix material is 
tabular, which is more expensive to pub- 
lish than regular reading matter 

The geographic register which has been 
made a part of our annual book for Many 
years continues to serve our members in 
a most valuable way. The executive per- 
sonnel of member houses is unquestion- 
ably the most accurate published data o7 
this subject available. 

Your officers have arranged, as in the 
past, for twelve-hour service by our 
official stenographer for reporting the pro- 
ceedings of meeting. Copies of ex- 
temporaneous remarks will be placed in 
the hands of speakers within a few nours 
after the We therefore 
urge our members to give immediate atren- 
tion to these transcripts of their remarks 
and return them the next morning two the 
office of the Secretary in this hotel, hoom 
Number 182. The cooperation of our 
members in this respect facilitates greatly 
the compilation of our year follow- 
ing our annual meetings. 


N.W.D.A. Bulletins 

During the year there have been issued 
to our wholesalers about sixty pages in 
confidential bulletins relative to the poli- 
cies of distribution set forth by different 
manufacturers. These bulletins prove to 
be of increasing interest and value to our 
members. Work incident to the culmina- 
tion of a number of our major objectives 
had made it impossible for us to issue 
these confidential bulletins to our whole- 
salers as frequently as we desired and 
as was the case a year ago. We fully an- 
ticipate an increase in the number of con- 
fidential bulletins to be sent out to our 
members during the coming year. 

Eight legislative bulletins from 
Washington representative have been 
issued to all members, both active and 
associate, the numerous additional bulle- 
tins from your New York office on vari- 
ous legislative problems. In fact, we be- 
lieve that our New York office has sent 
more information and advice to our mem- 
bers during this last year than during 
any previous year. 

Three new publications of our statisti- 
cal division were issued during the year, 
each prepared by Prof. H. J. Ostlund. 
The work of Mr. Ostlund continues to 
receive the highest commendation, not 
only from our members, but also from 
leaders in other industries and research 
workers in the field of handling costs and 
accounting. 

We recommend that Mr. Ostlund’s gerv- 
ice be continued. 

The report of our Committee on Re- 
search and Re ations will fully cover de- 
tails of the distribution of some 20,000 
pieces of window display material. 


N.W.D.A. Account Survey 
report will be made to this 
convention on Wednesday morning with 
reference to the N.W.D.A, account sur- 
vey. We merely desire to record here a 
few facts. This publication, entitled “Dis- 
tribution Through Drug Channels in the 
Eighty-four Wholesale Trading Areas,” 
represents one of our major accomplish- 
ments. We have been working on this 
subject for eight years. The complete 
study as set forth in the volume has cost 
us something over twenty thousand dol- 
lars. It represents, without question, the 
most valuable information on channels of 
distribution that a producer who desires 
to have his products sold through drug 
channels may obtain. A complimentary 
copy has been supplied to every active 
and assuciale inember of the N.W.D.A, 
Extra copies will be supplied at ten dol- 
lars per volume which is less than their 
actual cost for these extra copies. We 
feel certain that every wholesale house 
and every manufacturer will profit greatly 
by the use of extra copies. 

Many of the larger manufacturers may 
desire more copies than are available 
through the first edition but your of- 
ficers did not feel justified in placing 
the association under the obligation which 
a larger initial edition would call for. ‘The 
second edition, however, will no doubt be 
provided if the demand warrants. Copies 
of this publication are available for in- 
spection here at the hotel in the secre- 
tary’s office, room 182. A special vote of 
thanks and appreciation is recommended 
to Kenneth Laird and Robert Morrisson 
for their untiring effort and diligence in 
order that this publication might be com- 
pleted in an accurate and worthwhile 
manner 


$2,900 
been 
the rea- 
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session is closed. 


book 


our 


\ special 


Stolen Merchandise 


Annually this subject is brought up in 
your New York office. During the last 
year on several occasions we have had 
brought to our attention cases of severe 
losses by wholesalers through theft. Mer- 
chandise stolen usually represents mer- 
chandise such *s aspirin, razor blades, and 
perfumery. We know that many whole- 
salers,who have suffered severe losses, now 
place this class of merchandise under 
lock and key and in a separate part of 
their stockroom. This procedure of lock- 
ing the door after the horse is sto'en, one 
would believe, would be adejuate protec- 
tion against future thefts. 

A recent case has come to our atten- 
tion, however, where even this attempt at 
protection did not stop the stealing. We 
are recording here the fact that in one 
wholesale house located in the metronoli- 
tan area, a quantity of aspirin and ne 
doubt other merchandise has recently 
been stolen and we are advised that in 
the metropolitan New York area there are 
at least fifty large retail drug stores 
mostly of the cut-rate type, wherein it is 
said that half of the merchandise con- 
tained therein represents stolen goods, 
It appears that this evil is far more wide- 
spread and serious’than ts generally rec 
ognized In one instance in the last 
month over one hundred dollers’ worth of 
a miscellaneous assortment of goods stoler 


from a wholesale druggist by an employee 
was discovered in a young man’s home. 

It is further claimed by those who have 
given this subject careful study, that 25 
per cent of the merchandise handled by 
peddlers represents sto en goods. 

Wholesale druggists shoud look int 
this matter in their respective houses jm- 
mediately Not only should every whole 
saler see to it that his stocks of goods 
subject to pilfering are adequately pro 
tected but we believe that the executive: 
of every Wholesale house shou d give their 
wholehearted co-operation, both with mar 
ufacturers who may, through  preper 
means, trace such stolen goods, and with 
local police forces who may be attempt- 
ing to apprehend these thieves. 

A case recently came to our attention 
Where the wholesaler was reluctant to 
take any part in prosecution of a retailer 
who had such sto en goods in his posses 
sion, even though the wholesaler admitted 
that the merchandise bore identification 
numbers corresponding to those on 
purchased and received by him from the 
manufacturer, and also notwithstanding 
the fact that employees in his own house 
admitted that they had stolen such goods 
and were relieved from further employ- 
ment. The retail store involved in this 
particular case is one conspicuous by its 
price-cutting activities and was _ se'ling 
the particular brand of aspirin involved in 
the theft at than the wholesaler's 
net cost price. These goods the retailer 
bought from a go-between at about 25 
per cent less than the wholesaler’s 
price. 

We believe that wholesa'ers have failed 
to realize that this stealing of merechan- 
dise and its distribution results in far 
more damage than comes merely to the 
wholesaler from the loss he suffers on 
the particular goods stolen. There are 
specific retai! outlets in the country which 
are thriving on stolen goods, These 
outlets represent some of our worst pred- 
atory price-cutters and through the racket 
which they are operating, distributing 
stolen goods at excessive predatory eut 
prices, demoralize prices in their entire 
communities. This results in further loss 
to the wholesaler as well as to the re- 
tailers. We cannot conceive that any 
who'esale druggist would deliberately re- 
frain from testifying in these cases bhe- 
eause of any feeling of possible loss of a 
retail drug customer wno would engage 
in purch?sing solen merchandise. Such 
a customer is, in all cases, a liability for 
the wholesa‘er and not an asset. Neither 
do we believe that very many retailers 
purchase stolen goods unknowingly. Any 
honest retaler. knows very well that there 
is something wrong when he is offered 
standard, nationally advertised goods at 
25 per cent more or less be’ow the whole- 
saler’s cost price. If a few retailers, who 
are willingly and knowingly engaging in 
these illegal acts, receiving and distribut- 
ing sto’en merchandise, were sent to jail, 
it would be a good thing for the public 
as well as the industry. We recommend 
that the N. W. D. A. go on record as 
urging its members to co-operate in every 
proper way with manufacturers, other 
distributors, and the police in eradicating 
the practice not only of stealing within 
the wholesale house but also of distribut- 
ing sto‘en merchandise, 
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Misuse of Physician’s Samples 


During the year misuse of physicians’ 
samples has continued to be a source not 
only of great annoyance but terrific losses 
to both manufacturers and wholesalers. 
This problem has today, in great many 
metropolitan areas, become a_ racket 
equally serious to that of stolen merchan- 
dise. The volume of diverted physicians’ 
samples, stolen goods, counterfeit or sub- 
stitute merchandise and goods improperly 
diverted from bankrupt sales is unques- 
tionably astounding. Supplies from all of 
these sources are today in enormous 
quantities reaching so-called “in-between 
men,” These “in-between” individua's 
constitute what are known as racketeers 
or peddlers. 

At the Spring 
Drug Manufacturers’ 
erable time was spent in discussing ways 
and means of overcoming the improper 
diversion of physicians’ samples. At that 
time your executive vice-president offered 
the services of the New York office of 
the N. W. D. A. to aid manufacturers it 
running down and securing information 
about these racketeers and illegal oper- 
ators. In a number of cases we have bee! 
able to be helpful in solving this proplen 
We feel that wholesalers should take this 
question more seriously than they have 
especial'y those who are located in met- 
ropolitan centers. Transactions or rela- 
tions of any kind with these go-betwee! 
operators is dangerous and unsound, It 
would be well too, for wholesalers to warn 
retailers against purchase from such op- 
erators as it is well known the goods 
which they supply are largely obtained 
in an illegal manner. 


Committee Reports 


last convention we tried a new 
experiment, namely, the preprinting oft 
committee reports and the distribution 
of them to all members at the time of 
registration This brought forth much 
favorable comment by many of our mem- 
bers, both active and associate. We have 
therefore continued this innovation for this 
convention. The preparation of these 
committee reports as preprints entails 2 
cost of between three and four hundred 
dollars. We therefore urge all to give 
due attention to these committee reports 
Undoubtedly this method may be con- 
tinued in the future if our members de- 
sire. We can only know your wishes 0! 
this subject as you express your views 
to us, 
Your 
secure 
special] 
convention. 
have also 


meeting of the American 
Association, consid- 


At our 


officers have also been able to 
advance copies of several of the 
addresses to be delivered at this 

Preprints of these addresses 
been prepared and will be dis- 
tributed at the time the addresses are 
presented. We hope that this distribu- 
tion of committee reports and addresses 
will promote a better understanding of 
the subjects presented and encourage im- 
promptu discussion on the floor The 
value of our several sessions is very 
largely measured by the extent to which 
a'l members enter into frank and open 
discussion. May we point out again, as we 
have done in preceding years, that this 
is a meeting of both our active and assve 
clate members. Your officers not only 
expect but earnestly request all of our 
manufacturing members to enter freely 

















into the discussion of subject at any 


time, 


any 


Washington Legislative Representative 


During the year your officers made are 
rangements with H. M. Bingham, Washes 
ington, D. C, to serve our association as 
Washington representative. Mr. Bingham 
has been of very valuable service in con- 


nection with the problems relating to 
Washington contacts. His service should 
be continued for the coming year Our 


legis'ative problems are so diversified that 
to 


we undoubtedly may need to continue 
employ for a number of years the special 
services of various contact men or 
lawyers. 

A recent executive order issued by 
President Roosevelt on September 26 


authorized the Federal Trade Commission 
to pass on voluntary trade practice agree- 
ments authorized in the congressional 
resolution continuing a skeletonized NRA 
The President directed that al such pacts 


should contain laborers’ collective bar- 
gaining rights as specified in the old sec- 
tion 7a of NRA codes The President, 
it is reported, stated that the labor pro- 
visions of such agreements must receive 
his approval after being passed through 


George L. Berry who has been appointed 
as co-ordinator for industrial co-operation. 


The functions and duties delegated to Mr 
Berry in this executive order are 

1. To supervise, subject to the aire 
tion of the President, conferences of rep- 
resentatives of industry, labor, and con- 
sumers for consideration of the _ best 
means of accelerating industrial recovery, 


eliminating unemployment and maintain- 
ing business and labor standards. 





2. To co-ordinate and report to the 
President on matters relating to appoint- 
ment, employment, discharge, compensa- 
tion and duties of officers and employees 
of the National Recovery Administration. 

3. To receive from the Federal Trade 
Commission after consideration by the 
National Recovery Administration such 
provisions proposed under section 4 (A) 
of the national industria! recovery act as 
require the approval of the President 
under the said section 4 (A) and under 


the executive order of September 26, 1935, 
delegating certain authority to the Federal 


Trade Commission, and to present the 
same to the President for his considera- 
tion. ’ 

The administrator of the National Re- 


covery Administration shall provide space 
and personnel adequate for the reuire- 
ments of the work of the co-ordinator 
The co-ordinator shall be paid such salary 
as may be fixed by the President. 

No one who is fami‘iar with the trend 
of events in Washington can for a moment 
conclude that the Federal government 
contemplates letting ineustry go along 
without very close supervision on the part 


of several Federal agencies. We believe 
that these relations may prove far more 
valuab’e in the future than they have in 


the past. If industry goes to Washington 


with the right attitude and endeavors to 
co-operate with government officials in 
a constructive way, much good may, we 


believe, be accomplished. 


Secretary Newcomb: I have another 


section of this report on the fair 
trade practice rules of the wholesale 
industry and a section on fair trade 
laws, but both of these subjects are 
going to be covered in the discussion 
tomorrow and I suggest that that 
part of this report be deferred un- 
til those subjects are taken up 
specifically. 

I have omitted reading other statis- 
tical data which is purely of routine 
nature. 

President Mayer: I am sure 1 am 
expressing the feeling of every one in 


the room when I express appreciation 
for that splendid, interesting, intelli- 
gent report that will be referred to the 
board of control, as has been done in 
the past 

You made one recommendation in 
regard to a change in the by-laws 
Under the constitution and by-laws 
this would have to be presented today 
and would have to be taken up at the 
next session for discussion and vote 
either to be accepted or rejected 
Therefore, I think we can accept it at 


this session as being introduced by oul 


secretary as a recommendation of the 
board of control, 
Next on the docket is the report ot 


T. Coulson 
has worked 
and he has 
his commit- 


the insurance committee, J. 
chairman, Mr. Coulson 
hard this year, gentlemen, 
worked long, and has 
tee 

J. T. Coulson: I would make this 
suggestion, that, due to the fact that 
the report has been published and is in 
the hands of the members of the asso 


ciation, | be allowed to file this in the 
usual way with one or two comments 
perhaps. ; 

I might say that your committee in 
taking up the question of Insurance 
took into consideration that insurance 
and taxes were more or less of a local 
trouble and should be handled by some 
executive in each organization There 
is lots of money to be saved if properly 
handled by the proper men in each 
house, regarding not only” insuranes 
but taxes. With that, I turn my report 
over to the secretary and thank you 
ery much 

Insurance 

lhe general subject of insurance Hias 

uch wide ramifications that it would be 


mpractical to attempt to discuss in a re 
of cov- 





port of this character the variety 

erages Which should be carried by the 
wholesale druggist It is the feeling of 
our committee that its function will be 
performed best by bringing to the atten- 
tion of members certain types of insur- 
ance and other points, with a view that 
members who may be interested can de- 
velop information re arding such through 
the sourees available for information 
The question of insurance as it relates 


to any business is distinctly a problem 
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Unfortunately, many of 
with such a prob- 
perfunctory and 


of management. 
us are prone to cope 
lem in a more or less 
haphazard manner, thereby taking 
chances which we would not take with 
respect to the employment of salesmen 
or other important employees, or in the 
handling of financial transactions or any 
other function in conducting the affairs 
of the business. History wil disclose 
that the lack of appropriate attention to 
insurance in »ne form or another, in 
many instances has brought about com- 
plete financial ruin of many an individual, 
corporation or firm. 

It is recommended that members, for 
their individual safety, give their insur- 
ance problems the attention and consider- 
ation which the importance of this sub- 
ject demands. In every city of any ap- 
preciable size it will be found there are 
one or more outstanding insurance repre- 
sentatives thoroughly capable of making 
i complete analysis and survey of the in- 


surance requirements of any individual 
or business. The services of such a per- 
son may be had for the asking, even 


though for one reason or another it may 
be impossible for a member to divert any 
appreciable portion of his insurance busi- 
to that individual. The type of per- 
son we have in mind will be found to be 
not only capable but he will be sufficiently 
honest that his recommendations can be 
relied upon and he will not hesitate to 
point out, not only inaccuracies in exist- 
ng policies, but also coverages, which are 


not essential, as well as those which 
should be carried. He represents only 
the very best insurance companies which 
place at his disposal facilities for giving 


to an insured the type of helpful analysis 


and survey being discussed. 
The financial stability of the company 
behind an insurance policy is an all im- 


portant factor. An analysis of one’s pol- 
icies by a competent authority should 
develop any financial weakness of the 


companies involved. It, of course, should 
be recognized that there are three types 
of insurance, to wit: Stock companies, 
mutuals, and reciprocals. While stock 
companies are under the rigid super- 
vision of the States in which they trans- 





act business, it is well to consider the 
general management, loss paying record 


and financial stability of the company in 
which the insurance is placed. There are 
a wide variety of plans under which mu- 
tuals and reciprocals operate and it would 
be outside the purpose of this report to 
attempt to give an explanation of these. 
Unquestionably, there are many mutuals 
and 


reciprocals which have an excellent 
loss-paying record over many _ years. 
However, it is well for one who is con- 


sidering insurance in either of these types 
of companies to closely scrutinize the 
agreement or power of attorney to which 
he is asked to subscribe, and familiarize 
himself with the possibility of assessment 
thereunder, as well as the _ progress 
which such a company has made during 
recent years. 


Fach of us looks upon fire insurance 
as being the one essential form of pro- 
tection. However, there are other haz- 
ards aside from it, which it is just as 
important to cover. For example—the 
possibility of serious property loss by 


windstorm should be recognized and this 
guarded against by appropriate wind- 
storm insurance. In our business many 
items of merchandise are of a highly 
volatile or explosive nature, and there 
are instances where explosion damage 
} caused heavy loss. There is always 
the possibility of severe damage from ex- 


1as 


plosions occurring on adjacent premises 
or from malicious bombing. making the 
explosion hazard a matter to which each 
of us should give consideration from the 
standpoint of insurance Explosion in- 
surance is not very costly. In these un- 


settled times it is impossible to tell where 


or when labor agitations and strikes will 
occur. Invariably they result in pronerty 
damage of some description It is desir- 
able to secure riot and civil commotion 
insurance, which protects not alone 
against loss or damage by explosion, but 


also loss or damage resulting from a riot, 








riot attending a strike, civil commotion 
ind insurrection. 

There are many other types of insur- 
ince Which might be discussed at length 
llowever, it is the belief of your com- 
mittee that, if members will have an 
nalvsis and survey made of insurance 
requirements and insurance carried, there 


will be brought to attention coverages 
which, from the standpoint of good busi- 
they should or should not carry. 
Such a program should prove of inestim- 


able value, as it will be found that the 
many insurance men competent to make 
suc an analvsis and survey and their 
companies will work with members to 
the fullest possible extent in arranging 
the insurance upon a proper basis and 
vetting the cost thereof to the lowest 
possible point 

\nother type of insurance which bade 
fair to become more or less generally 
iiopted was that known as products lia- 
bility insurance The restrictions con- 
tained in the form of policies generally 
issued to cover this character of risk are 
such as to make the insurance of doubt- 
ful value The cost of policies of prod- 
ucts liability insurance with coverage 
sufficiently broad to afford any adequate 
protection is practically prohibitive It 
is thought udvisable by the committee 
for those carrying this type of insurance 
to acquaint themselves fully with the ex- 
tent of the eoverage afforded by their 
olicies 


President Maye) Thi interesting 
report will be received and referred to 
the board of control. 

Is there any discussion on the re- 
port”? You all have had copies of it. 
The members of the committee have 
read it and if they have any comment 
now is the time to discus it An) 
discussion ? 

We will now turn to the report on 
legislation We have been bk ed with 
a fine legislative committee and with 
i wonderful chairman who has worked 
long and hard and successfully in the 
interests of the entire drug industry on 
legislation national legislation that 
has been of vital importance not only 
to the American publi It gives me a 
great deal of pleasure to eall on the 


chairman, William J. Schief- 
felin, jr. 
William J. Schieffelin, jr.: The im- 


portance this year of legislation is in- 


Captain 


dicated by the amount of space that 
the president's wonderful report wand 
the secretary’s exhaustive report this 
morning have already given to it. They 


have already covered for you the most 
important parts of this report. 

I would just like to read an intro- 
ductory paragraph and make one fur- 


J. T. Coulson 


Chairman on Insurance 


ther comment about the pure food and 
drug bill. 

Incidentally, I would like to say, 
speaking personally, I hope this method 
of printing reports ahead of time will 
be continued. I think that it is a time- 
saving and very valuable addition to 
our proceedings. 

(Mr. Schieffelin read the 
tory paragraph of his report.) 

The presentation last Summer by Dr. 
Newcomb quoted the principles at the 
meeting in Washington, and the prin- 
ciples were generally approved by six- 
teen representatives of various 
branches of the drug industry, which 
the next day I presented speaking for 
the N.W.D.A. alone to the senate com- 
mittee hearing. So that in that ap- 
pendix to this report, you have really 
the program and full statement of the 
purposes and aims of our association. 
I recommend that for this coming 
session we continue to uphold those 
principles which we believe are sound 
and fair, both to the public and to the 
industry, and specifically on the point 


introduc- 


of leaving the control of advertising 
where it now is, with the Federal 
Trade Commission. Though the pres- 


ent senate bill is greatly improved over 
the original bill, that provision of hav- 
ing a division of authority on adver- 
tising between the Department of Agri- 
culture and the Federal Trade Commis- 
sion seems to us to hold such elements 
of confusion and overlapping and dif- 
ficulty and expense, both to the in- 
dustry and to the Government, that 
we shall continue our advocacy of a 
further modification of that along the 
lines most clearly and eloquently ex- 
pressed by Dr. Newcomb. 

I would like to make this suggestion 
If the proceedings are not going to be 
in the hands of our members before 
January, it would seem to me worth 
while, if it has not already been done, 
to print and send separately so that 
they may have that platform of ours 
for reading and study and for a back- 
ground to the telegrams and letters 
which you will again be asked to write 





on the subject next winter; that that 
be placed in the hands of our mem- 
bership, the Food and Drug Hearing, 
which actually, according to this, is a 
part of this report but is not at the 
moment printed with it. 

I am told that is already in your 
hands. Well, gentlemen, that is worth 
vour looking up, because that is part 


of this report and it will finally be in 
the printed proceedings—but I hope 
vou keep complete files of your bulle- 





tins from the N.W.D.A.—and that is 
soing to be our program, if the board 
of control approves this report. 

(The report of the legislative com- 
inittee was as follows:) 

. . 
Legislation 

The thanks of the legislative committee 
ind the whole association are due to the 
many members who responded throughout 
the vear to the frequent cal’s made on 
them for telegrams and letters to their 
enators and congre mer 

Our thanks should also go to our hew 
Washington representative, Mr. Bingham 
who was of constant help and who com 
piled the attached legislative committee 
report ecopies of which you all have. 
Voluminous though the repor appears, it 
only touches the peaks of the nnprecedent- 
ed legisative sessions so recently adjourned 
in Washington 

If the Seventy-third Congress was tl 
KXmergency Congres ’ then the Seventy 
fourth was the ‘Reform Congress.”’ It 
ook up where its predecessor left off and 
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enacted into law the most amazing nurn- 
ber of new social and economic plans ever 






conceived in so short a time in this or 
any other nation. 

The session was not short, but in fact 
one of the longest on record. Not since 
the second session of the Sixty-seventh 
Congress in 1922, which sat 292 days, 
has there been so long a sssion. The 


“War Congress’ of 1917-1918 sat 354 days 
in its second sion for an all-time rec- 
ord. fut the Seventy-fourth’s 235 days, 
from January 3 to August 26, 1935, wer 


se 







productive of more “new ideas” in leg- 
islation, of more far-reaching changes 


than probably any preceding. Any one of 


a dozen of its major enactments would 
have been something of an achievement 
for a Congress heretofore. In the 179 


daye it sat for law-making duties it sent 
approximately 400 public laws, 50 public 
resolutions, and more 


than 300 private 
laws to the President for signature, a 
record eual to that of the two sessions 
of the preceding Congress. These came 


from the nearly 14,000 bills and resolu- 
tions which were dumped into the legisla- 
tive hopper during the session. 

Purely from the standpoint of the drug 
trade, the first session of the Seventy- 
fourth Congress takes an even more for- 
midable place in its effect, both imme- 
diate and long range, on our industry. 
Its major enactments which are of direct 
interest to this industry include, in addi- 
tion to the liquor control act and the ex- 
tension of present excise taxes and the 
new tax program, such far-reaching leg- 
islation as the social security program, 
heralded in many quarters as the first 
Step toward eventual socialized medicine: 
amendments to the agricultural adminis- 
tration act; the closing of the courts 
within a limited period to suits for gold 
obligations losses; the setting up of a na- 
tional labor relations board to supervise 
and control employer-labor relations 
throughout the nation; the coming super- 
vision of the utilities holding companies 
and their operating subsidiaries with the 
attendant death knell for many of the 
larger utility corporations and the clear 
implication of the trend toward legis!a- 
tion against the building up of large cor- 
porations; the continued spending of vast 
sums of money in an effort to reduce un- 
employment and restere purchasing power 
to about one-sixth of our population which 
for several years has denied itself not only 
those small luxuries which are of direct 
concern to our industry, but, also such 
essentials as househod remedies which 
are an essential part of our business; al} 
of these are of paramount importance to 
the drug industry. 


Supreme Court 


but of equal importance and represent- 
ing an opposing point of view are the 
vitally important supreme court decisions 
which held invalid one of the keystones 
of the “New Deal”’—the NRA; the deci- 
sion which declared that the President 
could not remove an appointive administra- 








tive officer, except for just cause (estab- 
lished in the specific case where it was 
determined that President Roosevelt did 
not have the authority to remove from 
office the late Federal Trade Commis- 
sioner Humphries); the decision which 
held illegal the postponing and- scaling 


down of mortgage indebtedness (the Fra- 
zier-Lemke farm mortgage act), but 
which was re-enacted by the recently 
adjourned Congress in a modified fashion: 
the decision which ruled unconstitutional 
the imposition of a Federal old age pen- 
sion system upon one branch of industry, 
namely, the railroad retirement act, which, 





too, however, has been re-enacted in an- 
other form in an obvious effort to get 
around the decision; and lastly the deci- 
sion which he'd that, while the govern- 
ment had the right to change its gold 
clause obligations, its citizens had the 
right to sue for loss thus sustained, pro- 


viding they can show actual loss. 


It is significant that the latter two de- 
cisions were of the well known five-to-four 
class and that the minority opinion in 
the gold cases was among the most vigor- 
ous and startling in the lone history of the 
nation’s highest court. But it is more 
significant that the decisions in the NRA, 


the Humphries, and the farm mortgage 
cases were unanimous and represent the 
most serious and far-reaching setback 
received by the administration since it 
took office. 
Legislation 

But before going into greater detail re- 
garding the enactments of this Congress 
which are of great national moment, it 


may be desirable to digress briefly to one 
or two matters which come close to home, 

The first is the enactment of the new 
Federal alcohol control act (Public Law 
401-74th Congress). While it does not 
a'ter the present taxation of spirituous 
liquors, it is important because it con- 
tinues the efficient Federal arm of supervi- 


sion of liquor manufacture, import, and 
sale The enactment of the legislation 
bars, for a time, at least, the problem of 
bulk sales which loomed so long dur- 
ing the final days of this bil' in the Con- 
gress and which your committee success- 
fully opposed Those familiar with the 


Washineton picture believe that this ques- 
tion is far from settled and that we may 
expect renewed and vigorous efforts to 
liberalize bulk sales provisions. The argu- 
ment advanced in its favor was that it 
would naturally reduce boot'egging by 
gutting the price now generally prevailing 
for liquor and that it would prevent con- 


trol of the industry by a few major 
groups. The argument against bulk sales, 
the strongest during the legislative tieup 
which for a time threatened the enact- 
ment of this measure, was that such 
liberalization would prevent effective con- 


trol of the industry and would lead to the 


ale of poor grades of liquor. In return 
for the concession on the bulk sales ques- 
tion, the administration had to accept a 
feature it did not particularly care for 
ind that was the setting up of the liquor 
ontrel agency as an arm of the United 
States Tre*sury with an administrator 
n arge. The administrator has not been 
named at this writing. Again, those who 
ire conversant with the situation look for 
changes in this matter with the probable 
setting up of a separate Federal agency 

board in charge of this industry 

Phas econd is the failure of enactment 
of the food and drug bill While it is 
true that this measure, subject to so 

we entroversy in both houses of Con- 
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BOTANICAL DRUGS 
IN CANISTERS 


Twenty years ago, when all whole- 
salers made their purchases in the bulk, we were 
the first to urge the purchase of botanicals pack- 
ed in subdivisions. 


Today approximately 75% of the 
botanicals distributed by the wholesaler are pur- 
chased in the canister line. As nearly as we can 
estimate, 90% of such subdivisions are packed 
in our plant. 


INITIAL LINE LOOSE PRESSED 
HERBS IN OZS.--the largest selling brand—~is 
of carefully selected quality, attractively packed, 
and the widest line available. 


The use of INITIAL LINE botanical 


drugs offers too many advantages to recite briefly. 
We urge that you let us put full particulars 


before you. 
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SALES ARE CONFINED EXCLUSIVELY 
TO WHOLESALERS 
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eress, Came nearer to final enactment than 
t has in several years, and although it 
nay have a preferred status for early con- 
sideration in the second session of this 
Congress convening in January, it is still 
far from becoming a public law Passed 
by the senate by a viva voce vote on May 
“8 the well known Copeland bill, familiar- 
ly known in the Congress as S. 5, was 
sent over to the lower house where sub- 
ommmittees of the house interstate and 
foreign commerce committee had before 
them at least three other bills, commonly 
Known by their author's names as the 
Mead, Sirovich, and Jenckes bills The 
Senate measure went to another sub-com- 
mittee headed by Congressman Virgil 
Chapman of Kentucky and when adjourn- 
ment rolled around, the subcommittee 
had not reported the measure to the full 
committee with recommendations. In 
passing it should be noted that the admin- 
istration, despite an obvious inclination to 
refrain from further so-called “reform” 
legislation in the forthcoming session, is 
pictured as strongly favoring this legisla- 
tion and the fact that it has already 
negotiated the senate is a factor which 
enhances its chance of passage in the 
forthcoming session. Your committee has 
been most active in supporting desirable 
amendments and has opposed those provi- 
sions which would be harmful We ap- 
pended to this report the presentation 
made to the house committee by your 
officers 





































Taxes 

The third, and in most quarters con- 
sidered of the greatest importance, is the 
enactment of the major portion of the 
President’s tax program. It is of im- 
portance to all corporations, not only be- 
cause of that portion which became law, 
but because of the principles set up 
Which are conceived by most observers 
to point the way to further steps along 
the road of “taxing bigness.” 















A minor tax measure, house joint reso- 
lution 324, now public resolution No. 36, 
Was passed by both houses last June and 
extended until June, 1937, existing excise 
taxes on cosmetics and perfumes, and 
other so-called luxuries as well as the 
3-cent postage rate and import taxes on 
several commodities 

From a corporate sense the added sur- 
tax rates on individual incomes and in- 
creased estate and gift taxes of the new 
law are not of moment here But your 
committee does want to point out the im- 
port of the new and changed levies af- 
fecting corporations in the new tax bill. 
They are listed below in tabular form 
with pertinent notes thereon :— 

Graduated corporation incoite tan. 
While the old tax was a flat 13% per- 
cent on all income the new rates are 121 
percent on net income up to $2,000; 1 
percent up to $15,000; 14 percent on in- 
come over $15,000 and up to $40,000; 
and 15 percent on all income over $40,- 
“00. This hecomes effective for the tax 
vear beginning January 1, 1936. 

Excess profits tax. The previous law 
tixed a tax of 5 percent on that portion 
of profits over 12% percent of adjusted 
declared value. The new law sets a levy 
of 6 percent on profits between 10 percent 
and 15 percent of adjusted declared 
value; and 12 percent tax on profits Over 
15 percent of adjusted declared value 
Provision is made for corporations to 
make new adjusted declared values of 
their capital stock. This tax becomes ef- 
fective for the income tax taxable years 
ending after June 3060, 1936. 

Capital stock tax. The old stock tax 
was $1 for each $1,000 of adjusted de- 
clared value. The new provision sets this 
at $1.40 for each $1,000, based, of course, 
on a new adjusted declared value and 
takes effect for returns filed for the year 
ending June 30, 1936, or thereafter 

Intercorporate dividend taa In many 
respects this is the most important Tea- 
ture of the new tax bill. Not because it 
proves particularly harmful to any cor- 
poration as enacted, but because of the 
mplications contained By simple 
amendment to decrease the amount of 
redit allowed, this tax can wipe out 
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any type of holding company and 
effectively prevent the ownership =o! 
even partial control of subsidiar- 
jes Bear in mind that the old law ex- 


empted from income tax all intercor- 
porate dividends of domestic corporations 
The new provision allows a 90 percent 
redit of such intercorporate dividend re- 
turns, thus taxing at regular corporation 
ncome tax rates, 10 percent of all inter- 
orporate dividends It is significant that 
the original provision in the bill as in- 
serted by the eenate finance committee 
vas to tax 15 percent of these dividends 
while the house had ignored this provi- 
sion of the President's tax program en- 
tirely Conference committees of the 
two houses compromised on taxing 10 
wereent of the dividend return, This new 
provision takes effect with taxable years 
beginning January 1, 1936, the same ef 





fective date as ion corporation income 
maNXeS 
Personal holding company tar \ tax 


of 20 percent undistributed net income up 
to aoe 30 percent on that portion he 
tween $2,000 and $100,000) 40 percent on 
that portion between $100,000 and $500,- 
wud: 50 percent on that portion between 
$500,000 and $1,000,0005 and 60 percent 
n all over $1,000,000 is a teature of the 
new tax law The former law levied a 
() percent tax on income up to $100,000 
and 40 percent on all over $100,000. The 
new law thus represents a considerable 
ididitional tax burden on the larger cor- 
poration, One improvement noted in this 
regard is that under the old law a parent 











orporation which owns substantially all 
f the stock of one or more subsidiary 
sperating companies could be classified as 
personal holding company and be thus 
ibject to surtuxes imposed by the sur 
tX section Thi Was true even though 
e combined gross income of the parent 
ind subsidiary companies was not de 
ived from rovalties, dividends, interest 


or annuities, tor the reason gross income 
vas computed without regard to the gross 
ncome of the subsidiarie Under the new 





“aw an amendment provides that the 
gross incomes of an affiliated group « 
orporations shall be combined for the 
surpose of determining whether the com 
me parent corporation is a personal 
tding company If 80 percent of the 
mioined e@ross ince me of the -rouy is t 
jerived from rovalties dividends ann 


ties, or interest, then the common paren 
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skeleton 
compiling 
mapping, 


committee 
significant 
spokesmen 
something 


recently 


organization 
statistics 


legislation 
governmental agencies 
interested problem 
are working on plans and programs; 
substitute measures 
reference 
contracts 
imposition 
minimum 


government 
specified 
mMAaANXNImMuUumM 
introduced O'Mahoney 
industries, 
industry 


committee 


possibility 
O' Mahoney introduced 


receiving committee hearings 


Federal Trade Commission 
returning 
highlights 
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Appropriation 


Stigation 


Legislation is almost certain in this field 
in a future session. 


Congress 
Attempting’ to remove the “rubber- 
stamp” stigma given the previous Con- 
gress, its huge Democratic majorities 


(69 to 25 in the senate and 319 to 103 in 
the house) broke into blocs and oppo- 
sitionist groups. 

Despite clamor, and in many cases out- 
right opposition to “New Deal” legis- 
lation, When the session was over the 
President had again accomplished the ob- 
jectives sought from the beginning. Vir- 
tually every important measure advo- 
cated by the administration was on the 
statute books and largely in the form 
planned. Concessions frequently were 
made to accomplish ends sought. But, in 
the main, such concessions were without 
significance in affecting the objective in 
view. 

In review it, like the preceding Con- 
gress, Was again dominated entirely by 
President Roosevelt with the exception 
that from time to time he required the 
aid of legislative leaders and others, while 
in the last Congress his mere wish was 
a command. His record was even better 
than last session; only once were his de- 
sires flatly over-ridden by the Congress 
and that was over the controversial 
World Court issue. The administration 
fell short of garnering the necessary two- 
thirds vote of the senate for adherence 

In the bonus” problem, wherein he 
smashed precedent by becoming the first 
President to deliver a veto message per- 
sonally to the Congress, he was upheld 
when the senate, ignoring house action 
in over-riding the veto, stood firm for 
non-payment of adjusted service cer- 
tificates. 

The bonus issue, however, remained a 
thorn in the side of the administration 
and the session ended with the tacit un- 
derstanding that it would be the initial 
program of the second session with the 
belief that the administration would con- 
cur, with payment probably to be made 
in silver dollars, realizing a _ significant 
profit in silver seigniorage. 

In appropriating money it fell only 
slightly behind the Seventy-third Con- 
gress. Its large provided through 
thirteen separate acts, totaled $10,433,- 
042,812, approximately one billion less 
than the preceding Congress This 
brought total appropriations during the 
two and one-half vears of the “New 
Deal’ to more than twenty-one _ billion 
dollars, a record not even equalled in 
World War days. And, while it fell be- 
hind the two sessions of the precedir 
Congress in pouring out public moneys, 
it unblushingly enacted the largest single 
appropriation bill in the history of this 
or any other nation—the $4,880,000,000 
works relief resolution, ‘‘a relief fund to 
end relief funds.” 











Appropriations by the 74th Congress 
Treasury anid post office $903, 635,678 
Legislative 760 
Independet offices. 956 

















Interior 28 
Agriculture ‘a OSS 
State, justice, commerce, labor US DOL, SH 
Navy ve js om 458. 084,379 
Army (military) ere Ba 341,348, 204 
Army (non-military)... 60,040, 966 
First deficiency... 1 S30) 
Second deficiency 272,901 ,23 
Works relief ; #4. 500,000,000 
REC additional appropriation 500,000, 000 

Appropriations by acts... $8,233,042, 912 
Debt ret‘'rement and interest 2, 200,000,000 

Tota appropriations. . $10,435,042, 012 


* Does not include $380,000,000 unexpenc 
balance previously appropriated 
Includes annual permanent appropriations 
Does not require specific legislation 
Does not include authorizations, i. e., naval 
building $500,000,000, army air bases $130,000, - 
(MH et which must be made from later ap- 
propriations Also does not include $92,000,000 
of third deficiency bill and $500,000,000 rivers 
ind harbors flood control bill, both defeated 
in closing days of session 
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\part from these appropriations which 
entitle it to be called the “spending Con- 
vress” it paved the way for even greater 
expenditures with the enactment of social 
security legislation, the effects of which 
will be felt by nearly every employer and 
employee and which will result in pay- 
ment of hundreds of millions of dollars 
annually to a central fund for eventual 
security in old age and protection during 
times of unemployment. 

After first assembling on January !{ 
it dawdled for weeks, enacting two laws 
in a month and a half Both were “re- 
quired” legislation, Public Law No. 1 ex- 
tending the RFC, which otherwise would 
have expired January 31, and the other. 
appropriations for various independent 
offices whose appropriations had been de- 
pleted. In the main it followed the lead 
of the administration, although evidences 
of “independence” were increasing. 

Not, however, until after May 27, which 
will undoubtedly remain an outstanding 
day in the “‘New Deal” history, when 
the supreme court declared unconstitu- 
tional in a sweeping and unanimous opin- 
ion a keystone in the arch of ‘New Deal” 
legislation—the NRA—did the Congress 
begin to “get out of hand.’’ On this same 
date the farm mortgage moratorium act 
was held unconstitutional 

Bulwarked by outright opposition from 
the strong Southern bloc of ‘“‘constitu- 
tionalists’” and facing constant opposi- 
tion by the minority party, the Supreme 
Court issue and the “horse-and-buggy- 
days” statement of the President anent 
the decision became a controversial point 
for the remainder of the session in the 
consideration of further “‘New Deal" leg- 
islation 

Leaders, however remained firm and 
succeeded in steering throug majority of 
the remainder of the pros 

The major enactments of this Congress 
which made permanent many of the tem 
porary enactments of its predecessor are 
many Some of the more important, any 
one of which would have been an entire 
session’s work of previous Congresses, 
include Social security, new tax bill, 
national labor relations act, the $4,000, 
000,000 work relief act, omnibus banking 











act, ban on gold clause suits, alcohol con- 


trol act, AAA amendments, TVA amend- 
ments, holding company act, NRA exten- 
sion resolution, neutrality resolution, REC 
extension motor carrier regulation act, 
railroad bankruptcy amendment, bitumi- 
stabilization act, rail retire- 
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ment and rail excise tax acts, food pro- 
cessors investigation resolution, excise tax 
extension. 

This represents but a fragment of the 
{00 public laws spread upon the statutes 
by the Congress. In addition it is like- 
wise significant to know that it provided 
for the continuance or augmented activ- 
ity of such temporary agencies of the gov- 
ernment which are so widely known as 
the “alphabetical agencies"’ as 1 RFC 
and Commodity Credit Corporation ($300,- 
100,000 made available for financing sales 
of household appliances, electric equip- 
ment, plumbing); 2. Federal Reserve 
System (via the new bank bill); 3. Ex- 
port-Import Banks; 4. NRA (extensive re- 
search in progress); 5. Public Works Ad- 
ministration; 6. Home Owners’ Loan Cor- 
poration (additional funds); 7. Federal 
Housing Administration (extensive revi- 
sions and longer life); 8 Farm Credit 
Administration (Jower interest, exten- 
sion of certain types of loans); 9. Co- 
ordinator of Transportation (for one 
year); 10. Securities & Exchange Com- 
mission (holding company regulation) ; 
11. Agricultural Adjustment Administra- 
tion (wide changes with new powers and 
broadened scope) ; 12. Federal Deposit In- 
surance Corporation (revision of guaran- 
teed law and added powers) ; 13. National 
Labor Relations Board (now a permanent 
agency instead of under NRA as previous- 
lv); 14. Tennessee Valley Authority (re- 
vised, powers strengthened, additional 
duties) ; 15. Airmail laws (fundamentally 
changed and made permanent). 








Investigations 


Some attention should also be given to 
the more than two dozen investigations 
authorized or extended, either by congres- 
sional committees or by some adminis- 
trative agency of the government, which 
are under way now or about to get under 
way. They extend from such subjects as 
conservation of wild life to the utility 
and other lobbies. 

The Federal trade investigation into 
food processors has been mentioned. Of 
almost equal interest to the industry is 
the Patman house committee investigation 
into chain stores which, while aimed 
strictly at food chain stores, is bound 
to have repercussions in the entire chain 
store field. This investigation grew out 
of the Patman bill, which sought amend- 
ment of the Clayton antitrust act so as 
to prevent the granting of special prices 
for commodities sold in quantity lots. Be- 
cause the bill was so all encompassing 
that it took in almost all industry and 
would have, for instance, prevented a coal 
producer from charging a_ train-load 
buyer of coal less per ton than he could 
charge a 10-ton purchaser, it met with 
fierce opposition. It was never reported 
out by the house judiciary committee, but 
the probabilities are that it will be sub- 
ject to changes and tightening next session 
to make it applicable solely to the food 
chain stores. It is doubted, however, 
that it will be enacted. 

The Congre backed up the President 
for clear-cut victories in four major con- 
troversial issues; the prevailing wage 
amendment to the work relief fund; the 
“death-sentence” in the publie utility bill; 
enactment of the coal stabilization meas- 
ure; upholding of the veto on the bonus, 
It turned him down only once (apart from 
failing to enact ship subsidy, government 
contracts, food and drug legislation) when 
it refused to allow adherence to the World 
Court of the League of Nations. 

It is significant that both in victory and 
defeat the senate was the determining 
factor. It was the upper body of the 
Congress that refused to concur in the 
World Court! it was that same cham- 
ber that killed the bonus, remained firm 
on the uti'ity dissolution section, and evi- 
denced a not-to-be-denied desire for the 
coal legislation. 

Apart from the bonus veto, which was 
the only matter to go to a vote, the Presi- 
dent refused to sign some twenty-five bills 
enacted by the Congress. Most of these 
were minor and some were ridiculous. The 
first veto stopped a half million dollar ap- 
propriation to investigate a marine organ- 
ism that bores into oysters; one of the 
best known was a bill which wou'd have 
set aside a day as a public holiday to 
honor the Polish general, Casimir Pulaski, 
for his activities in the Revolutionary 
War 

The senate ratified eighteen treaties dur- 
ing the session Most of these were 
minor, providing for extradition of fugi- 
tives, although one was on copyright pro- 
tection It refused to ratify one treaty 
the previously mentioned World Court is- 
Sue. 

Cognizant of war clouds swiftly gath- 
ering over Kurope and Africa, the Con- 
gress took the bit in its teeth and forced 
through the semblance of neutra'‘ity legis- 
lation, designed to keep the United States 
out of war by imposing upon the President 
mandatory arms embargoes to belligerent 
nations Generally regarded as being 
forced down the administration's throat, 
this resolution was patently only tem- 
porary and was pushed through under a 
threat of filibustering against the Presi- 
dent's tax program 











This latter program, too, took the Con 


zress by surprise Many thought it mere- 
ly presidential advice for future sessions 
tut the “tax-the-wealth” program out- 
flanked the “share-the-wea'th” advocates, 


and was eagerly seized upon by those in 
Congress who were obviously perturbed by 
growing favor for such ideas, and in short 
order blossomed into a_ full-fledged tax 
bill, estimated to raise some $250,000,000 
annually by larger imposts upon large 
incomes, estates, and corporations it is 
generally regarded as the forerunner of a 
broader and more drastic attack through 


taxation on both big income ind large 
corporations 

The session ended on a sour note Par- 
liamentary maneuvering which had been 
used throughout the session—-mostly in 
the house to secure concurrence on con- 
troversial issues backfired into the admin 


istration’s lap and forced sine die adjourn- 
ment without enactment of the vitally 
important third deficiency bill which car- 
ried some $92,000,000 in appropriations for 
such important new agencies as social se- 


curity, rail retirement, national labor rela- 
tions board, the new motor carrier divi- 


sion of the Interstate Commerce Commis- 
ion, in addition to added needed appro- 
priations for other existing agencies. 
Whether the new agencies would have 
to wait the next session for funds to op- 





unsettled 


the Congress adjourned 


President Mayer: The report will be 
referred 
comment, discussion 
Copies of this report are in the hands 
of every 

President 
commit- 
committee 
reporting 
through 


problems. 


chairman, C. 
A. Loring: 
altnough 


recommendations, 
recommendation possibly 
it might be well to present. 
consent, I will 
been printed. 

This being a new committee, we have 
tried to cover to the best of our ability 
this vast and complex subject. 
that every member of this Association, 
interested 
distribution of alcohol and liquors will 
read the report and study it carefully, 
whoever 
mittee next year and fo 


it, since 


whether 


because 
several years 


consideration 


of readjustment forward to. 


Alcoholic Liquors 


President Faxon 
at our last convention 
committee 
inasmuch 


recommended 

alcoholic 
appointed, 
prohibition 
problems to our 
lative legislation. 
committee 
should be relieved of this added burden- 
with its many complications of a strictly 
technical nature, 

President 
appointed such a committee 
functions: 


innumerable 
industry, 
Therefore, he could but 
legislation 


therefore, promptly 


co-operate 


Charles A. Loring 


Chairman on Alcoholic Liquors 


s enforcement 
the various codes relating to the distribu- 
tion of liqvor and in the formulation and 
carrying regulations 
thereunder ; disseminate 
association information 
regulations 
nonbeverage 
committee 
the broad 
functions, 
faced with ov 


alcohol.” 


extensive 
industry 
rlapping and ever changing 
legislation. 
plicate matters each State must naturally 


ders by such regulations as its own les 
inaugurate 
As usual, our able secretary 
comb—came to our rescue, recognizing 
he promptly did the inability of the com- 
situation, 
knowledge 
nece SSIty 
business 
Arrangements 
bulletins 
Institute of 


primarily to their lack ot 
experience, coupled with 
attending 
respective 
therefore 
\ Industrial Alcohol 
New York city, covering all proposed and 


committee 
member of the 
respective 
bulletins 


be overlooked that 
controlled 
automatically 
business 
said State.- 


adopted, 
eliminated 
wholesale 
particularly 
boundaries 


druggist covering 
question. 
bulletins pertaining 
lerislation, 
committee, 


N.W.D.A. 
however, promptly 
bulletins 
sufficiently 


mailed to every member of 
committee 


bulletins were 
N.W.D.A. 
bulletins, 
Institute and from our 
inestimable 
association 
how complicated this whole mat- 
difficult it was for 


Industrial 
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to a 
> firmly 


yreseen 


vou. ommittee 


complish much 


ir service 
been mMa- 
start ha 
made, and waters 
and |] islation—covering both alk 

and becomes m¢ I 
ind 111Z , rreatel sery 


ve rendered 


Code Control Lost 
The old FACA had its regulating 


bodies i the form of code authorit 
I opportunity existed then for the 
wholesale druggist to take a 
placing the liquor business 
iat, we believe, 
1oate—former admin 
strator of the FACA. The new Federal! 
Alcohol Administration will operate wit 
the force of it will not leave it wit! 
the industry to govern itself as Mr. 
Choate attempted to do. However, to a 
large extent it will be guided in its 
operations and regulations by the h¢ Ipful 
instructive suggestions of the leaders in 
the industry whose reputation is clean 

There have 
in which our has been ht 
ful and instrumental in guiding the 
ernment to the right solution—whereas, 
no interest had been taken, legislation 
harmful to the wholesale druggists and 
wholesale liquor dealers might have been 
created. We particularly refer to the fale 
of grain alcohol, which but for the 
gressive fight of our association mig 
have been turned over completely to less 
satisfactory distributing channels. An- 
other instance is the legislation whict 
was attempted in a bfll permitting the 
free sale and handling of liquor in bulk,— 
i condition we believe that would have 
played directly into t hands of those 
vhose standards of ethics could but be 
questioned, possibly resulting in the dilu- 
tion and Jowering of quality—to say 
nothing of the possible loss in taxes to 
both State and federal government. 

The liquor industry has passed throug] 
nearly two years of great confusion and 
political bickering. Many of those at- 
tempting to engé in its manufacture 
r distribution have passed out of the 
picture, some through disgust, others 
by force of circumstance constant 
changes in regulations have created un- 
and unavoidable losses Even the 
best trained amd most experienced had to 
feel their way from month % mont! 
unable to foresee coming events or new 
regulations entirely without precedent ir 
the old «lays. 

We still have several 
justment to look forward to 
of constructive work will be necessary— 
to the end that restrictive measures be 
adopted, looking to the elimination of the 
illegitimate in the business — without 
burdensome impositions on those who 
endeavor to do right: reduction of taxes 
and duties so as to discourage consump- 
tion of questionable products—making 
available to the public, at fair and moder- 
ate prices, products from _ legitimate 
sources of unquestionable quality; the 
creation of uniformity in our laws, bot! 
Federal and State, that there may be nv 
conflict thereby tending to simplify 
operations and making for greater ar- 
enraeyv in recording all transactions whicl 
could but mean greater 
tion 


ul members 
ly improved. However, a 


as the troubled 


re sen 


reputable 
leadership in 
on a clean plane. 
the intent of Mr. ¢ 


low 
iaw, 


¢ 


been a number of instance 


association 


seen 


vears of rea - 
A great deal 


saving in onera- 


Efficient Distribution 
can be proven to 
and to the Federal and 
that the service wholesale 
druggists are in a position to distribute 
aleohol and liquors more economically 
and more efficiently than anv other dis- 
tributor To that end each wholesale 
druggist must do his part in his own 
local situation: join and encourage his 
State and local associations: use his in- 
fluence for stability. qualitv and decency 
ind work constantly in promoting uni- 
formity in State and national laws 

From this short report we hope that 
our members recognize the wide range 
and opportunity of this committee’s func- 
and further—vou must recognize 
that it is almost impossible for the chair- 
man of such a committee, appointed from 
the general rank and file of our members 
to devote the time necessary to properly 
and efficiently cover this vast field, un- 
less he be willing to so arrange his own 
personal business whereby extensive 
absences from such will not be harmful 
Therefore, we recommend that a census 
he taken in order to ascertain what per- 
centage of the N. W. D. A. members are 
actively engaged, or desire to he engaged 
in the sale or distribution of aleohol and 
liquors. If it be only a scattered few. then 
it hecomes more or less of an individual 
problem, based on Federal and local con- 
trol: if however, the census shows a 
reasonable number who are interested in 
the furtherance of this committee’s work 
then it is our opinion that the chairman 
of this committee should be a paid em- 
Ployee of the N. W. D. A.. with head- 
quarters at our New York office, devoting 
his time in studving to a full realization 
the many problems that confront our 
members, either Federal or State. and 
also devoting such portion of his time as 
may be necessary in properly contacting 
Washington and such other strategic 
points as circumstances demand, it being 
his job to keep alive to all rules, regula- 
tions. legislative hills—passed or contem- 
plated—and to acquaint in proper manner 
our committee and our members fully on 
matters. In other words. fn so do- 
ing, it is properly serving our industry 
in a manner that should be financially 
beneficial to all concerned,—something 
that no general committee appointed at 
random throughout the country, and whe 
have their own personal business to care 
for. can possibly do. 

President Mayer: Thank 
Loring. The report will take the usual 
course and be referred to the hoard 
of control, Copies have heen placed ir 
the hands of all members 

Is there any discussion? 


Comment by Mr. Schieffelin 


William J. Schieffelin: I would like to 
comment on one statement of Mr. Lor 
there with respect to I fee] 
believe that it has stand 
association, that 
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tobacco, are products on 


hol, along with 
government should 


Which the Federal 
properly and right.y derive very large in- 
come I am speaking now purely as a 
wholesale druggist, because nearly, if not 
all of our members handle alcohol sold 
to the retai.er for the compounding ft 
prescriptions. It me that the 
most obvious reduction in the present ex 
cesSive taxes on alcohol lies in the $2 per 
gallon tax. 

You will remember for years this was 
$1.10, and and a halt 
é », the first repeal, al- 
$2. In our 

other 


seems to 


Congress a yeal 


Congress after 


most doubled that, raised it t 


some f 


own case, and that of ifteen 
wholesalers that I canvassed shortly after 
that tax went into effect, the sales of that 
group of alcohol to retail dru sts prac- 
tically dropped in half The Federal gov- 
ernment received approximately the same 
amount in revenue but many retail drug- 
feeling it a-most impossible to pay 
that tremendously increased price, bought 
non-tax-paid alcoho from illegitimate 
sources. To my mind, that is a terrible 
thing. 
That situation is 
through enforcement 
t good 


Z1sts, 


somewhat improved 
today, but I 
think there s still a deal of that 
going on, and | think that during 
coming year, or certainly in the 
following, the of our associat 
both our 
new committee of Mr 
to continue and press the 


preatel 


policy 
and thi 


should 


committee 
Loring's, 


request whi 


legislative 


we have already made for the return 
the former high tax nd pre 


tax of $1.10 per gallon. 


Comment by Mr. Davis 


John C. Davis: Mr. Loring in 
port has referred twice to the lack of uni- 
formity in State laws. Methods of dis- 
tribution vary very materially in different 
some of them State col 
which 
While others bel 
allow wholesalers t 
holic beverages There 
similarity in license 
taxes in these different 
get as much as ents a pint ex- 
ise tax above their licens and «so o1 
ind on top of it, $2, which Dr. Schieffelin 
talked about 

Now if there was 
ple interested n the distribution of alco 
holic beverage to educate their Joca 
representatives and point out the need ot 
lower State excise tax A great deal of 
iffier \ has bee encountered on 

een different one State 
W tax and another State hav- 
high tax If the two Btates 
the same rate. the difficulties 
borders would ve 


yperly 
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favoring 
leads to political 
ieve in freedon 
distribute 
should be 
Tees and ¢ 
States 


states, 
trol, patronare, 
and jibertys 


und ailee 
some 
Kise 
Some 


Stat 
states 


Way tor the pee 


States, 


countered on the 
liminatec 
My Lori referred to. the 
untages of having a man working 
our New York office who would 
entire time to the study of re; 
proposed laws I would 1 
rest that this man, if it is the 
the associatio to have 
man, 1 the new survey book 
that WwW druggists can 


vote his 


ations, 


} such 


show 
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rom other wholesale 
nterest distillers ir 
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them to sel 
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certain 
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wholesalers have to 
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President Maye) Thank 
Davis 

Is there any further discussion? May 
I state here that if any of you gentle- 
men find that the people of your States 
ure interested in passing state liquor 
legislation that is fair and just and 
equitable, tell them to write to the 
Governor of Indiana and ask him to 
send them a copy of the Indiana law 
which was passed by an administration 
which still adheres to those .Jeffer- 
sonian thoughts of democracy. I have 
been told by some who are in authority 
nationally that it is probably the best 
law of any State 

We have with us today a 
who needs no introduction. He 
member of this association and is al 
ways with us. He is the best informed 
man on problems that affect our indus- 
try pertaining to alcoholic regulations 
of any one in the country Therefore 
it gives me great pleasure to present 
to you Dr, James M. Doran, admin- 
istrator for the Distilled Spirits Insti- 
tute. Dr, Doran 

I would like to 
dent, E. S. Albers 
a chair, please, 

(Third Vice-President 
chair on the platform.) 


Problems Under Liquor 
Control Act 


Address by James M. Doran 


me to 


ventleman 


is a 


ask third vice-presi- 
to come up and take 


100K a 


Albers 


It has been a real privilege for 
have attended this particular session ¢ 
the association and listen to the report o 
vour president, Mr. Mayer. It was not 
only an admirable and concise summing 
up of the activities of the association dur- 
ing the past year, but charted out a 
and sensible course in group action whicl 
is so necessary nowadays that I would 
like to see that address printed and 
broadeast to every individual possible 
particularly those in the drug industry 
and all its branches. 

The report of your 
wise admirable, 

In addition, of 
facture and distribution great 
specific for all known ills, people 
even go farther than that in characterizing 
our products and hold with old Squire 
lincle Henry, of one of the eastern coun- 
ties of Kentucky When Governor kd 
Morrow was up in that section campatgn- 
ine for governor, the old squire, who was 
a very ardent Republican, got hold of him 
before speaking at the court house that 
night, and said. “Ed, I am with you in 
all except one i ” 


sane 


secretary Ww: 


course, to the 


of the 


some 


mat 
ma 


thing 


committee of 


sidered 


“Well,” he said, “What is that, Uncle 
Henry?” 

‘Well,”’ he 
everything 
hibition 
tures. 

He said, 
Henry? 

He said, 
scriptures,” 

“Well,” he 
plain.” 


“Well,” he 
landed from his 


said, ‘I am with you fr 
except this here pr 
according to the ge 


! 
else 
Taint 


“What do 


you mean, Cm 


“No, it according 


ain’t 


said, “I wish you would ex- 


said, ‘you know when Noal 
ark, the very first thing 
he did was to plant himself a vineyard 
Then we come along in the book and we 
find that Solomon drank the wine of glad- 
} Then we hear about the iirst 
miracle, the turning of the water into 
wine. Later on, Ed, you will find that the 
\postle Paul wrote to Timothy and said, 
take little Wine for your stom- 
sake.’ Ed, I have read this old 
book from kiver to kiver, and the only 
man that hollered for water Was 
Dives in hel damn it, where he ought 
to be 

Now a few comments on the subject 
which J presumed to discuss, namely, 
ome of the problems that have arisen 
during the past year and still confront us 
with respect to alcoholic liquors. In the 
now that the codes have 
group action along volun- 
tary lines is absolutely essential Things 
complicated and to some extent 
Washington, due to the 
very voluminous matter with which the 
Federal government now deals, that it 
seems to me the time is now here when 
this association can take the lead in 
isking the Treasury Department par- 
ticularly to designate an industrial ad- 
isory committee, somewhat similar to the 
Secretary Roper of the De- 
Commerce in order that 
these regulations which are the tools that 
the ucts may be first con- 
advice of business men 
affected thereby be se- 


Son, 


ach’s 


evel 


Was 


first place, 


passed out, 


are so 


disordered in 


partment of 


mplement 
and the 
who are vitally 


cured 


Advisory Service Helpful 
When I had the 


inder Commissioner of 
slair, such committee 
performed most valuable service. The 
rimittee that T have in mind should 
be a committee of lawyers or Wash- 


privilege of serving 
Internal Revenue 
Was designated. 


James M. Doran 


Administrator, Distilled Spirits 
Institute 


but a committee 


suton representatives, 
business men 


of hard-headed, practical 
whom these regulations will affect in 
their daily activities. It is becoming in- 
creasingly difficult to keep up with what 
is going on and a great deal of our time 
and energy is spent in postmortems and 
trying to inject life into the corpse after 
the regulation has been issued—a very 
difficult thing. 

I am going to commend this to the con- 
sideration of the board of control of the 
association, 

The act 
dustry, will affect it in 
much as the tax act, is a 
Alcohol Administration act. Those of you 
who manufacture or rectify or import 
will be required to secure a permit within 
sixty days after the swearing into office 
of Judge Hoyt. That occurred on Sep- 
tember 23 So sixty da hence it will 
be unlawful for that class of operation 
to proceed without a permit issued by 
Judge Hoyt's organization. Sixty days! 

As to the members who only job and 
wholesale in alcoholic liquors, a permit 
will not be revuired before March 1, 1936 
Likewise, the new labeling provisions will 
not be in effect before—well, they will be 
in effect not later than March 1, 1936, 
and then only on thirty days’ notice prior 
thereto These regulations are going to 
be vastly important to all of the members 
that deal in these products 


Let me say 


that probably affects this in- 
times to come as 


new Federal 


parenthetica'ly that the 
distribution of these products through the 
wholesale drug channels offers, in my 
judgment, an ideal method for fair and 
clean distribution of products It 
will always be my endeavor to see that 
the position of the wholesale druggist is 
maintained to the -greatest possible de- 
eree. 

In working out new regulations 
vour board of control and your Washing- 
ton counsel will have considerable job 
on their hands. We will have to do what 
Mr. Brokmeyer suggested was the mai! 
lesson he had learned in the last twenty- 
five years in Washington in dealing with 
these problems, namely, a real solid front 
and true co-operative action and advice 

It has been my experience that no one 
man knows it all, certainly he does mm 
know the commercial problems. He mig! 
be aware of some that affect his own par 
ticul group or particular } 


il 
ness, but i nly by sitting down 


these 


these 








neces 
sponsibility. I thoroughly agree with the 





taking common counsel that we can ad- 
vise and labor with the administrative 
officials and secure regulations that are 
fair to all of us 


Variety in State Laws 


, AS to the matter ot uniformity of State 
tWS, we are plagued in this particular 
branch probably more by lack of uni- 
formity than with respect to any other 
commodity. It does seem that after re- 
peal everybody that had an idea was 
anxious to enact it into law and, un- 
fortunately, some of them had their way 
about it. I agree perfectly with what 
Mr. Mayer said about the act of Indiana 
It is an admirable act, and he and his 








associates were largely instrumental in 
advising the governor along sound, con- 


Structive lines, and should there be any 
prospective legislation, I commend it to 
you heartily to look carefully over the 
dndiana act. It is voluminous, it is 
lengthy, but it operates fairly and is an 
admirable law. 5 

The subject of the fair trade practice 
rules of the commission. Let me say that 
I think the position of this association 
Who not being willing as a group to sub- 
mit a code in al! its details, nevertheless, 
before the Schechter case had come to a 
conclusion, felt a Federal Trade Commis- 
sion conference was desirable or neces- 
sary in order to carry out their fair trade 
practices through group action. In other 
words, the voluntary action of this asso- 
ciation is what the law, the former NRA 
act aimed to bring about in compulsory 
manner with other organized industry. 
The action of this association, in my 
judgment, points the way to the ultimate 
solution of our present industrial prob- 
lems. You should be proud of the action 
that the Association has taken within the 
past year. 

Now, as Mr. Mayer has very cognately 
Stated, if we can control fair trade prac- 
tices, if we have the will to carry them 
out, not under compulsion but as a thing 
that is good for us, good for our asso- 
ciliates and good for the public at large, 
prices will take care of themselves. 

Speaking of prices, I have never felt 
that the prices of liquor were at all ex- 
cessive. I am more inclined to agree with 
one of my old friends down in Kentucky 
who, about two years after prohibition 
set in and when whisky was selling for 
$10 a quart, said, “I thank God I have 
lived to see the day when it is bringing 
something like what it is worth.” 


Effects of Control Act 


_It is very difficult in a short space of 
time and it would be, of course, boresome 
to attempt to enlarge on the prospects of 
Federal control as enacted in the Federal 
Alcohol Control act. It is going to affect 
you vitally. But this association through 
its activities can accomplish a world of 
good for its members who use alcohol, 
both pure and denatured, who deal! in it 
and who also deal in the beverage type 
of liquors. 

I am indeed glad that I was privileged 
to read Chairman Loring’s report of the 
special liquor committee. It is a very 
good association activity and I hope I 
can keep in close touch with its work 
during the coming year, 

I want to close by again emphasizing 
the thought that only through voluntary 








sroup action are resu'ts going to come at 
this time. Our President in his great 


address yesterday at Boulder Dam stated 
that re-employment was going to be the 
goal of industry; that industry would 
sarily carry the major load and re- 





President, but in order to bring that 
about, organized industry must be given 


that proper consideration in the conduct 
of its affairs that will enable it to fune- 
tion along sound business lines and give 
this re-employment that we all so urgently 
desire 


Finally and to revert to my early 


thought, I don’t know the practices of the 
association, but I would urge’ very 
strongly that the board of control receive 


resolution with respect to an industrial 


advisory committee concerning all hand- 
ling of alcoholic products, beverage and 
nonbeverage, and that it be placed before 
this association for action before the ter- 
mination of the convention in order that 
the matter may be taken up with other 
associations and laid before the proper 
officials in Washington. Thank you. 


President Mayer: I think it would 


be very proper that we have a motion 
to receive Dr. Doran's most interesting 
address and that it be referred to the 
board of control. Will someone make 
such a motion? 


P. A. Hayes: I so move. 
(The motion was seconded, put to a 


vote and carried.) 


President Mayer: We have with us 


today a gentleman who is one of the 
best informed of any in this industry 
on Federal tax problems arising under 
the social security act, the Hon. Mark 
Eisner, counselor for the Toilet Goods 
Association. I am going to ask Jean 
Despres and Charlie Welch, secretary 
of the association, to escort Mr, Eisner 
to the platform. 


(Mr. Eisner was escorted to the plat- 


form by Mr. Despres and Mr. Welch.) 


Mark Eisner: At least one of these 


gentlemen has an important function 


far as I am concerned, which is 


wholly disconnected with his duty of 
escort. He is one of a foursome of 
which I am a participant. We have 


time fixed in the tournament today, 


ind Iam quite convinced that if my re- 
marks endure longer than he thinks 


safe so far as our assigned time is 


concerned, he _ will probably again 
arise and escort me from this dais. 


want to thank the association for 


extending to me the privilege of par- 
ticipating here and witnessing the de- 
liberations of a trade association which 
conducts itself along enlightened and 
intelligent lines. The proceedings to 


have been highly interesting, and 
only that, they have been vastly 


nstructive. On behalf of the toilet 
soods industry, let me now express our 
ippreciation of the assistances which 


N. W. D. A. has always afforded 








OIL, PAINT AND DRUG REPORTER 


to the toilet goods industry whenever 


it has been called upon to resist hostile 
state legislation. We never hesitated 
to ask the N. W. D. A. for help and 
the N. W. D. A. has never over the 
years failed us in a single instance. 
On behalf of our association, may I 
record our appreciation at this time for 
the help that we have received, 

The subject that I am here to speak 
about is not exactly accurately re- 
corded in the announcement, but that 
never makes a whole lot of difference 
at conventions, because we really 
ought to adopt the system of leave to 
print, such as our congressmen employ 
in the halls of Congress. 

I am going to take the liberty of 
recasting my remarks here and there 
in order to fit them necessarily with 
some things that have occurred even 
since this convention first organized 
yesterday. 


Federal Tax Problems 
Address by Mark Eisner 


Counsel to the Toilet Goods Associa- 
tion 


Our word, ‘‘tax,’’ derives from the Latin 
“tangere,’’ to touch, and in our day it 
represents the sure touch of  govern- 
ment on business, corporate and private. 
From early times on, business has had 
pecuniary burdens laid upon it in order 
to help support government. In its turn 
government has fostered and protected 
business as conducted in organized so- 
ciety. The cost of government has in- 
creased, as government has been forced 
to assume many important new functions, 
with the growth of the complexity of 
our age. Early governments taxed their 
peoples for defense, and for the benefit 
of the rulers with proprietary rights to 
the fields from which all drew their liv- 
ing. 

“During most of the history of the 
United States,’’ writes Professor Clyde 
L. King in his new volume, ‘Public 
Finance,” ‘‘war costs have accounted for 
from 65 percent to 80 percent of all na- 
tional expenditures.’’ The author also 
points out that even in 1934, 30 percent 
of our federal expenditures were for war 
purposes, while 60 percent were of an 
emergency character, and only 10 percent 
was spent for all other federal functions, 
including the legislative, executive and 
judicial and all regular civil departments 
and agencies. 

Any intelligent consideration of the tax 
problem that now confronts business, and 
that will for many years continue to de- 
mand our attention, must be predicated 
upon an understanding of the facts of 
government expenditure. Without a 
knowledge of government outlays, busi- 
ness often resists the imposition of new, 
necessary and beneficial taxes when it 
should support them. Thus’ business 
leaders are represented to the public as 
chronic kickers, when they should be in 
a position to command public support, to 
restrict unnecessary and wasteful taxes. 

Legitimate business and especially pro- 

ducing and servicing enterprises, have a 
definite stake in stable government. The 
leaders of these businesses therefore 
must always support progressive, sane 
government by supplying it with revenue 
in a fair proportion. You are interested 
in the security of your business, the polic- 
ing power of the state provides that, and 
you pay for it out of your taxes. You 
need trained workers, a constant supply 
of men and women to carry on your pro- 
ducing and _= distributing. Government 
supplies you with these by its universal 
educational system—and you must be 
ready to pay for the support of the edu- 
cational function. You cannot conduct 
your business without an adequate and 
dependable currency. Organized govern- 
ment provides you with a medium of ex- 
change, and you pay for this further 
service with your taxes. It is without 
point to multiply for you the examples of 
direct and immediate aids which are sup- 
plied to business by governments and for 
which governments justly require busi- 
ness to pay. 

I am not oblivious to the repeated com- 
plaints that often government interferes 
too freely to hinder business in its con- 
duct. And who has forgotten the hue 
and cry set up against the present ad- 
ministration for attempting to enforce 
the national industrial recovery act? Now 
that the act has been declared unconsti- 
tutional many industries, floundering in 
a sea of unrestricted and unfair compe- 
tition, are attempting to enforce volun- 
tary codes, and are appealing to our 
President to have re-enacted a new NRA. 
Even the United States Chamber of 
Commerce, the arch-opponent of govern- 
ment in busines at its recent meeting 
in Washington, designated a committee 
to prepare proposals for new NRA legis- 
lation, naturally embodying the principle 
of business self-government. 


It was Benjamin Franklin who said, 
“We are more heavily taxed by our idle- 
ness, pride, and folly, than we are taxed 
by government.” And who looking back 
six years—to the bladder-skin prosperity 
of 1928-29—will fail to agree with Frank- 
lin? Now when you are asked to set 
aside a definite percentage of your pay- 
roll outlay, for purposes of unemployment 
insurance and old age pension, you will 
know from the experience of the past 
the wisdom of the social security act. 
The wellbeing of your employees is and 
should be a direct charge on the cost of 
conducting your business. The American 
consumer will gladly pay this charge if 
it will avert the calamitous upheaval of 
general economic collapse, and if it will 
spare him the necessity of paying to 
feed the hungry when he can least afford 
to pay in periods of prolonged depression. 














Security for Workers 
The security act for workers was ap- 
proved on August 14, 1935, after much 


consideration and debate. It was not 
novel legislation. Eighteen countries 


have already enacted security laws. The 
English and the Germans were especially 
successful with them, In these countries 
the laws were effective in helping to 
feed the hungry workers throughout the 
period of the depression. While it was 
found that unemployment compensation 





could not be continued without large gov- 


subsidies long sus- 
maladjust- 
ment, and England and Germany had to 
resort to replenishing the unemployment 
payments of 
doles during the current depression, these 


economic 


and industry for the cost of feeding the 


Federal aid to the states for unemploy- 
ment compensation, 
maternal and child welfare, public health 
services and aid to the blind. 
employer i 


assistance, 


If you are 
workers, 
uneniployment 
compensation calendar 
year 1936, 1 percent, for the calendar year 
calendar 

percent of 
has its own 
insurance system approved 
government, and for which 


thereafter, 
your payrolls. 
unemployn:ent 
by the Federal 


ceive a refund of 90 percent of the Fed- 


The employer and employee pay this tax 
in equal amounts beginning at 1 percent 
on individual earnings up to $ 
increases ‘ 
The employer 
payments of his employees, and 
employees’ 


is responsible 


the constitutionality of the social security 
I am waiting for the opin- 
lawyers who 
unanimity 


fifty-eight 
unprecedented 
the constitutionality of the labor disputes 
| respect our constitution, and especi- 
of legisla- 


of our supreme court justices, and I will 
humbly wait their decision 


is brought to them for review. 
however, 
unconstitutional, 
impossible 
social security legislation, within the pro- 
constitution, 
amending constitution 
American 
calamitous confidence 
manufacturers 
concerned 
measures 
by the first session of the Seventy-fourth 
Congress, 
nuisance tax 


wholesalers, 
principal 


year the 
President submitted to Congress a budget 


at this time to 
or additional taxes for 
the fiscal year 1936, I do recommend that 
suitable legisla- 
tion to extend the miscellaneous internal 


advisable 


Congress 


rates of taxes 
will be reduced next June. 
necessary 
the financing of the budget for 1936.” 

On June 19, after the house had voted 
on a joint resolution to extend these so- 
‘nuisance 


maintain 


President 
Congress message, 
which opens, “‘As the fiscal year draws to 
its close, it becomes our duty to consider 
broad questions of tax 
the follow- 
recommendations—I 
addition to 
taxes there should be 
succession 
very large 
legatee or 
imposition 
definite increase upon 
the taxes now levied upon very great in- 


President 
inheritance, 


amounts received by 
beneficiary 1s 
a €2) “Ss 


of a corporation 
according 
ir.come.” 

volved fundamental 


substitution 
graduated 
proposals 
changes for the con- 
trol of income, distribution of wealth, and 
regulation 
and corporate 


“Nuisance” Taxes Extended 


Congress, stunned by a wave of oppo- 
President’s 
not immediately write these recommenda- 
tions into a revenue act or append them 
extending the 
The country pleaded for 


econmics, 


proposals, 


the pending resolution 


nuisance 
meaning of President's message. 
In the meantime, the date for the expira- 


nuisance 


permit the estimated revenue of close to 
one-half billion 
Congress 
proved on June 28, 
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dollars to 
President 
the nuisance tax 
continued 
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mechanical 
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_ it is indeed unfortunate that Congress 
in its recent session failed to work out 
a scientific basis for taxing all the people 
directly and equitably. Instead it con- 
tinued for another two years an indefen- 
sible revenue measure, because it was 
pressed for a vote a few days before ex- 
piration, and because Congress was con- 
fused by the meaning and import of the 
President's tax message. Without sub- 
stitute revenues in sight and uncertain 
that the government could afford to fore- 
go the estimated yield from its nuisance 
taxes, Congress precipitately re-enacted 
them, in advance of debate on the Presi- 
dent’s suggestions. 

Before bringing its session to a close, 
Congress also enacted the major part of 
the President’s tax proposals into the 
revenue act of 1935. It amended the ex- 
isting revenue laws, not so much in order 
to obtain the additional estimated yield 
of $250,000,000, but to effect certain re- 
forms in our economy This act provides 
for taxes beginning at 2 percent on net 
estates of $10,000 and ranging upwards 
to 70 percent, with specific exemption at 
$40,000. It increases the gift taxes to 
three-fourths of the estate tax schedule. 
It provides for a surtax on individual 
incomes, beginning with a surtax of 31 
percent in the bracket for net incomes 
after $50,000 and graduating upward to 
49 percent on net incomes over $5,000,000, 
The act also imposes a graduated in- 
come tax on corporations, starting at 
12% percent on net corporation income 
up to $2,000 and going to 15 percent on 
net corporation income in excess or $40,- 
000. The capital tax provisions of this 
act taxes the declared value of corpora- 
tion stock $1.40 per $1,000. A new dec- 
laration of values is allowed. Excess prof- 
its are taxed in graduated amounts from 
6 percent on profits exceeding 10 percent 
and not over 15 percent and 12 percent 
on profits exceding 15 percent, of the de- 
clared value of corporation stock. Inter- 
corporate dividends are taxable at the 
new graduated corporation tax, with 90 
percent deductible. Undivided profits of 
personal holding companies are taxed tw 
conform to the surtax rates. 


Not a Productive Means 


As is usual with compromise measures, 
the revenue act of 1935, as it now stands 
on our statute books, will produce com- 
paratively little revenue and will in the 
judgment of this speaker, not go very 
far in the direction of the control of 
wealth, to establish what our Prseident 
has called “a wise balance in American 
economic life.” It was hardly to be ex- 
pected that a sane and considered tax 
measure~cgould be enacted in the closing 
days of this Congress. Even though, as 
the President has said in his recent letter 
to Roy Howard, “The law affects only 
those Individual people who have incomes 
over $59,000 a year, and individual estates 
of decédents who leave over $40,000," it 
has afforded the opponents of the admin- 
istration a basis for inciting the public 
with slogans and threats. To the bar- 
rage of slogans which have been found 
most potent in influencing legislation in 
other directions was added the one which 
characterizes the President's proposals as 
a “Tax on Thrift.’” Very little oppor- 
tunity was afforded either in the press 
or in debate to distinguish which of the 
President’s proposals were in effect a tax 
on unproductive or worthless sons and 
daughters of the so-called “thrifty,” 
rather than on the thrifty ones them- 
selves. The public mind has been de- 
liberately contuaed and harassed, and a 
tired Congress was unable to distinguish 
the issues with the clarity and under- 
standing which it must apply for a proper 
discharge of its responsibilities. 

This administration is undoubtedly 
vitally and sincerely concerned with the 
social and economic welfare of our peo- 
ple. It has demonstrated admirably its 
genuine interest in the underdog. It has 
gone to all lengths to alleviate unemploy- 
ment with its resultant demoralization of 
the people. It has to its credit a long 
list of accomplishments, from the day it 
assumed office to this very day, when all 
signs point to a lifting of the spirit and 
morale of our country, that is bringing 
us, from all indications, out of the de- 
pression. 

However, the sincerest friends of the 
administration must not be satisfied with 
mere flattery of the executive and his 
aides. Sycophants do not help the ad- 
ministration ; they weaken its accomplish- 
ments and blind the executive to the 
tasks yet ahead. It is in this sense, that 
I am constrained to urge upon the Presi- 
dent and upon Congress that they will 
have failed to complete their task if they 
ignore the necessity, which still exists, 
for setting up a fair and scientific tax 
program. 

The administration is properly credited 
with having helped the country to achieve 
a measure of recovery. Only the politic- 
ally prejudiced and economically reac- 
tionary will deny the facts, Recovery 
will undoubtedly bring about greatly in- 
creased revenues from existing tax laws 
There is alread ample evidence of this, 
in the treasury reports of internal rev- 















enue collections for the fiscal ar 1934- 
85. Nevertheless, it is still essential to 


balance the Federal budget before re- 
covery can be regarded as having been 
fully achieved. Mass unemployment will 
continue because of technological advance, 
loss of foreign markets, and the infiltra- 
tion of new recruits into the labor mar- 
kets. The vast outlay for the work of 
social security, to help our unemployed 
and for the stepping up of the tempo of 
recovery, will have to be met and taxa- 
tion is the honorable way for governments 
to meet such expenditures Therefore, 
the administration must face the necessity 
of broadening the base of the income tax 
as recommended by Senator La Fol'ette 
at the last session. The other alternative 
before the administration, is to adopt a 
sales tax. 


All Should Support 


In this connection we might profitably 
recall what Adam Smith had to say in re- 
gard to taxes in his “Wealth of Nations.” 
In this great classic, Adam Smith, wrote 
well even for our time, a hundred and 
fifty years removed from his, and ages 
advanced in technological deve'opment 

1. The subjects of every state ought to con- 
tribute towards the support of government, as 
nearly as possible in proportion to their re- 
spective abilities; that is in proportion to the 
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pockets of the people as littl possible < . When we pay for social security for the uttered are as sound as. those that 
and above what it. bring nto the sub] worker, we pay for an urgent necessity were spoken by that great father of 
treasury of the state that helps to maintain out system of Sv- Jeffersonian democracy one hundred 
These axioms respecting taxation, have ciety, and we should pay cheerfully and vears ag } } ‘ eqn ‘ 
in the main been adhered to, by the pres- gladly Cae Se Coa ee said, “Were we di- 
ent national administration. If while As a professional man I am only too rected from Washington when to sow 
sitting at the helm of your business, it familiar with the attitude of many people and when to reap, we should soon want 
has sometimes appeared that government who, when a difficult situation has been tor bread.” 
was complicating your problems by regu- relieved, say “I could have done it my- : ; j 
lations and reducing your income by taxa- self unaided.” Very often a sick man _Are there any questions anyone de- 
tion, it was only necessary for you to look who has been brought back to health Sires to ask Mr. Eisner? I am sure he 
back on the long road that business has through the skill of a doctor says “J would be very glad to try and answer 
"traversed even in our own generation, or would have got we'l anyway.’ And so it them. Any yuestions at all? Cer- 
you int neers et oo mabance mnest is ee _— we, a fom a tainly there is no industry that is 
and pron anc oss statements or 93 men who have convalescec rom 1e sick ae ie, tee : a 
and 1932 with your comptro!ler’s reports ness of depression to say “I would have BOK vitally affected or more interested 
for 1934 and 1935 Frank (C. Adams, got well anyway.” Certainly we would in all forms of taxation than the drug 
vice-president of John H. Woodbury, Inc have recovered from the depression but and cosmetic industry. In my humble 
reports “In the light of what our sales when and at what cost Let us not, estimation, the Federal cosmetic tax 
sheets show, and the other very clear evi- merely because Wwe sense again oul is not a tax; it just confiscates the 
dences of improving business, we are ex- strength and power and fill our lungs business, the profits It is the most 
panding our plants and production facili- with the fragrant breeze of prosperity, unjust tax th: to. P ‘ ; 
ties and planning a step-up in sales ac- forget all our good reso'ves prayerfully Mi rom SEAS ae heaped on any aS 
tivities for 1935.” uttered in the days of adversity And dustry in America today, and I think 
I am sure that many executives here do not let us be too critical of the surgeon that the majority of the American pub- 
could make similar statements that busi- who, in performing a desperately neces- lic are beginning to realize it. 
ness, rather than being hindered by gov- sary major operation on our economic . . , ‘ f 
ernment, has with the help of gov- insides, has taken out as well a perfectly Are there any question to ask of 
ernment been enab’ed to weather the good vermiform appendix which might Mr. Eisner? Copies of his address are 
severest storm which our economic give us trouble later on being distributed now to every mem- 
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Two Sides 
to this Baby Business 


( NYHAR LES H. FLET( ‘HER’S Castoria keeps comfortable, The combination of the finest taleum 


A babies well. It’s a safe, effective laxative and pure olive oil gives double comfort, double 
with a pleasant taste— made especially for chil- ability to soothe and promote healing. 


dren from babyhood to11 years. The large Family 


- p Every day we're telling thousands of mothers 
Size Bottle is popular with mothers because it 


the story of these two companion products. You 


viv Ss e ‘oo i . >a str i : . > . " . 7 A 
#1 es th m more f or their money ind with will get the fullest benefit from this advertising 
druggists because it boosts the size of each sale. hy displaying Fletcher’s Castoria and Z. B. T 

« a. ~ ‘ < < 4s . . 


Z. B.T. Olive Oil Baby Powder keeps babies Olive Oil Baby Powder prominently. 


THE CENTAUR COMPANY 80 VARICK STREET, NEW YORK 
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ber in the room and you can recelve 
ther copies at the desk 

We will now have the report o 
eredits and collections, of which C. P 
Scofield is chairman. and he has )* 
pared a most interesting address js 
Mr. Scofield in the room? 

Secretary Newcomb No, Mr. Sc 


field is not in the room Mr. Faxon, | 
believe, will present the report 

President Maye Is Mr. Faxon 
the yoom? 

Mr. Faxon: | am, sir. But I rise toa 
question of special privilege. Wont 
you eall on Leon Lanigan, Mr. Sco- 
field’s associate, to present that re- 


nort? 
: President Maye) lll be very happy 
to Is Leo Lanigan in the room? 

I was very happy to see so many 
ot you come into this beautiful room 
this morning filled with sunshine 
when we began to discuss taxation and 


liquo! Some of you seemed to enjoy 
the latter as much as you did last eve- 
ning Mr. Lanigan isn’t here Mr 
Faxon, vou will “Dizzy Dean” for him 

Mr. Faxon: The administration of 


this association last year advocated 
that these reports be not read, but be 
read by title and a short discussion ™ 
analysis be given. I am sorry to say 
that I cannot analyze the report of Mr 
Scofield and yet I have such a high ad- 
miration for him and am so sorry he 
did not come to this meeting that ] 
feel IT should perhaps take two. or 
three minutes to read one or two 
things that he has said. I can only 
say that the report is well prepared and 
well worth reading. I thank you. 
(The report of the committee was Hs 
tollows: ) 


Credits and Collections 





Credits and Collections” se ~ Go poo 
tart as for the last few years we have 
been strong on credits but just a little 
short on co'lections. However, as we do 


business at present, a credit department, 
while an evil, is, we expect, a necessary 
one This has been particularly true the 
last four or five vyvears. We have been 
through “It,” possibly not a'l the way, 
but we have at least enough of it to 
know where we stand and to have planned 
for better things in the future. 

Losses have been excessive in the whole- 
sale drug business but not more so than in 
any other line. In fact, they have not 
been as bad as in many other trades 
The greatest trouble is that we were not, 
at the beginning of the depression, pre- 
pared for what happened. We hadn't es- 
tablished proper reserves and the result 
was the losses came out of current profits ; 
whereas, if proper reserves had been set 
up, current profits would not have been 
penalized for losses on old sa'es We 
cannot recommend too highly the estab- 
lishment now of a method of setting up 
proper reserves for doubtful receivables. 
The suggestions in Special Bulletin F, 
while they may need some small char s 
for certain conditions and certain loc 
ties, do seem most proper and we urge 
the members of the association to give 
this bulletin most careful consideration 
and adopt these suggestions wherever pos- 
sible 






The suggestion has been made that cus- 
tomers should be revuired to give the 
wholesaler a profit and loss statement 
every month as well as a receipt for his 
rent: that is, a receipt showing that the 
rent has been paid, and a receipt showing 
that his taxes have been paid. This is a 
splendid idea, but we think it is safe to 
say that four out of five druge 
wouldn't know how to make out a profit 
and loss statement, and five out of five 
wouldn’t make one out; six out of five, 
if they had such a statement, weuldnt 
turn it over to the wholesaler. As for rent 
receipts, there is “no such animal.” The 
druggists that are still doing business 
at their old stand—probably on a lease 
made five or six years ago when rents 
were high and business good—are pay- 
ing anywhere from a fourth to a tenth ot 
the amount the lease called for This 
isually with the verbal agreement of the 
andlord who knows perfectly well that 
he cannot at the present time expect 1) 
such return as he formerly received on hi 
property And that, as we look at it 
is where the greatest trouble is going to 
be in the next year or so, for if things 
do pick up, the landlord is going to hol 
the customer for the full amount of thre 
old lease and a distress warrant is going 
to help the landlord collect but help thre 
wholesaler suffer 

With the assistance of Mr. Roosevelt the 
“New Deal” we have run into a bran 
new rest cure for the debtor, known as 








section 77-B This has not been used s« 
much by the small corporations b 
enough to make it just one more worrs 


or the credit end of the business. Th 
arrangement is supposed to help the 
worthy and hard-pressed debtor, but 

“a great many instances has been used 
evade just debts It ha been a hard 
ship on the land'ord, the manufacture! 
and the wholesaler 


These last few year have beer ni 
tough For instance, we notice one State 
vith retail sales in 1933 of 46% percer 
vhat the sales were in 1929 With 
drop in ales and not a proportionate: 
drop in overhead vou can see just 
hard it has been for the retailer l 
our impression that the credit depa 
ments who have really come out the le 
and shown the best re its are those 
ive, When possible, played along with 1 
customer 1elping him all thes cout 
rather than the credit department whe 
ave been too strict and too insistent on 
payment Our experience ha been that 
f you get a 10 percent dividend 
mankruptey case vou are doing might 
well, but on the other hand if vou kee) 
the customer out of bankruptey and 
ean with careful attention to busine 
and hard work, finally pull out, you are 
going to get a mu better return on youl 
ivestment than had you forced him ¢ 
r busine Or course, it take time, but 

is worth it, not only in the financial re 
turns, but in the reputation of the whole 


MOUSE strange as tf may ee ! 


















































4 great many instances, if the wholesaler 
plays square with the customer, the cus- 
tomer will not forget it. 

There is without doubt at the present 
time a pickup in business, which of course 
means a pickup in sales, but not neces- 
sarily a pickup in collections. Quite the 
contrary, for so many merchants have by 

is time exhausted most of their re 
sources that in order to take advant: 
this increase in sales they must have addi 
tional merchandise which just at present 
they are unable to pay for. It is our im- 
pression that any great improvement in 

‘ollections will follow by at least a veut 
un improvement in business. 

The State sales tax which so many 
States have recently put into effect has 
certainly not helped the retailer, for in a 
great many instances he is not able to 
pass this on to the consumer but must 
take the loss himse!f Nowadays, if a 
retailer nets 3 percent, he feeis he is doing 
pretty well. Well, if he must pay 2 per- 
vent of this to the State in the form ot 
it tax, it doesn't leave him a great deal 
tor corned beef and cabbage 


ge ot 











More Stores Coming 


There has been a good deal of talk 
about the “weeding out of the weak re- 
tailer’” and the fact that whereas former- 
lv a town capable of supporting only two 
druggists had four or five, now with one 
or two out of the way, those who were 
able to pass through the fire would be in 
a position to do a larger and more profit- 
able business However, we have noticed 
that within the last four or five months 
the new-store craze has picked up again 
and stores are opened that are certainly 
not needed in the community Of course 
if everything were as it should be, the 
wholesaler could say, when approached 
by a prospective store-opener: “This town 
you have in mind is well supplied with 
druggists right now; in fact, before any 
of them can make much money business 
must improve more than it has to date. 
We cannot see our way clear to help you 
out, either in the way of sales or credit 
accommodations, if you anticipate open- 
ing a new store in that town.”’ Our com- 
peitors would say the same thing and 
everything would be lovely. We would 
also say: “If you anticipate opening a 
new store, we can sell you fixtures, for 
instance, only if you are in position to 
make a payment of 50 percent and will 
agree to work out the balance within 
twelve months. We can sell you an open- 
ing stock providing you pay cash and we 
will want to be assured that you have 
sufficient money in reserve to take care 
of any possible wants for at least the first 
two or three months.” As we say, this 
would be ideal, but we haven't quite ar- 
rived yet and everyone is more or less 
greedy and anxious for any possible busi- 
ness after a long hunger, so we say: 
“We don’t think there is room for another 
store in that town, but if you’ insist 
upon going in there we trust that you 
will place your fixture order with us with 
a small down payment and with the un- 
derstanding that the balance will be 
worked off within the next three years, 
and we will of course hope to receive in 
addition your stock order, which can be 
paid for 50 percent with the order and 
the balance in anywhere from ten to thirty 











days." 

When you come to think of it, what the 
service wholesaler is selling right now to 
the independent retailer is credit; as that 
is what he needs more than anything else, 
and if business does continue to improve 
there is no reason to suppose that losses 
on this class of business will be particular- 
lv heavy. Of course, if a wholesaler can in- 
crease his business by taking additional 
risks enabling him to make an additional 
profit of, say, $10,000, he can afford to 
take credit losses of $6,000 or 000 in so 








doing. It will still show him a net profit 
over what he would have made were he 
not to take on this added business Yes, 


indeed, the ideal business at present is a 
each business, but if one confines one’s self 
to this line, shortly there will be neither 
business nor profits left 


Our idea is that there has been a de- 
cided change in credits and the credit 
department. The credit man was for- 
merly considered as was the old-time 
banke1 just a brake on business—but in 
anys well-organized wholesale house at 
present you will find the credit) man 
working hand in hand with the sales 
manage! In fact, it is surprising how 
sales-minded” — the credit department 
has hecome If the credit department 
can personally know the customer the 
customer's family and the customer's 
business, very frequently this credit man 
is the one to Whom the customer will 
come for advice and, of course, for help 





f he runs into a bit of trouble: and the 
credit Man Can and does not only en- 
deavor to work out his own collection 
problems with the customer, but also sees 
that the customers purchases are in line 
and, of course is far as possible, made 
from the credit man's own house 


Co-operation for Collecting 


In the matter of collections, vour com- 
mittee recommend co-operation with the 
salesman to. the fullest extent Most 
sulesmen are paid on a commission basis 
or their compensation is based on the 
imount of their sale or the amount of 
profit derived by the house from the sales 
made by the salesman and he the sales- 
man, therefore, should realize that a sale 
s not a sale because the order has beer 
taken, filled and shipped, but ji i com- 
plete sale only when collection has been 
made The salesman can hardly expect 
to be paid for a gift or a donation, which 
an order really is unt it has been paid 
for We think most salesmen realize this 
ind realize, too, that it is much easier, 
much more simple and much less apt to 
offend a customer if he himself keeps 
track of the customer account with the 
ouse and assists n the collection end 
of it \ customer i not particularly 


strong for letters from the credit depart- 
ment; as a general thing he'd much pre- 


fer that the salesman say “Jack, there 
are a few of last month's bills you haven't 
taken up yet Don't you want to let me 


have a check and I'll send it in with the 
order?” It has been our experience that 
a great deal of help can be secured from 
the salesmen if they properly understand 
things. Of course, they in turn must be 
kept posted and should receive copies of 
any letters written to the customer 
Otherwise, if the customer complains 














OIL, PAINT AND DRUG REPORTER 

















about something, the salesman won 
know What it is all about 


There are, of course, Many more C.O.D 
accounts now than there were four or 
five years ago, but we wonder if this is 
wholly a detriment to sales If a man 
buys for cash he is not apt to have an 


excess stock and his purchases are cer 
tuin to be much more uniform than if he 


were to buy on account and overload and 
tind out when he took his inventory that 
he had entirely too much on hand In 





ases of that kind there is always a let 
down for two or three months Surely 


the retailer ought not to buy more mer- 
chandise than he can dispose of and 


doesn't it make for better business if he 
knows Where he stands at all times? 


All this sounds very, very blue, but 
when you come to think of it most re- 


tailers are still getting three meals a day 


wearing a new suit on Sunday, and driv- 


ing their own automobile. This sob stuff 


has been quite the vogue, but it has 
worn itself out to some extent and will 


to a greater extent from now on 
If the management pick out good credit 


personnel and then let them alone, we 


doubt if they'll be so badly off in the 
long run. 

Of course, the future is’ uncertain 
hasn't it always been so? But the Amer 
ican people have always been the first in 
the world to recover from distress and 
to throw off trouble Doesn't it look as 
though they were going to do it again? 

In conclusion, may we again recom- 
mend this Special Bulletin F outlining a 
plan for a proper reserve which should 
be applied and applied now and which 
unfortunately was not used by many 
prior to this depression period 


President Mayer: The report. will 
be received and referred to the board 
of control. Is there any discussion of 
the report? 

I would like to appoint the commit- 
tee on thanks for 1935, as follows: 


Committee on Thanks 


Harrison Jones, chairman; Perey ¢ 
Magnus, Jesse 'W. Wynne, Ross Treseder, 
S. J. MceGoveran, F. E. Yahr, Howard H 
Hagan, Jos. G. Waldron, Peyton Hawes, 
A. F. Duckett, Avis McPike 

Is Harry Schnell in the room? (No 
response.) 

We will now have the report on 
memorials on deceased members which 
our lovable friend, Harry J. Schnell, 
has so ably written for many years, 
which will be given this morning by 
his associate, R.W. Rodman. 


Memorials of Deceased 
Members 


With an inexorableness that wou'd be 
appaling if time had not at least partially 
inured us to the experience, each suc- 
ceeding meeting of our association sees 
a new death list come up for our consid- 
eration. The present meeting is no ex- 
ception. Since last we gathered in an- 
nual conference many of our members 
have been called from labor to rest. Some 
of them had reached years of ripeness 
which enabled them to look back and 


contemplate a life’s work finished. Others, 


in the inscrutable wisdom of Providence 
were stricken down in the days of their 


Harry J. Schnell 


Chairman on Memorials 





reneth and isefulness It ij ours not 
oO reason why, but it for each of ust 
keep hi ouse n order that ! the 
nevitable Summer come he ma wi 
ne draperies of coud ibout and 
lle down to plea int drean 

Many of those who have passed duri! 
the yvear not only were our fells mer 
be! but were persona friend f ! 
of us aS gather from year to year 

ir association’s torch bi ht and ready 
for other hand when we too ire ! 
more They all were men high in the 
council of their respective hou and 
useful eitizens n Lhe communitie 
Which they dwelled \ we mourt the 
losses Wwe have suffered both as a body 
and as individual We extend our ym 
pathies and condolences to those who were 
even closer than we to the departed To 
them we may say in the expressive words 
or a weet singer ot in older century 
(Mrs. M. S. B. Dana) 

‘Tis hard to part But if our los 

Be gain unspeakable to those we mourt 


How selfish ‘tis to grieve! , they 
are blest 

Whose friends are safely housed where 
nothing can molest 








members 


thirty-six 


have crossed 
associate, nonorary, 
note on each of them, necessarily 
statements, 
submitted, 
the order of 


recommends f 
memorial page be set apart in the report 
proceedings 


committee 


convention 
departed 
when this 
proceedings 


bers shall inscribed, and 


deceased 


memorials 
following 


contained 






John Emory 
Armstrong 
Aronson 

Houston Arrington 
Townsend 
Charles Joseph Barker 
Frederick Behrens 
Bischoff 

Bockheim 
McLaren 
Frederick Chase 
Convers 


William 


Amandus Casper Fitschen 
Philip MeKim Garrison 
Joseph H. Gerathy 
Robert Truehart Gibbs 


Hildebrand 


Albert Alexander Hyde 
Samuel Roseburgh Kelly 
Frederick 
James J. Kirby 
Thomas George Lee 
Cyrus C. Libby 
Charles A. McCormick 
Mitchell 
Newlove 
Porterfield 
William P. Ritchey 
Arthur Clinton Roche 
Edward Lawrence Rogers 
Winslow 

Henry Oliver 
Rudolph Speth 
William Corbit Spruance 


William 
William 


impkins 





Rodman: 
accepted 


I move the report be 
attendance 


memory of the deceased, 


audience 
tribute.) 

President 
Rodman, referred 
discussion 
addresses 
morning : 
business? 


>ommittee 


Newcomb: 
pleasant 
the complimentary 
Herald-Tribune 
your doors last 


Secretary 
announce 


evening, 
convention, through 
Associated 
Insurance Companies 


courtesy 


composed 
Insurance 


President 


meeting 
to order, 
secretary 


(pecretary 
President 


your pleasure‘ 
Hollander: 
accepted 

seconded 


Secretary ewcomb 


membership committee 


received 
convention 

required 
presented 


associate member 
seconded 


vote and 
President 


innovation 
proceedings 
Boeschen 
chairman manufacturers 


committee, 
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pany, Boston; Lumbermen’s Mutual 
Insurance Company, Mansfield, Ohio; 
Pennsylvania Lumbermen’s Mutual 
Fire Insurance Company, Philadelphia; 
Indiana Lumberman’s Mutual Insur- 
ance Company, Indianapolis; North- 
western Mutual Fire Association, Seat- 
tle, Wash.; and Lumbermen’s Mutual 
Casualty Company, Chicago. 

We have a telegram from the Pro- 
gressive Drug Company: 

Our best wishes for a successful meet- 
ing Regret we are unable to attend 
this meeting Regards to all.—Progres- 
sive Drug Company, Samuel ]’. Steckler. 


A telegram from G. A. Mengle, 
Brockway Glass Company, an associate 
member; 


MacGurn proud father seven-and-a- 
half-pound baby boy, mother not entirely 
ut of danger, making it impossible for 
him to be present at the sixty-first annual 
meeting However, wish to extend our 
hearty good wishes to all active and 
ussociate members Sincerely hope meet- 
ing will be a huge success, 


From the New York Pharmaceutical 
Council: 

The New York Pharmaceutical Council 
desires to extend its best wishes for a 
successful convention to our good friends, 
the wholesalers Frank L. Grennie, presi- 
dent, New York Pharmaceutical Council. 


A letter from senior council member 
and former president, Charles S, Mar- 
tin to our president: 


_ Forty-two years ago, I attended my 
first convention of the N.W.D.A. and 
found the time spent so delightful and 
profitable that I have not allowed any- 
thing, other than illness or very 1impor- 
tant business, to prevent my attendance 
of subsequent meetings. I fully intended 
to be with you on this occasion but owing 
to conditions beyond my control, I find 
it impossible to do so. 

I have followed with keen tnterest the 
activities of our Association during the 
past year and offer my _ sincere con- 
gratulations to you and your associates 
for the verv able and successful admin- 
istration of the affairs of the Association 
during these strenuous times, 

Wishing for the present convention 
every success in numbers, fellowship and 
accomplishments and sincerely regretting 
my inability to be with wou, I am, 
sincerely yours, Charles S. Martin. 

A telegram from Samuel S. Dworkin, 
New York: 

The wholesalers’ convention ts an im- 
portant event in the drug industry. I 
hope that you in your deliberation will 
consider more liberal extension of credit. 
Those independent retailers who withstood 
so far the so-called depression and only 
with your more liberal credit will be 
able to continue. Don’t forget this is 
also a weapon to stop the march of the 
so-called gypping cash jobbers at yeur 
expense, Sorry cannot be with you. Wish- 
ing you a most successful convention.— 
Samuel 8S. Dworkin. 








I move these be received and referred 
to the publication committee 

President Mayer: Thank you, Mr. 
Secretary. 

Have vou any other announcements? 

Tomorrow at nine-thirty in this 
room we will have for the first time a 
special joint session of manufacturers 
and wholesalers at one of the regular 
sessions of the N.W.D.A. Let me urge 
that each and every one of you that 
are here now be here promptly at 
nine-thirty, and that you corral all 
vour friends, both manufacturers and 
wholesalers, and try to have them in 
the room promptly, because I am of 
the opinion this will be one of the 
most interesting and important meet- 
ings we have had in many years. 
Nine-thirty tomorrow morning. 

We will stand adjourned. 

(The session was adjourned at 12:50 
p.m.) 


Wednesday, October 2 
Third Session—Wednesday Forenoon 


of the most interesting sessions that 
we have had in many years. We have 
a full program; it is going to take 
ome time to cover it; but with your 
delightful co-operation—which we al- 
ways have we will try and get 
through as rapidly as possible. 

First on the program is the report 
of the committee on special lines, R. L 
Hanson, chairman He has written a 
splendid report, copies of which have 
been distributed to each and every one 


of you 


Concentrated Retail Selling 


k. L. Hanson I don't want to take 
el much time in going over this report 
ou ive The committee feels, 
ver, that perha] i few words might 
be give ou and be pent on calling your 
ention to one idea us presented in this 
eport, that is the idea of selling on the 
rt of the wholesaler The original idea 
wa conceived and ha been worked out 
! ome detail by Mi MecPherrin, of 
Bauer & Black who ha the details of 
the plan and will be very glad to present 
it to anybody who wishes to Know it. 
Very briefly the idea is a simple one 
ind that s tha eve wholesaler—-and 
ere l am speaking on to the active 
membership—can take i group of inde- 
pendent druggists, put them together and 
in a selling club, if you wish to call it 


that, and do the ame sort of a job that 
the chain store do The wholesaler has 
a great deal of detail work to do in this 


plan, but the results f the wholesaler 
is active and follows through on it, are 
very well worth while We have such a 


plan, such a group in our community 
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We have twelve independent druggists 
who put on a concentration once or twice 
a month on some nationally advertised 
products, with the assistance and the 
co-operation of the manufacturer, and 
we have been having astonishing results. 

Without our realizing it, this group of 
independent stores had a concentration 
recently on an item at the same time 
that a local chain organization was hav- 
ing one on exactly the same item. The 
results were astonishing to everybody in 
that the independent stores sold exactly 
27 percent more merchandise in that ten- 
day period than the chain store did. The 
chain is a good one and does do selling 
jobs. It has to start slowly and takes 
time and a great deal of effort on the 
part of the wholesaler to follow through, 
but we feel in our house, and I have 
talked with other wholesalers who are 
trying this plan, and we believe that it 
has great possibilities in it. 


Helping Retailers Is Profitable 

Our feeling is very simply this, that if 
the wholesaler is to have a group of drug- 
gists to whom he can sell merchandise, it 
is necessary that they be able to compete 
with the types of stores that are spring- 
ing up all over the country. If we can 
help them become better salesmen, bet- 
ter merchandisers, if we can with the 
assistance of the manufacturer show 
them how to do the same job that the 
chain is doing or the syndicate store is 
doing, we nave hope there of having re- 
tailers to whom to sell. 

It might interest you if I take a minute 
longer to tell you one actual experience 
we have had. The clerk in one of these 
stores was able, after it had been in 
force about three months, to buy a drug 
store for himself in a community some 
50 miles from our city. It was a store 
that was practically run down, and al- 
though it had not gone through bank- 
ruptcy, it was pretty near it. He came 
to us, told us that he had enjoyed the 
selling group, that he felt he had learned 
something from it and wanted to know 
if we could help him with merchandising 
ideas of one kind or keep him in the 
group as he felt that he could help him- 
self in his own store in that way. We 
have him in the group. He comes to 
our town every time there is a retail 
meeting and he is pulling that store out. 
Of course, I realize that he has the abil- 
ity and would have undoubtedly made a 
success of it. Nevertheless, there was 
possibly something in this plan that he 
has gotten that has helped him make it 
click. 


Now there are a great many details on 
it which we shouldn’t take the time now 
to discuss with a full program, Mr. Mc- 
Pherrin is in the convention and T know 
is willing to talk to anybody, and T wish 
to assure everybody if there are anv 
questions at any time that IT can answer, 
I will be very glad to do so. 


Mr. Manth, of Fort Wayne, and a few 
others who are here have as many ideas 
on it as I have, but we will be very glad 
to talk with anybody who is interested. 


(The full report of the committee on 
special lines was as follows.) 


Special Lines 


Previous reports of your committee on 
special lines have eenerallv§ discussed 
specific articles or lines that could he 
classed as snecial. Last vear’s very able 
report, however, by Frank Anderson, of 
St. Louis, set un a series of definite ques- 
tions on such lines and suggested 
formulae to be fo'lowed in order to ar- 
rive at the definite costs of such items. 
with the added recommendation that 
further studies be made. 


With the ranid changes that have been 
occurring during the past vear in the 
drug industry. it seemed best to vour 
present committee not to follow either 
course, but rather to revert to a more 
general discussion and offer certain idess 
that might be of use and assistance to 
specific houses, to a eater or lesser ex- 
tent depending on their particular set-up 
and methods ef handling those items 
which did not completely fall into set 
grooves. 

Investigations show that practically a'l 
of our houses are taking on special lines, 
additional merchandise, which, although 
related to the drug field, does not entirely 
fit the routine of average sundry depart 
ments. Such stock needs very eareful 
scrutiny and must necessarilv he handled 
differently from the regular lines. 


Lessons in Department Stores 


Your committee feels that in this field 
much can be learned from the department 
stores, which, for a lone time, have been 
experts in handling this tyne of mer- 
chandise and have understood with ex- 
perience how to set up the necessary ma- 
chinery to handle it This is particularly 
true in the keeping of records, the 
watching of overstocks, the ability to 
recognize quickly the item or items which 
are selling less promptly, the preparing 
of careful sales camn: ns to move these 
goods, and the proper avoidance of those 
tag ends of stock that very frequently 
contain all the profits of the house, and 
which become increasingly difficult to dis 
pose of as time passes Proper control 
discovers these questions early enough to 
permit quick and efficient handling. We 
therefore, recommend to our variou 
houses that those carrying merchandise 
of this character directly approach de 
partment executive ind thus ob 
tain what and guidance they 
ean on this prob'em. 

Your committee does not feel that it 
ean properly or efficiently lay down gen 
eral rules to be followed, since the typ 
of merchandise handled, the methods em 
ployed and the entire procedure may be 
so different that the solution must 
sarily rest with the individual 

Of far greater concern, however, is the 
increasing necessity for the service whole 
saler to create among his customers a 
more intelligent, alert group of inde- 
pendent druggists, and to assist them in 
every way possible to become greater 
forces in their community) better mer- 
chandisers, and more aggressive mer- 
chants Only by having such a militant 
up-to-date and keen group can the inde 
pendent retailer and, therefore, the set 
vice wholesaler, hope to survive the ever- 
increasing competition of all kinds. 


stock 
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best method of forming 

which has come to I 
attention, is the selling group idea 
recently devised which seems to contain 
all the features necessary for producing 
the energetic retailers we all need. — 

We must realize that selling is no 
longer only a question of cut prices, but 
must include proper store management, 
better control of clerks and instruction 
in proper merchandising habits. ' 

Unfortunately, less than 20 percent ot 
the independent druggists can be con- 
sidered as good merchants or as_ being 
capable of learning how to become better 
merchandisers. We feel that it is very 
definitely one of our activities, aS service 
wholesalers, to increase this percentage. 

Until we have more adequate means of 
developing the potentially good retailers, 
we have in the selling group idea a very 
definite starting point and a sure method 
of improving this small percentage of 
druggists. “ 

Good independent stores must establish 
their reputations with the manufacturer 
as valuable sales outlets so that they 
will receive some of the special intensive 
selling advantages now limited largely to 
chain store organizations. Up to the 
present time, with a few rare exceptions, 
the chain store group in any given city 
has been the group with which the manu- 
facturers would operate intensive sales 
plans. 


The 
force, 
tee’s 


Selling Ability Lacking 

This, we suppose, is perfectly natural 
because, heretofore, chain-store organiza- 
tions were the only ones who had_ proven 
any selling ability. The manufacturer 
has, therefore, been forced to turn to 
them for all selling effort. This, in spite 
of the fact that there are good inde- 
pendent stores scattered over the country 
which are capable of as fine a selling job 
on any manufacturer’s products as an 
individual unit of a chain store organ- 
ization. 

To quote from 
plan :— 

The sales reputation of chain stores, so at- 
tractive to manufacturers, is the result of 
sales organization of stores, education of sales 
and stimulation of sales clerks. To 
educate and stimulate, the chain 
more money than they save on 
any buying advantages. Good independent 
stores that wish to equal or better the sales 
reputation of chain stores must find some way 
to organize their selling ability and rely on 
their friendly wholesalers for the majority of 
their buying problems. Furthermore, and 
equally important, they must find some way 
to educate and stimulate the store personnel 
and approximate the educational and inspira- 
tional job done on chain store personnel. 


Although the number of independent 
stores that could be brought together and 
interested in a seling group is small, that 
is rather an advantage. A few druggists 
who are ready to become better merchan- 
disers, who are willing to try improved 
selling methods. who are anxious to teach 
their sales people how to merchandise, 
are preferable to a large group which 
contains the weak, backward and lazy 
druggists who are interested in none of 
these things, but are willing just to get 
by. The wholesaler will find that a small 
group of active druggists will co-operate 
and do a finer job than a larger group, 
two-thirds of whom are indifferent and 
have to be carried by the rest. 

The group selling plan, stated briefly, 
is merely the close co-operation between 
the manufacturer of a nationally adver- 
tised product, the service wholesaler, and 
the retail druggists who desire to sell. 
Meetings are held for the store owners 
and for the clerks, which are addressed 
by the representative of the manufac- 
turer, who tells the details of his product, 
suggests how it is to be sold to the con- 
sumer and gives both the store owner 
and the clerk all of the assistance and 
training possible. 

Window displays, counter displays and 
bulletins are sent out by the wholesaler 
sponsoring the group. Follow-up work 
of one kind or another is done to see 
that displavs are properly used and that 
a representative amount of merchandise 
is on the counter prominently displayed 
P.M.s are paid by the store owner to his 
clerks, additional prizes are offered, and 
in every way the same methods are used 
for these independent stores that the 
manufacturers have been utilizing with 
chain organizations for years. 


Plan Is Practicable 


If the wholesaler is wiling to supervise 
it closely, use a great deal of tact and 
diplomacy in his dealings with the re- 
tailers, and devote the additional time 
and energy required, the plan is satisfac- 
tory and workable. At least, the chair- 
man of your committee has found it so. 
He will be more than glad to discuss the 
program with anvone interested. of 
course, everyone will realize there are a 
great many details that must be fully 
understood, but which we have not taken 
the time to present in this report. 

Some few houses have been finding ad- 
ditional outlets for other types of goods 
We do not have specifically in mind such 
merchandise as liquor, radios and refrig- 
erators, these are more complex in 
nature and the various State laws and 
local situations in each community play 
a large part in determining the success 
of such departments 

We have in mind 
stressing industrial 
plies, cleaning materials, 
ilar items, the majority of 
k and are profitable 

These can be sold to 

public buildings 

s, institutions and other outlets which 

no way interfere with regular drug 
or with the retail druggist, who 

a rule, has not been getting this type 
of business Competitors in this field ars 
chemical houses, janitors’ supply 
laundry and dry cleaning supply e 
nies and dairy jobbers. 

It must be borne in mind, of 
that elling to the industrial trade does 
necessitate stocking some handise 
that would ordinarily be carried by a 
wholesale druggist This additional in 
ventory, however, need not be very large 
For example, one member of the 
N.W.D.A. has added only 7 percent to his 
inventory, with additional sales repre 
senting over 6 percent of his total volume 
last year. The gross profit on this vol- 
ume was about 22 percent and with a 
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credit loss of 0.93 
this department. 

Although two additional salesmen are 
employed to cover a territory resembling 
in general outlines that covered by the 
drug salesmen, the additional business 
can be carried, if properly managed, 
without any increased warehouse or la- 
bor expense. This member has found 
that the employes in the various depart- 
ments can absorb the additional volume 
without difficulty. The department, 
therefore, assists in carrying the over- 
head, the cruising expense of the sales- 
men being the only additional item. 

Your chairman wishes to express his 
sratitude to Mr. John W. MePherrin in 
the preparation of this report and_ his 
hope that something in the above report 
will not only be of interest, but of actual 
service to our members, and that the 
ideas set forth here will be of value and 
profit to them. 


percent on the sales in 


President Mayer: Is dis- 
cussion of this report? 

I want to apologize to you for I for- 
got to announce my associate here, or 
rather present him to you. Going 
through my mind still is “Cheek to 
Cheek” that I helped the orchestra 
direct last night, and there is quite a 
difference on one’s nerves between di- 
recting an orchestra and _ presiding 
over this meeting the next morning. 
This is Harold Boeschenstein, gentle- 
men, chairman of the manufacturers’ 
group. 

I will ask, Mr. Boeschenstein, 
you please forgive me. 

Is the fifth vice-president, Charles 
Bergman, of New York, in the room? 
Will you kindly come up, Mr. Bergman, 
and assist in the conduct of this meet- 
ing? 

(Mr. Bergman took a 
platform.) 

President Mayer: Mr. Bergman, our 
fifth vice-president, gentlemen. 

We will next have a splendid report 
by a man most of you know like you 
know Dick Hanson. Salesmen and 
selling methods is all he knows—Bob 
Trunk. He is the chairman. 

R. L. Trunk: Your committee on 
salesmen and selling methods has writ- 
ten a very lengthy report, and I am 
sure you don’t want to have me take 
the time to read it at this time. How- 
ever, to those of you who are interested 
in reading it, I commend it very highly 
on the part of the committee, because 
it has attempted to contain some very 
definite essentials and fundamentals, 
particularly in the times as they are 
today. 

There 


there any 


that 


seat on the 


are also other thoughts ex- 
pressed in this report that we believe 
very essential not only for a whole- 
saler but particularly as they pertain 
to manufacturers and to retailers. We 
want to thank you for your support. 

The report of the committee was 
as follows: 


Salesmen and Selling 
Methods 


report that your 
will have to include the many 
suggestions and plans reported 
former committees on 
methods. In addi- 
No. 14 contains 
Your chair- 


Any committee may 
present 
worthy 
previously by 
salesmen and selling 
tion to these, Bulletin 
valuable data in this respect. 
man recommends that the report of the 
committee of last year be reviewed by 
all because of its many worthy sugges- 
tions and illustrations that are even more 
valuable today in the present status of 
the retail drug business. Many of the 
points previously suggested are worthy 
of consideration and study and should be 
repeated here, but to save time they will 
be briefly touched upon in this report. 

The basic fundamentals of selling 
methods have been elaborated on in all 
previous reports. Some of these have 
stressed the personality and the ability 
of the men, the best use of the salesmen’s 
time, the limitation of territory, the plan 
of compensation and character of work 
to be done, ete. These fundamentals 
need further and greater study, due to 
ever increasing competitive conditions. 

Tnder present conditions, changes are 
taking place with greater rapidity than 
ever before and swift sales action must 
follow. We have the ever new and dif- 
ferent presentation of drug merchandise 
and widely varied selling procedures. 
numerous legislative enactments are being 
constantly sought, rejected, revised or de- 
clared unconstitutional, Confusion re- 
sults and we are sometimes too easily 
influenced and adopt drastic changes or 
about-face methods on established policies 
without careful consideration 

An automobile may have “Free Wheel- 
ing,’’ “Knee Action,” and even be “Stream 
Lined,” yet the basic fundamentals of 
the engine, gears, and other parts seldom 
change. 

It is, therefore, necessary in times like 
these, to study and know the basic funda- 
mentals and not to discard these too 
quickly for questionable procedures An 
active, growing business needs to change, 
but always along constructive lines, 

There are three points which will 
many perplexing sales problems . 

1. Potentials. 

2, Classification. 

Selling Time. 


solve 


problems 


approach to these 
ean be through the existing potentials of 
the territory How shall these be de- 
termined? May your committee make the 
following suggestions :—List all the vari- 
ous drug stores in the territory and de- 
termine their daily sales with the utmost 
and the greatest possible correct- 

Credits, direct buying, agency 
prices, ete., should not influ- 
ence analy The only exceptions 
should be those stores that are usually 
supplied by their own warehouse or whose 
orders are placed through a central buy- 
ing office. After listing these stores and 
determining their approximate daily sales, 
the potential sales possibilities can then 
te established. 


Our first 


care 
ness 
stores, cut 
this 


Let us presume that the store is aver- 
age, doing a general drug business and 
not dependent on volume to one large 
department, such as soda, lunches, or 
tobaccos. Determining the sales of this 
store to be $50 per day, we then find its 
purchasing possibilities by the following 
formula :- 

Multiply the daily ten. 

This gives the potential wholesale pur- 
chasing power of that store. This is ar- 
rived at as follows 

The purchases of the average drug 
store are approximately two-thirds of its 
sales. This amount is needed to replace 
merchandise of all descriptions sold. 
These purchases include merchandise 
bought direct and usually items which are 
not bought from a drug wholesaler—such 
as cigars, magazines, candies, fountain 
needs, etc. In order to compensate for 
these purchase, it is reasonable to pre- 
sume that half of the purchases of a drug 
store can be made from the wholesaler. 
If this is true, then a store selling $50 
worth of goods per day will need half 
of their entire purchases or $16.50 per 
day, which is approximately $500 per 
month. 

This same formula can be applied to 
a drug store of any size, $30 per day 
in retail sales, averaging purchasing pos- 
sibilities of approximately $300 per 
month, ete. 

After the potentials of the territory 
are known and a comparison is made be- 
tween different territories a salesman’s 
volume potential is established. 

The next factor is the type of mer- 
chandise sold, determined by classification 
of sales. " 


sales by 


Classification of Sales 


It is essential that all sales should be 
classified in the house according to vari- 
ous gross profits earned. This classifica- 
tion determines the extent of salesman- 
ship being put forth, and the class of mer- 
chandise various accounts are buying, it 
helps determine the buying and selling 
habits of retailers, and constitutes the 
best basis of compensation for salesmen 
where a commission form of compensa- 
tion is used It is just as important for 
a who'esaler to sell profitable merchan- 
dise as it is for a retailer, and in this 
very important phase of the wholesaler’s 
business he may be of great service to 
the retailer. With price competition more 
drastic since the demise of NRA, it is 
becoming increasingly necessary that re- 
tailers divert a larger part of their busi- 
ness into more profitable sales so that 
they may earn an adequate gross profit. 
Therefore, the classification of sales be- 
comes a valuable aid to every salesman 
and if he is paid on a graduated com- 
mission basis, it gives the salesman more 
intimate knowledge of his and his cus- 
tomers’ business. 

Selling time is most valuable, and the 
use of this time is most worthy of study. 
Therefore, selling time must be carefully 
planned and balanced so that the best re- 
sults are available and oversight or 
neglect of certain items minimized. Since 
the various items sold by the salesman 
of a drug wholesaler fall into very dis- 
tinct classes, it becomes obvious that the 
activities of each month should be care- 
fully planned according to the classifiea- 
tion of items. These divide themselves 
generally into: 

1. Major items. 

2. Seasonable items. 

3. Everyday necessities. 

4. Specialities. 

1. Major items would include pharma- 
ceuticals, chemicals, surgical dressings, 
bottles, rubber goods, stationery, cigars, 
candies, ete. In other words, items sell- 
ing throughout the entire year, in demand 
by all drug stores, and constituting a 
large volume of sale. 

2. Seasonable items 
the name suggests. 

3. Everyday necessities are those 
which are not major items, but are in 
daily demand. These are very likely to 
be overlooked. 

4. Specialities are principally sundry, 
novelty, or style items, most of which 
are sold for a short time only, but yield 
a good gross profit if stocks are up-to- 
date and interesting. 


are those which 


Each month’s sales activities should be 
so planned as to include concentration 
on the sale of at least one major line, the 
seasonable items of the month, a number 
of everyday items on which retailers’ 
stocks are to be checked, and _ several 
specialty items that most stores can sell 
at a profit. By concentrating on sales of 
a definite group of items like these men- 
tioned, the attention and time of each 
man can be used to a better advantage, 
with the result that sales will increase, 
if planned in advance throughout the 
year, a good selling job can be accom- 
plished, Usually, salesmen are given too 
many items to sell, with the result that 
interest is so divided that good results are 
doubtful. It is better to concentrate on a 
limited number for a definite period than 
to try to sell everything and result in 
selling very little. 

The wholesaler’s sales problem is abso- 
lutely dependent upon the retailer’s sales 
problem. The opportunity for sales are 
in direct proportion to the retailer’s ability 
to sell. If this is a fact, then the 
thoughts of the sales manager and the 
salesmen should be of a retail nature. 

To gain the confidence of the retailer 
and to further his, as well as our own 
interests, this retail sales problem must 
ever be kept in mind by the buyer when 
goods are bought, by the manager 
when selling information is given, and 
by the salesman in all his contacts. Sales 
information, size of deals, resale price, 
gross profit and the salability of the item 
should always be considered from a re- 
tailer’s viewpoint. 

Problems Are Mutual 

The retailer’s problems of display, store 
traffic, service, salesmanship, turnover 
and keeping of adequate records are all 
part of a wholesaler‘s problem 

The recognition of these facts and the 
corresponding possible answers to these 
problems should be given to salesmen at 
all meetings and at other advantageous 
times. The retailer must be a better mer- 
chant to succeed. This is the greatest 
problem in the sales departiment. 

The survey of the United States De- 
partment of Commerce made on_ the 
“Causes of Failure Among Drug Stores,” 
gives poor management and improper 
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records as two Major causes. Every sales 
manager must recognize this and so in- 
struct his men to help overcome these 
two factors. 

A drug wholesaler’s salesman can be 
of great help to his accounts if he as- 
sumes some of the duties of a chain store 
supervisor. In most cases, the duties of 
such a supervisor consist in the physical 
inspection of the store, checking on dis- 
plays, windows and interiors, following 
through on sales plans and general as- 
sistance in the operation of the store. 
This may be gained through his own ex- 
perience and augmented by knowledge 
obtained from headquarters. 

Salesmen are in a favorable position 
to assume some of these duties in an ef- 


fort to become of greater assistance to 
their customers. It is the success of his 
customers that makes his own success 
and that of the house he represents. It is 


to his benefit if the account buys within 
or up to its proper limitations and ex- 
erts effort on profitable items. Due to 


a salesman’s contact with manufacturer's 
representatives at sales meetings, to- 
gether with the knowledge he obtains 
from his sales manager, he should be in 
a position to materially aid every ac- 
count. His contact with other stores in 
the immediate vicinity, their success with 
items, displays, sales efforts, etc., all help 
him stimulate and inspire all of his ac- 
counts. 

Selling information must be 
because of its voluminous nature. 
rent deals and changes should be 
frequently and speedily, and careful 
low-up reminders should be given at fre- 
quent intervals so that attention is not 
diverted. As advertising obtains its 
greatest benefits by repetition, so sales 
information and reminders will give this 
same benefit. 

Sales information should be furnished 
to the salesmen in the same language 
that the retailer uses in selling his trade. 
The statements regarding the dealer’s 
price, profit, and other advantages should 
be short and concise. The real motive 
behind sales information should be more 
sales to consumers. Therefore, informa- 
tion on the selling points as they apply 


condensed 

Cur- 
issued 
fol- 


to the consumer, suggestions as to dis- 
Plays, location of these displavs, signs, 
price, companion sales, turnover, and 


possibilities should all be embodied in the 


bulletin. Write them in the retailer's 
language. 

The average drug wholesaler’s sales- 
man is a man with more than average 
knowledge and training. In most cases 
he has served as a pharmacist or has 
grown up in the wholesale house itself 
His knowledge extends over the wide 


variety of merchandise and he is well ac- 
quainted with its uses, manufacture, 
styles, sizes, salability, price and free of- 
fers, and other sales inducements. Such 
a man becomes a valuable asset to any 
house, particularly when he possesses a 
combination of personality, enthusiasm, 
vision and a keen personal desire to suc- 
ceed. 

The necessary spark to keep such a 
valuable human mechanism aggressive, 
interested, and enthusiastic must be sup- 
plied by the sales manager with more 
than just the presentation of new mer- 
chandise, current deals, and comparative 
quotas. The necessary spark must be 
ideas. Ideas that they, in turn, can give 
the retailer. Never should a new item be 
presented unless accompanied by an idea 
as to how to display it and present it to 
the retail trade. Important talking points 
should be furnished, also the sales pos- 
sibilities of the item. 

Therefore, at every call, the salesman 
should be equipped to give information, 
have it applied and kept in action. He can 
only do this by first winning the confi- 
dence of his trade, by selling them on his 


sincerity of purpose and ability to help 
create sales. Window displays can be 
governed to a great extent by a sales- 
man’s urging and suggestions, and store 
arrangement and displays can be im- 
proved. Salesmanship may be greatly 
encouraged and sustained effort may be 


maintained by his energy. 


A sales manager can be an important 
stimulus to the making of successful 
salesmen. Sales managers should stress 


at all times to their men the idea of “The 
Multiplied Man.” In every territory there 
are a certain number of sales people 
meeting their trade daily. Clerks and pro- 
prietors who are actually engaged in 
selling, form a potential of the ‘“Multi- 
plied Power” of every salesman. It is his 
obvious duty to so present his merchan- 
dise that all become imbued with the de- 
sire to sell, and if he can enlist the sales 
help of many, his own efforts are vastly 
increased and he becomes a “Multiplied 
Man.” “Multiplied” by the number who 
have accepted his sales enthusiasm and 
who have the ability to apply sustained 
selling effort The greater the co-opera- 
tion, the greater the sales. It then be- 
comes easier to sell because the dealer’s 
needs are multiplied due to the increased 
selling effort. The establishment of store 
quotas, in conjunction with the proprie- 
tor’s assistance and consent, is valuable. 
The keeping of records as to the progress 
of the store is of vital importance, 


Modernization of Drug Stores 

Today, as the model T Ford is gradu- 
ally vanishing from the streets and is be- 
ing replaced by the Ford V-8, so must 
the “model T’’ drug store be replaced by 
the 1935 model. Just as the drug store 
found it advantageous to add additional 
lines of merchandise, today other busi- 
nesses are adding drug and drug sundry 
merchandise Today distances are short- 
ened due to good roads and automé 
and the larger markets are more access- 
ible to the rural and suburban popula- 
tion. Today retailing is more competitive 
than ever before, and this competition 
will increase, rather than decrease. The 
amount of available consumer dollars is 
than in times past, and the number 
of retail outlets are increasing rather 
than diminishing. The character of com- 
petition is becoming more keen due to 
national advertising, cut prices, improved 
properties, selling of drug store commodi- 
ties by other businesses, shortening of 
distances by improved transportation, and 
increased knowledge by consumers, due 
to education, advertising and radio. The 
retail druggist of tomorrow must be as 
different as the drug store of today dif- 
fers from that of the past generation. 
Every retailer, to keep his store up-to- 
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date and competitive with the large out- 
lets, should convert a certain portion of 
his investment into items that are new, 
seasonable, profitable :—merchandise that 
offers immediate sales possibilities and 
probably will have to be reordered with 
caution, due to change in buying trends 
This part of his investment should be 
used as a revolving fund; that is, con- 
stantly being reinvested in newer mer- 
chandise. By segregating this part of his 
operating capital, it becomes possible to 
avail himself of new merchandising be- 
ing offered, without it actually becoming 
a fixed investment that slows down 
turnover or causes dead stocks. 

If poor judgment has been used on 
some of this investment or items have 
failed to sell through, he should immedi- 
ately take the loss and _ replenish this 
merchandise fund. This portion of his in- 


vestment can also be used to keep his 
windows attractive with the latest mer- 
chandise. It also furnishes the clerks in 


the store added incentives to sell newer 
and more profitable merchandise. In sell- 


ing this idea, the wholesaler’s salesman 
can almost be the custodian of this fund 


and sell all replacements needed. 
Larger competitors, substantially fi- 


nanced and properly managed, are today 
entering the retail fields, even in the 
smaller towns. Such competition must be 
met with and successfully combated in 
order that the wholesaler may remain in 


business. This can only be accomplished 
through enthusiastic salesmanship and 
accurate accounting, plus conservative 


planned buying with a correct turnover 
of stock. No one can be of greater as- 
sistance than the salesman, but he must 
be given the knowledge and present the 
facts. Retailer accounting, as well as 
proper sales records, can be greatly 
helped by the salesman’s interest and it 
is here that the definite worth of a sales- 
man’s assistance can be quickly deter- 
mined. He should assume the_ sales 
manager’s position in his territory and 
direct his efforts to the retailer's benefit. 

Experience has taught that many re- 
tailers have a great attraction for buying 
and pride themselves on being good buy- 
ers. The old slogan, “Goods well 
bought are half sold,”’ is not as effective 
as its able substitute, ‘Goods all sold 
were well bought.’’ Our salesman, as well 
as our accounts, should at all times stress 
one of the greatest thoughts in retailing, 
namely, ‘“‘Keep selling foremost.’ Retail- 
ing is principally a business of selling. 
Sales lost today are lost forever. No 
profits are earned until the register rings. 

It should be the salesman’s thought 
to convert his sales into the sales possi- 
bilities of every retail account, namely, in 
selling a gross of an item to illustrate the 
possibility of one hundred and forty-four 
sales, the gross profit available and quick 
turnover if broken down to the number 
of sales people. ‘‘Nothing sells merchan- 
dise like merchandise.”” A phrase packed 
with truth and based on experience. 
Therefore, it becomes the salesman’s duty 
to constantly stress the selling conscious- 
ness to all proprietors and clerks. 

As stated in last year’s report, the 
chain store has an approximate advan- 
tage of 3 percent in buying. It becomes 
obvious that a dealer’s thoughts should 
be divorted from a 3 percent advantage 
and his sight raised to a much higher 
percentage that is obtainable from a sell- 
ing consciousness. Any chain operator 
will admit that the most difficult com- 
petition always comes from a progressive 
individual operator. 

Selling factors are so vital in the busi- 
ness that they need the retailer's atten- 
tion much more than buying. 

Selling factors include modern store 
fronts and attractive window displays 
that feature competitive priced merchan- 


dise; these must be the store’s attrac- 
tion from the outside. Interior displays, 
price tickets, departmentization, cleanli- 


ness, correct lighting, quick service, com- 
plete stocks which minimize lost sales, 
coupled with intelligent, constructive and 
suggestive salesmanship, are all essential 
to success. These are the requisites. 
With them a merchant will progress; 
without them trouble appears, either soon 
or in the near future. 

Legislation brought NRA code prices, 
which proved fairly successful but unjust 
in many instances, due to direct selling 
with increased profits to direct buyers. 
Today, agitation is for fair trade bills or 
junior Capper-Kelly bills, which again 
promise advantages in that they attempt 
to stop low price levels on national de- 
mand merchandise. 

Is legislation the way out? 

Are we dependent on the lawmakers to 
regulate our business so that profit and 
employment results? 

Surely, there must be another way out. 


Let Us Sell Our Way Out 


In using the quotation, ‘‘Let us sell our 
way out,’”’ we may find a solution. While 
competition may be offering prices below 
costs and featuring nondescript merchan- 
dise, there comes a time when this com- 
petition must cease, due to competition 
of its own kind. The correct answer, no 
doubt, is in selling—selling by independ- 
ent stores which today still control 75 
percent of the total drug store sales, 71 
percent of the drugs and patent medicine 
sales, and 77 percent of the toilet article 
sales. 

If the combined selling strength of this 
group were given to the national adver- 
tisers (who are making many sales pos- 
sible through advertising and meritorious 
products), plus constructive policies even 
if need be at low cut prices to convince 
these manufacturers that the independ- 
ent store is their best market, certain 
steps probably would be taken to divert 
business to this group. 

Due to activities of this nature, the 
sales of drug items can again be di- 
verted back to the drug store because 
they can be on an equal competitive basis, 


and they have the business initiative to 
further the sales. Selling activity of this 
nature will soon discourage the non- 
descript item or the loft manufacturers 
and will place the retailer in a_ more 
favorable position with the public he 
serves. The result is that he sells his 
customers what they know and what 


they want, rather than attempt to influ- 
ence them by price, size, and pressure 
selling, which never builds good-will. 
Mass production has cut the price of 
many commodities to such new lows that 
consumption and sales immediately in- 
creased to unbelievable quantities. With- 





out doubt, restricted distribution and 
stabilized prices are the way to mass 
selling for the wholesaler. Certainly the 
time necessary to sell nationally known 
merchandise is greatly reduced while the 
time for presenting long profit merchan- 
dise is not. The dealers buying and fea- 


turing the same merchandise will have 
less sales resistance and have in stock 
those items that are nationally adver- 
tised and in demand. 

The selling merchant, while he may 
be working at a reduced rate of gross 


profit for the present, is directing his ef- 


forts towards sales of profitable mer- 
chandise that gives satisfaction and 
builds repeat sales, rather than gives 


inflated profits and doubtful results. Sell- 
ing and sales co-operation is the way 
out, coupled with the desire to distribute 
through regular channels. 

In the past when only a few national lines 
were on a stabilized basis, the wholesaler 
could not compete with other wholesalers 
or even the manufacturers themselves. 
His problem was to find long profit mer- 


chandise on which he could realize a 
profit and adequately compensate his 
salesmen. Today we find manufacturers 
limiting their distribution, stabilizing 


their prices, and presenting their mer- 
chandise in offers to meet present condi- 
tions along with merchandising set-ups 
to help the dealer sell through. 

These procedures will help increase 
sales and prevent diversion of sale to 
those outlets that in the past depended 
on drastic cut prices for their volume. 
Therefore, it is advisable to support those 
manufacturers that have blazed the trail 
by stabilizing of their merchandise. The 
salesman must appreciate the fact that 
today he can sell on the same basis as 
his competitors, even the manufacturers 
themselves. This, provided that he de- 
votes his time and efforts to these items 
and sells the retailer not only on_ the 
merchandise but also on the policy of the 
manufacturer. The salesman should en- 
courage the displays and sales promotion 
of these items in stores, advancing the 
same arguments of the little sales resist- 
ance on the part of the public, and also, 
the willingness of the public to buy where 
this merchandise is stocked and recom- 
mended. 

A salesman concentrating on these 
stabilized items will soon find that his 
efforts in selling some of his trade will 
encourage others to buy because no re- 
tailer can afford to have his competitor 
feature merchandise that he does not 
have in stock or feature. This is especi- 
ally true when it yields a profit, and 
offers great salability and a good turn- 
over, besides adding to the completeness 
of his store. No great length of time 
need be spent, no great credit risks need 
be involved, and no high pressure sales 
methods need be employed. 

All it takes is an adequate presentation, 
a careful explanation of the sales possi- 
bilities and a thorough follow through. 
This will save time and retain a good 
volume with reasonable profit. This sell- 
ing phase should be encouraged and def- 
inite assignments insisted upon for each 
salesman in order to assure success for 
the house and the manufacturer who is 
so willing to co-operate. 

Restricted selling and stabilized prices 
are very important trends entering our 
business, and every effort should be made 
to help them succeed, and the plan ac- 
cepted by other manufacturers. It is 
probably in this way that we may over- 
come the necessity of legislation to con- 
trol price situations. 

It may be a way to mass selling with 
decreasing sales expense and also the 
diverting of volume to the wholesaler 
where it rightfully belongs, and to the 
independent merchant who still can give 
the greatest distribution to any manu- 
facturer. 

Selling is creative work and needs con- 
stant thought and sustained enthusiasm. 
It is as new as the day and just as whole- 
some. Selling is promotion, which is just 
another word for encouragement or to 
help forward. Stimulate selling desire 
through curiosity and appeal; through 
constructive selfishness of possession. 

Selling keeps the wheels turning and 
stimulates employment—creates happi- 
ness and furnishes ease and comfort to 
many. 

What would happen ff all selling activ- 
ity should cease? Where would we go 





if no one aroused our desires to want, 
to possess, to own? 
The successful salesman Is a_ success 


because he has been able to sell some- 
thing to someone else, probably both 
buyer and seller prospering. 

The successful business will always be 
that business that sells the right thing, 
at the right time, at the right price. 

We are all buyers, waiting to be sold. 
Let those of us in the sales department 
be ever conscious that sales are the life 
blood of the business and that the more 
we sell the more we can buy. 


(Fifth Vice-President Bergman took 
the chair.) 

Chairman Bergman: Is there any dis- 
cussion or question to ask in reference 
to this report? If not, I believe it will 
take the usual procedure and be re- 
ferred to the board of control. 

(President Mayer resumed the chair.) 

President Mayer: I am going to have 
a little innovation now. The drug in- 
dustry’s official representative at large 
is in the room. You all know him; we 
all love him. Come up here, Sam 
Henry. Samuel C. Henry. 


Remarks by S. C. Henry 


Samuel C. Henry: It is a real privilege 
for me to be given the opportunity to 
speak to you briefly this morning. I 
shall prove the sincerity of that state- 
ment by the brevity of my remarks, 

If any excuse is necessary for my in- 
trusion upon this gathering, let me offer 
justification of the fact that I have at- 
tended so many meetings of the N. W. D. 


A. during the past quarter of a century 
or more that when the call is sent out 
for a meeting, I just find it impossible 


to resist the temptation to pack my grip 
and join you men in the deliberations that 
concern the welfare not only of your own 
branch of the industry but of the entire 
industry. 

Then, too, Mr. President, this associa- 
tion is not wholly blameless in the mat- 
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ter. It has persistently elected to the 
office of president men whose friendship 
I have cherished through the years. This 
year it happens to be Kiefer Mayer; last 
year it was Henry Faxon. So I might 
go down the list on through the years and 
mention the men whose friendship and 
confidence I have enjoyed and with whom 
I have found it a privilege co work. 
Pursuing the custom of many years’ 
standing, I have followed the work of 
your officers during the past year, and I 
think it is fitting for me to say to you 
that under the leadership of Kiefer Mayer 
and the intelligent and efficient work of 
your executive vice-president and sec- 
retary, E. L. Newcomb, this association 
has done a fine job in every respect, but 
particularly with respect to the State fair 
trade 


‘ act. That is the one thing upon 
which I will dwell just for a few mo- 
ments and then allow you to proceed in 
an orderly fashion. 


My friends, if there is one subject upon 
which I am perhaps qualified to speak, 
it is fair trade legislation. For twenty 
years that was my hobby, instead of 
golf, as many of you men enjoy. I worked 
with members of this association and 
others in an effort to secure Federal 
legislation of the character of the State 
fairtrade act. It is true that we did not 
succeed in having the legislation enacted, 
but I want to take a moment to say to 
you that anyone who criticizes the work 


that was done during those years or 
makes light of it simply doesn’t under- 
stand the situation. 


Experience With Congress 


I happened to be one of the witnesses 
at the first hearing on any fair trade bill 
introduced in the Congress of the United 
States. [ know that we had a com- 
pletely hostile interstate and foreign com- 
merce committee of Congress. I went 
through that session after session, until 
we finally had the approval of the inter- 
state and foreign commerce committee, 


We finally had the bill, no matter how 
much it may have been doctored ; the fact 
remains this, the lower house of Congress 
passed the bill. It proceeded then to the 
senate and in the face of the opposition 
of the chairman of the interstate com- 
merce commission of the senate, we did 
succeed in getting a favorable report from 
the committee. Anyone who canvassed 
the members of the senate, as I did, and 
others did, can say to you with con- 
fidence if we could have brought that 
bill to a vote in the senate at that time, 
we would have succeeded in having the 
legislation enacted. So, my friends, it 
isn’t fitting that anyone should criticize 
that work through the years, and we 
did pave the way for States fair trade 
legislation. 

Now that brings us to the real issue 
before us. My friends, this fine, new 
shining implement that has been placed 
in our hands to remedy many of the 
defects with which you and others have 
to deal and contend, places upon us not 
only a privilege and an opportunity, but 
a grave responsibility. If we allow greed 
and selfishness and unbridled fanati- 
cism to control us in the shaping up of 
rules for the enforcement of fair trade 
legislation in the States, many of us will 
live to rue the day that any State legis- 
lature enacted such laws. 

The responsibility is upon your shoul-- 
ders and ours throughout the industry to 
see that the rules by which this game js 
played shall be fair to the manufacturer, 
to the distributor, and finally to the con- 
suming public, and unless we so order 
the methods and the rules whereby these 
laws are to be carried out and never 
lose sight of the consuming public, the 
consumer who is the final word with re- 
spect to merchandise that passes from 
the manufacturer to the wholesaler, re- 
tailer, and on to the public, unless we 
kep the consumer’s interest in mind, and 
so regulate any plan, any scale of prices 
we have so that the consumer will be 
found not opposed to such legislation, 
we are going to have a great reversal of 
public opinion, 


Industry Must Take Charge 


My view is that the time has arrived 
for the drug industry to take control of 
this situation. I know that your presi- 
dent sees the matter clearly and knows 
what should be done. I know that Dr. 
Newcomb does; he is thoroughly fa- 
miliar with it. The work they have done 
is worthy of the commendation not only 
of the wholesale group but manufactur- 
ers and retailers throughout the country. 
If the drug’ industry, starting perhaps 
with the N.W.D.A. convention here as- 
sembled, will proceed to formulate plans 
and methods whereby all interests will 
be served, prices regulated as_ they 
should be from the manufacturer down 
with an eye single to the willingness and 
the ability of the public to pay, we will 
do a great job for the industry. 


I believe, my friends, that the time has 
arrived for us to do that thing, and I am 
sure while you will be subjected to criti- 
cism when anyone here attempts to do a 
fair job in a fair way, far more criticism 
frequently than of the one who attempts 
to do it by other methods, the fact re- 
mains that we need not worry ourselves 
about criticism so long as we know we 
are doing the right thing. 

I should like to see something started 
here in this convention to carry out a pro- 
gram of that kind so that we may not 
only have the commendation of the in- 
dustry but of the consuming public in the 
ten States in which such laws have been 
enacted, and that of itself will bring 
about the enactment in the other States, 
and don't lose sight of the fact that you 
must eventually, in order to work this 
thing out smoothly, have what we at- 
tempted to get for so many years, and 
that is Federal legislation. And when you 
have accomplished that, if the first step 
is take discreetly and intelligently, the 
second step will naturally follow and then 
vou will get fair trade legislation by the 
Congress of the United States that will 
put the industry on its feet. 

Mr. President, may I say to you that 
it has been a privilege to have some con- 
tact with you through the year of your 
presidency. I hone it has been a pleasant 


vear to you, sir. I know it has been a 
profitable one to the association. And, 
finnily, IT express the hone that this con- 


vention will prove. as its forerunners 
have, of value to the industry as a whole 
and that the N.W.D.A. may proceed on 
its way in the same spirit with which it 
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Agar Agar, Whole, Cut, Ground or Powdered 
Genuine Russian Mineral Oil 
Extract Witch Hazel 












COD LIVER OIL, NORWEGIAN 


“Three Fish” Brand — fine Norwegian Oil, biologically tested and guar- 
anteed high in Vitamin A and D content. Quotations for quantities or for 
contract upon request. 






ALMAY COSMETICS 


Almay Cosmetics comprise a complete line of non-allergic beauty preparations 
made according to perfected formulas. They contain none of the known common 
irritants which may prove harmful to certain sensitive individuals. They are 
accepted for advertising by the American Medical Association, approved by 
leading allergists and dermatologists, and are recommended by experienced 
beauticians. The Almay line is complete. It includes creams, lotions, powders, 
and rouges, in a variety of shades either perfumed or unscented. 










Schieffelin & Co. are the sole agents for the States and Canada. Write for 





quotations. 














180 VARICK STREET 


Schieffelin & Co. 


ESTABLISHED 1794 16-26 Cooper Square NEW YORK, N. Y. 
SERVICE WHOLESALE DRUGGISTS, IMPORTERS 


and Manufacturers of Pharmaceuticals and Specialties 
Importers and Exporters of Drugs, Chemicals, Pure Drugs, Druggists’ Sundries 









DODGE & OLCOTT COMPANY 


SPECIAL INDUCEMENT OFFERED TO BUYERS OF 


Oil Sweet Almonds 
Olive Oil, ‘‘Elvera’’ Brand, Virgin Spanish 
Olive Oil, ‘“‘Lucca’’ Cream, Select Virgin Italian 


PETER MOLLER COD LIVER OIL 


All Peter Moller Cod Liver Oil is protected from the air by an exclusive pro- 
cess throughout all the steps of extraction and bottling. It is bottled in Norway 
under Government Control. Thus it remains as pure and fresh as the day it 
was extracted. Buyers have the assurance af an absolutely pure Cod Liver 
Oil, unsurpassed in taste, color and odor, and of full vitamin strength when 
purchasing Peter Moller’s products. Quotations on request. 


me BEMAX 

Schieffelin & Co. are sole distributors for the United States, of Bemax, a 
natural, highly concentrated vitamin B food. Bemax has been accepted by 
the Committee on Foods of the American Medical Association, and has been 
widely advertised to physicians, and endorsed by them. 

In addition to being one of the richest known natural sources of vitamins B 
and a good source of vitamins G and E, it is also an excellent source of various 
mineral elements and accessory nutritional factors for the high vitamin diet. 


e OLDEsS T DRUG HOUsS E I oN AMERICA e 








NEW YORK, N. Y. 


ESSENTIAL OILS, OLEO RESINS, BALSAMS 
FLAVORS, AROMATIC CHEMICALS, COMPOUNDED PERFUME BASES 


Branches: Chicago St. Louis 


Los Angeles—Boston Philadelphia 


Ever since the inception of this Company it has 
faithfully served the entire wholesale drug trade of 
the United States and through it a complete line of 
Essential Oils and allied products have been distri- 
buted to the retail drug trade of the country. 


The “D & O” label stands for integrity and the 


products sold under it can be relied upon as to 


purity and uniformity. 








We shall continue our policy in supplying the retail 
drug trade exclusively through its wholesale channels 
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in the program were 
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‘ distrt- 
} effor The p ' 
€s¢ mor ’ 
ur dt I 
President Maye) That ou Mi 
] eschenstein 
I there nv a I I not 
take he u co ' ‘ 
ferred to the b ‘ if conti 
| voul like 1 3 } that att 
informa meeting ot le ilé dru 
t Monda fterr I the voted 
Inanimousl that the meeti that 
now in sé ion be continued tl ft 
rnoot nd that we nto an exe 
‘ ‘ ion h mat eturtr 
riend So a tw t thi e! 
on th meetin reconvene I 
irge every manufacture ind eve 
wholesaler to be here We have plenty 
ot chairs 1! tie hotel ind there i! 
plenty of chairs right up here in front 
There will be no tenographic record 
kept: vou can talk freely and express 
your thoughts 
Mr. Geer, are you going to be avail 
ible to assist in the conduct of this 
meeting this morning We will be 
very happy to have the honorary presi 
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dent, A. J. Geer, come up to the plat- 
torm, if he will please. 

We have a delegate with us 
who dodged us on Monday. I see 


today 


sitting back there—Wally Smith, the 
new president of the Associate Chain 
Drug Stores. You all know Wally 
Smith Wally, come up here! He 
one of the fairest-mined men in the in- 
dustry. He stepped on me the other 
day for not giving him an opportunity 
to talk. 


Greetings from the A.C.D.S. 


Wallace J. Smith: I want to apologize 


for being a bad dodger. | tried to dodge 
this duty, and yet one who is a guest 
should do that. 


To be invited to this splendid gathering 


here, this convention, is most enlighten- 
ing to the retail industry. Fred Griffiths 
said we ought to come down and learn 
how a convention is truly conducted and 
sort of guide our actions accordingly. 

has been a pleasure to be here and most 
instructive and enlightening. lam awful- 
ly glad to note that the keynote of the 
meeting today is the most fundamental 
thing within the confines of the industry 
It seems to me that the various elements 


therein just haven't the knack of equitably 
distributing the drug dollar. There 
manufacturer, the wholesaler 
and the advertising manager, and we just 
don’t seem to be able to divide that apple 
so that we all get a fair share. 
we do, I don’t think that the industry is 





going to make the progress that it should. 
expressed 


I have heard here (it is not 
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thought; I 
about 


simply heard it) 
when the various 


my 
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just 
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ments of the industry appoint commit- 
tees from their official association for the 
purpose of meeting jointly in order to do 
that 

I want to apologize for failing to men- 
tion the most important factor in the 
drug dollar, and that is the consumer, and 
we ought to take cognizance of his im- 
portance in that drug dollar I want to 
drop that thought and express my gegrati- 
tude for having the privilege of attend- 
ing Thank you 

President Maye Thank you very 


much, Mr. Smith. We are delighted to 
have you with us 
Is J, S. Norton in 


sponse.) 


the room? (No re- 














Part of the manufacturers’ commit- 
tee work has been the account survey 
We have heard so much about in the 
past veal That work was done at the 
request of the manufacturers’ commit- 
Lee The gentleman who was chair- 
man of that Committee is with us this 
morning. He and his associate Ken 
Laird, have done the heavy work. Ken 
Laird has done the work, or | should 

iy the heavy, and he has handled the 

Kk’ in work 

It affords me a great deal of pleas- 
ire to ask J. T. Woodside and Ken 
neth Laird to come up here to the 
platform and present the N.W.D.A 
recount surveys Mir. Woodside and Mr, 
La a 

Mr. Woodside whispered he had just 
a few words to say first I don’t know 
vhether modesty has got him this 
morning or not 

‘ 
Account Survey 
Wood le I would like to review 
in nt one of the man- 
I mir e¢ nes that took 
‘ / n th At that time, 
e did not } i ind we did not 
\ i trad State iM Manu- 
iT nter ted ! tabilization had 
) ely largely or cor nment or the 

t of refusal to ell ndividual ae 

nt which meant elective distribu 
on 

J elieve today n a majority of the 
State in the Ur 1 State that is still a 
ery ital factor n mainta ng resale 

ee ind) probably vill continue until 

e other law have been passed and 
developed 

In 1932 at thi meeting held in this 
hotel, a number of manufacturers present 
ited they would like to adopt the se- 
lective distribution program. and some of 
them announced that they had from 400 
to 1,000 wholesale distributors At that 
neeting J. K. Lilly made the statement 
that if a manufacturer wanted to control 
is resale prices, he might do so largely 
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method otf distrivution, 
Manufacturers’ retorted that if they 
adopted such a method of limited or re- 
stricted distributing outlets, they felt they 
might lose distribution. Mr. Lilly stated 
that they succeeded in selling the United 
States through the 222 members of the 
N.W.D.A. 

Finally, manufacturers challenged the 
possibility of doing their business through 
a limited organization of that type. The 
result was that a request was made, which 
was later communicated to the board of 
control, that a survey of the coverage of 
the service wholesalers’ accouts be made, 
and that survey was made from the ac- 
tive accounts of those wholesalers’ books 
The original plan of it was laid out by 
George V. Doerr. Dr. Newcomb and his 
New York office assembled the informa- 
tion and the various data in conjunction 
with the International Business Machines 
and Drug Topics. 

From there it was 
Laird in Chicago, who 
voted a material amount 


by a_ selective 


sent on to Kenneth 
assembled it, de- 
of time to com- 


J. T. Woodside 
Reported on N.W.D.A, Account Survey 


I believe today after you 
read it it will be vitally 
useful to both manufacturers and whole- 
salers in planning their distribution. 
More interesting still, I think, you will 
find that J. K. Lilly, when you get the 
facts, was 97 percent right in his fore- 
cast of the possibility of doing business 
on a control basis through a very limited 
number of wholesalers represented large- 
ly by those members of the N.W.D.A. 
Thank you. 


President 
Woodside. 

We have all 
spect for Jack 
his brains and here is a young man 
who, with the co-operation of the 
wholesale druggists in submitting con- 
fidential information, made this survey 
possible, offers to the drug industry to- 
day facts, figures and statistics that 
never before have been available. Ken 
Laird took those facts, he took the fig- 
ures and the statistics, and he put 
them in form, in shape so that they 
can be used intelligently by every 
member of the drug industry. If you 
ever gave an individual a hand for do- 
ing a fine, intelligent job, you are go- 
ing to do it to Ken Laird. Come on 
up here, Ken! 


Survey Explained by Mr. Laird 


Kenneth Laird: About eleven days ago, 
the last of these books was mailed out 
like this from Chicago [showing package]. 
I think in my mind's eye, I can see many 
of you as you received the package at 
your desk and stripped away the corru- 
gated husk and looked at the contents, 
and I can perhaps hear you say, “What 
a swell-looking book, with a beautiful 
green leatherish cover, with gold stamp- 
ing on it, full of lovely, fine-looking maps, 
and what proofreading! There is hardly 
a comma that is upside down. Boy here 
is a very valuable book. I want you to 
file it away where it can't possibly be 
lost. That is fine in that closet on the 
shelf there with my neighborhood annual 
and that swell history book I bought in 
1920. Some day by God, I am going to 
read that history book.” 

Now if that is the fate of the N.W.D.A. 
account survey, a lot of intelligent think- 
ing on the part of Mr. Doerr and Mr. 
Woodside, Dr. Newcomb, Mr. Morrisson, 
Dr. Ostlund, and a great many others, 
will be completely wasted. 

I hope that it won't meet 
think there is a real value in it 
of us if we put it to use 

I see it, first of all, as of real value to 
the industry because I think it is the first 
complete fact inventory of the most im- 
portant factor in the industry The serv- 
ice wholesaler from time to time has 
beeen perhaps like the young man in 
Gray's “Elegy,’’ you remember him—ex- 
cessive diffidence obscurbed his merit. We, 
therefore, present here a full-length, life- 
size portrait of the service wholesaler. 
It is, in fact, an unretouched photograph. 
Whatever blemishes and wrinkles there 
are, you will find them tin this picture, 
but I think you will conclude also when 
all is said and done that it is a pretty 
handsome-looking specimen when you get 
all through It shows that the service 
wholesaler, amazingly still to me, covers 
the independent retail druggists of the 
United States 97 percent It shows that 
he does 80 percent of all the volume done 
through wholesalers proper in the drug 
field. It shows that he has one salesman 
for every twenty-three independent drug 
stores, or one traveling salesman for every 
thirty-one independent drug _ stores. It 
shows that he provides prompt delivery 
facilities from coast to coast, anywhere 
in the country. It shows that 25 


pletine it, and 
investigate and 
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000 to 50,000 items in his inventory, which 
are immediately available for the health 
and comfort of the community. It shows 
that he extends credit of $67,000,000 to 
retail accounts, which is the lubricating 
fluid that makes your business and mine 
flow efficiently and effectively and profit- 
ably through to the consumer 


Value to Manufacturer 
In the second place, as was pointed out 
in our manufacturers’ meeting the other 
day, I see it of value to the manufacture! 
on perhaps five different counts. . 

Certainly it didn’t need the publication 
of this book to tell you that the service 
wholesaler was the most important thing 
in the industry. Every one of us, with 
scarcely an exception, does the over- 
whelming share of his total volume 
through the service wholesaler plus per- 
haps twenty-five major chain organiza- 
tions. Therefore, you don’t have to sell us 
as manufacturers on the idea that any- 
thing we can do to promote our own un- 
derstanding of this important piece of ma- 
chinery is well worth our while. 

Now I see it of value to manufacturers, 
first, because of the territorial break- 
down that it presents. Here is a scientific 
and yet practical split-up of the United 
States of America into eighty-four trad- 
ing areas. They are based, not on State 
lines or not on whims, but they are based 
on channels of transportation and com- 
munication and the flow of retail buying 
giving effect to equalization of overlap 
between competing wholesale houses. I 
don’t think there is a manufacturer here 
who couldn’t tune up and improve his own 
territorial breakdown with a study of the 
territorial breakdown given here by the 
N.W.D.A. ; 

In the second place, I see it as an im- 
portant guide to policy, to manufacturers 
in these doubtful days. If a manufacturer 
wants to stabilize his price and_ profit 
structure, if he wants to select his distrib- 
utors, here is the only publication that I 
at least have ever seen that sheds any 
light on that subject at all, and it sheds, 
I think, considerable light There, cover 
to cover, throughout its 114 pages, it pre- 
sents the facts and lets the chips fall 
where they may. 

If a wholesaler 
coverage or I should 
wholesaler has only 66 
in an area, that fact is 
book unblushingly ind if he 
percent coverage, that fact, too, is shown 
and if, therefore, you want to piece to- 
gether a distributing machine to do a 
specific job, your specific job, the raw ma- 
terial of it all is shown in this book. 

I see it of value to manufacturers who 
are pondering the complexities of fair 
trade operation; because, if a manutfac- 
turer will limit his distribution with the 
help of this book, it seems logical that he 
will minimize price breaks and merchan- 
dise leaks and will consequently reduce 
his legal expense considerably, which is 
an increasing item, I think, for most of us. 
in Sales Planning 
the sales manager 


planning out his 
I see it as afford- 


only 66 percent 
the service 
coverage 
shown in this 
has 100 
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percent 


Value 

I see it of value to 
in the home office in 
operation by territories. 
ing him an explanation of why a drive 
succeeds in some distributor areas where 
it may fail in others, and I see it as pos- 
sibly affording him a chance to anticipate 
and prevent those failures through a bet- 
ter understanding of the vast differences 
between distributor territories. 

I see it perhaps of most value to the 
district manager or the manufacturer's 
salesman who is calling upon wholesalers. 
Here is the most important weapon with 
which such an individual has to work—I 
mean the service wholesaler. The district 
manager or the salesman can take this 
book into the wholesaler and he can 
dramatize in the wholesaler’s own figures, 
published over the sacred seal of the 
N.W.D.A., whether or not the wholesaler 
in that territory is doing the distributing 
job that he perhaps should, whether or 
not he is affording the manufacturer and 
distribution which he needs and must have 
in order for his national advertising not 
to fall on barren ground. 

Now I see it of value equally and finally 
to the wholesaler himself. These are ex- 
tremely haphazard days in the field of dis- 
tribution and every conceivable type of 
distributing machine is nibbling and 
eynawing at the business of the service 
wholesaler in an attempt to divert it into 
other channels. Surely many a retailer 
must say to himself, and also the service 
wholesaler’s salesman who is calling on 
him, “Why should I buy it from you?” 

1 believe sincerely that with this book 
you can sell your salesmen, you who are 
wholesalers, a deep conviction not only 
on your own house, which they probably 
already have, but equally important, a 
deep conviction on the service whole- 
saler as a whole and his importance in 
this picture. I think that you can take 
a retailer through the pages of this book 
and you can give him a conviction that 
if there is any hope of stabilization, if 
there is any hope of achieving the things 
which are closest to his heart, in all 
probability that stabilization must be 
built upon the foundation of the service 
wholesaler and that loyalty to the service 
is loyalty to the hope of stab- 


wholesaler 
better times and better 


ilization and 
profits. 
I can of value to the wholesaler 
who will perhaps buy a few additional 
copies and present them to important re- 
tailers in his territory, to the captains, to 
the presidents and secretaries of local 
State associations and to other re- 
who are important in moulding 
opinion, because public opinion 
down from these men to the masses 
trade That perhaps is where the 
leather and gold stamping psychol- 
because in such instances 
may sell as much to a re- 
contents of the book. 

long, long way from being 
the problems that face us 
that there is an im- 
for the industry, for 
the wholesaler, for the manufacturer, if 
we will put it to work And I one 
theme song out of it which ought and 
T think will din itself into the ears of the 
drug industry permanently, and that is 
this: The service wholesaler covers the 
independent retail drug stores of the 
United States 97 percent. 

Thanks. 

President Mayer: Now we come to 
the problem of distribution of the ac- 
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count survey. Your association has 
gone to a great deal of expense, in fact, 
they are in the hole over $10,000 on 
this work. It has been prepared for 
not only you gentlemen in the room 
but for the entire drug industry. Many 
who are not members of this associa- 
tion have requested an opportunity to 
purchase the survey. In order that 
the distribution of the survey could be 
handled intelligently, a special com- 
mittee was appointed for that work, 
of which Ray Whidden is chairman. 
Ray Whidden, will you kindly come 
up? 


Distribution of Survey 


Ray A. Whidden: It hardly nec- 

ssary to have a committee to handle the 
distribution of the survey, particularly 
after you have had an opportunity to 
hear a splendid presentation by Mr. 
Laird. 

Mr. Mayer 
of upwards of $10,000 had been made in 
this problem over the past two years. t 
don’t mind telling you that he has under- 
stated the amount by a very large figure 


seems 


stated that an investment 


Ray A. Whidden 


Explained Distribution of Account 
Survey. 


producing 


The out-of-pocket money in 
the neigh- 


this survey was probably in 
borhood of $15,000. 

President Mayer: Twenty thousand dol- 
lars. 

Mr. Whidden: At least an equal amount 
has been spent by miembers of the sur- 
vey committee during the past two years, 
That is an additional contribution to the 
philosophy of selective distribution that 
the firms were delighted to make and 
will continue to make. But the actual 
situation is that it is an out-of-pocket 
expense of approximately $20,000, 

Now I know of no association that 
would do as N. W. Db. A. has done in 
this particular instance. Every member 
of the association and every associate 
member has received and will find at 
your home or your office on your return 
from this convention one copy of this 
survey without charge 

If | should tell you how much one copy 
would cost if only one were produced, I 
would have to say in the neighborhood 
of $25,000 or $30,000. It is necessary to 
dispose of approximately 1,500 copies at 
the price of $10 each. That shouldn't be 
a difficult job. 

We have a sales committee, if you 
want to term it such, consisting of John- 
son Rogers, of the Topics Publishing 
Company; Harry J. Schnell, of the Orn, 
PAINT AND DrvuG_ REPOR Howard 
Stephenson, of the American Druggist; 
Lee Bristol, of the Bristol-Myers Com- 
pany; R. D. Keim, of E. R. Squibb & 
Sons, and Herman Brooks, of Coty, Inc. 

Now it is going to be impossible to 
eall on you gentlemen individually in 
your places of business and talk to your 
research staff and sell them this book. 
You realize that that can't be done. But 
the committee planned to make a pre- 
sentation not to the members of this 
group but to associations that more or 
less parallel the activity of the N. W. D. 
A We propos: through Mr. Bristol to 
contact the principal advertising agencies 
of this country. We propose through Mr. 
Smith to ¢ontact all types of associations 
such as State associations, national asso- 
ciations, and local associations that would 
be interested in perhaps duplicating this 
sort of thing in their ow fie 


Chain Stores Plan Survey 


You might be interested to know in 
passing that the National Chain Store 
Association, represented here by Mr. 
Griffiths and Mr. Smith, have under con- 
sideration a somewhat imilar proposal 
for their particular industry They have 
now placed an order for a copy of thi 
publication in order that they may estudy 
what the service wholesaler has done in 
the way of research to sell to manu 
facturers of the country their particular 
type of distribution. 

Libraries are interested in this publi- 
cation The matter of metropolitan 
newspapers who have research staffs that 
advise you when you go to South Bend, 
Ind., or Peoria, for example, the number 
of retail druggists, their location, and 
furnish you a route list, or when you 
come to Chicago, the Daily News and the 
Chicago Tribune will give you a picture 
of the map of Chicago from the stand- 
point of distribution—they want this in- 


the 


conveyed to them 
that solicitation 
Stephenson, of the 


tormation that 1s 
this publication and 
to be handled by Mr. 
Hiearst publications. 

I give you that in passing to show that 
we are not dependent wholly on the man- 
ufacturers in the drug industry to help 
us liquidate this investment of $15,000; 
but the sale to associations outside the 
borders of our own, to advertising agen- 
libraries, newspapers, is at best 
limited. So we are more or less depend- 
ent on our own group to carry the major 
load. The board of control has been 
specific in insisting that there be no high 
pressure selling of this survey. They 
think it is worth $10 for one copy, or 
twenty-five copies or fifty. There is no 
quantity price, there are no rebates, there 
are no special concessions to favored cus- 
tomers. This is straight from the shoul- 
der, $10 for one, twenty-five, fifty, or one 
hundred, and no “‘insides.” 

You will be interested to know that 
already since the announcement was made 
a day or two ago that the book was 
available, a large number of manufactur- 
ers have voluntarily approached members 
of the committee and placed substantial 
orders. You will be interested to know 
that quite a number of wholesalers have 
suggested that they, too, want a copy for 
their entire sales organization or for spe- 
cial work with key accounts or local as- 
sociations in their community, and the 
sales are rolling up. 

We have placed at each chair in the 
room a card addresed to the national as- 
sociation whereby manufacturers or 
wholesalers may indicate the number of 
additional copies that they would like to 
have as soon as they are received from 
the printer. 


Popular with Manufacturers 


I want to point out in connection with 
the response following the manufactur- 
ers’ meeting the other day, it is rather 
gratifying—and I have had an opportu- 
nity to contact relatively few manufac- 
turers in this particular instance—for 
example, the Owens-Illinois Glass Com- 
pany has subscribed for twenty-five addi- 
tional copies for the district managers 
in all its branch houses. 

Eli Lilly & Co. gave me a subscription 
for twenty-five copies; Mr. Keim, of E. R. 
Squibb & Sons, nine; Mr. Norton, of the 
Lambert Company, twenty-five; Harry 
Schwartz, of the American Safety Razor, 
has asked for ten, which he says will 
probably be duplicated as soon as he re- 
turns to his office in New York. 

Dr. Weiss, of Sterling Products, Inc., 
has asked that fifteen be mailed immedi- 
ately to Wheeling in order that he may 
make a distribution. Mr. Fleming, of the 
Gillette company, has subscribed for ten 
additional copies. Mr. Perkins, of Bauer 
& Black, has asked for ten; Mr. Clap- 
ham, of Johnson & Johnson, ten; Mr. 
Genz, of Parke Davis, twenty; Harrison 
Jones, of Coca-Cola, 15; Mr. Clough and 
Mr. Cain, of Abbott Laboratories, have 
asked for fifteen. Despres has asked for 
five, and Mr. Quinlan, of the Kotex Com- 
pany, just told told me as I came into 
the hall to mail two copies to him imme- 
diately and he would advise how many 
he would need for his entire organiza- 
tion. 

That 
subscription 
who have had an 


cles, 


is just an informal, volunteer 
from a few manufacturers 
opportunity to the 
book, know the value of it in their or- 
ganization and want to get it in their 
hands as quickly as possible. The books 
will be mailed from Chicago the first of 
next week. 

At the meeting of the board of control 
the other day, in discussing the situation 
with the wholesalers, Mr. Lanigan of 
McKesson-Fuller Morrison, Chicago, 
stated that he wanted twenty-five copies 
just as soon as the books were avail- 
able. 

Mr. 


see 


Ochse, of the San Antonio Drug 
Company, asked that fifteen be sent to 
San Antonio. We have a subscription of 
ten from Coffin-Redington, and ten from 
Kiefer-Stewart. 

This is simply indicative of the opinion 
of some of these wholesalers who have 
been very close to this picture during the 
time of the survey and they have seen 
an opportunity to use this book to sell the 
philosophy of their particular type of dis- 
tribution to their retail customers and to 
their own salesmen. I think when Mr. 
Laird pointed out the importance of sgell- 
ing the wholesalers’ salesmen on his job 
from the standpoint of the utilization of 
the fats brought out in this book of dis- 
tribution, he struck what I consider the 
keynote insofar as wholesalers’ salesmen 
are concerned, 

It is very simnle to see how a manu- 
facturer doing a national job will need 
this book and should have a copy in all 
of his branch houses, a copy in the hands 
of all of his district managers, and, nat- 
urally, sufficient copies to cover his re- 
search organization. That seems simple. 

I was tremendously impressed with the 
statements made by one or two whole- 
salers I would like Mr. Lanigan to just 
take the floor and briefly tell vou how he 

handling the distribution of twenty- 
five copies to his organization and 
whv he believes that this is a very valu- 
able contribution to wholes les- 
men’s activities Mr Lanigar would 
vou mind? 


Comment by Mr. Lanigan 


Leo A. Lanigan: Last week T cot a It 
tle different slant on this account survey. 
Personally IT didn’t see any martienlar 
value of this book for the ndependent 
retail druggist I knew how mportant it 
was to manufacturers and whole- 
When I received last 
was showing it to some of our 

I was rather surprised to hear 
the best we have that 
would like to have a copy of it. So I 
nquired as to the reason They said 
‘You know the competition we have.” And 
Ww have We have forty-nine shortline 
wholesalers and some retailers 
ire under the impression that the serv- 
ice wholesalers do not amount to very 
much in our territory. 

Now looking at account 
the board distribution of the 
wholesalers, they felt that by 
books to the retailers it 
different picture 
importance of the service wholesalers 
Eighteen of our men (there are about 
twenty-five of them) saw this book: eigh- 
teen were willing to pay for the book out 
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of their own pocket. So I believe that 
in some territories, I don’t say it applies 
to all, but I think in some territories 
those books could be used to great advan- 
tage with their salesmen in working with 
retail druggists. That is my experience. 
I want to thank you. 

Mr. Whidden: Thank you very much. 

Mr. Lanigan states that eighteen of his 
own salesmen who have seen this ac- 
count survey were willing to pay for it 
out of their own pockets. They recognize 
unquestionably the competitive situation 
and the necessity of selling their retail 
customers the importance of concentrating 
their business through service wholesalers. 
Salesmen themselves are willing to make 
an investment of $10 in order that they 
may do a more effective job. Isn't that 
a challenge to manufacturers to see that 
they, too, utilize this survey with their 
own sales organization? 

I want one more wholesaler, Mr. Ochse, 
to speak. Mr. Ochse, you have a plan of 
utilization of this book in the San Antonio 
market, I wish you would explain your 
views. 


Comment by Mr. Ochse 


William Ochse: The thing that appealed 
to me was that this was the first time that 
a real scientific set-up of territorial areas 
has been established on a scientific basis. 
It was the result of work that was done 
by men who were interested in trying to 
establish territorial or trading areas. 

Of course, I have had the benefit of an 
experience that most wholesalers haven't 


had, and that is in a national way in 
knowing what distributing factors were 
when you covered a wide territory. Then 


I had the other side of the picture of 
trading in a limited area, in a circum- 
scribed area where you cou!d contact your 
trade; so that we really are not a factor 


in our territory in a national way, nor 
are we a factor in a big way in distri- 
bution, but we do believe in this, that a 


better knowledge of those factors of dis- 
tribution, those fundamentals are essen- 
tial in having our salesmen know what we 
were really there for. . 

What are we as a distributor in _busi- 
ness for? That is to do a job of distri- 
bution on a scientific and economic basis 
that will make it possib'e for the manu- 
facturer to realize the maximum. distri- 
bution at the lowest cost. So that we 
look at it from his standpoint, that our 
salesmen must know what they are to do 
the job for. How can they do the job and 
why are we in this trading area doing a 
100-pereent distribution when it comes to 
ealling on retail drug trade? So that we 


feel that the retailer must get that pic- 
ture; the chain must get the picture ; the 
manufacturer must get it; and our dis- 


relation to 


situation is only in 
sound, eco- 


ean do on a 


tributing 
the job that we 
nomic basis. ’ 

We propose to go out and hold meetings 
with the retailers. We do a lot of it. We 
expect to spend a great deal of our time 
and I personally am going to arrange to 
have every one of my salesmen have an 
evening meeting. I can ride 150 miles 
now on these good roads in probably two 
and one-half hours, or I can use a plane, 
and get there probably in thirty minutes. 
We can hold these evening meetings. We 
ean sit down and talk with them We 
can tell them what :nanufacturers they 
should support. We can tell them who is 
doing a stabilizing job. We can tell them 
who and why; the service wholesaler who 
is doing a job for them should get the 
support of the retailer. 

Now I know that, of course, there is a 
lot of difference about price and we are 
just a “small potato’? down there. We 
don’t claim to be very much, but, by God 
we want to do the best job that can be 
done for every manufacturer in keeping 
with our human limitations, that is, to the 
extent that we can make a profit. 


Conditions Demand Change 
IT want to tell you men right now 
while IT am here that we don’t want to 
brag about it, but we have got just as 
much competition per capita as Leo Lani- 
gan has, maybe not as many because we 


haven’t got the people, but in all of this 
period of transition—it isn’t the depres- 
sion, it is a transition—the minds of 


the peop'e are changing and we have got 
to change with the changing conditions 
that are taking place 

We have failed to earn a reasonable 
profit and we have done it because we have 
been sympathetic with the problems of 
our retailers in the territory, and noth- 
ing else, when we eliminate the problems 
of the manufacturer and we don’t take 
into consideration the retailer and then 
forget all about the consumer who, after 
all, is a factor. 

ut we will go further than that, T am 


soing to have my newspapers, by golly! 
take this book, and I am going to have 
them write something about it Tam go- 
jing to have them print something about 
the trading areas and what those trading 
areas mean 

Those trading areas were the develop- 
ment of changing conditions and they are 
going to continue to change as Texas 


rrows, and as our territory improves and 


fellows in the east down 











as you come 
ind live in God’s country and know where 
the sun shines, spend the Winter and 
where there is still an opportunity to live 
and let live, we know we are going to 
have more competition Well, we want 
vou to come we don't ask you to stay 
out, and we know then that we are go- 
ing to work in even a smaller territory 
than we are working now, and we will find 
when we do that and we stay within 
that eographical proximity where the 
fre breal ind don’t stey ver the line 
ind rv all these discounts, freights, and 

nes like that, we are going to have a 

t'e profit left 

That is why I am interested in seeing 
the wholesaler take thi ientifie study 
of this distributing factor that the service 


of distribution 
practical sense, If 


wholesaler is in this scheme 
ind do it with common 
he doesn’t do it, nothing on earth can save 
him, not even Jesus Christ has got any 
sympathy with a damned fool that doesn’t 
how to make 


know a profit. 

Thank you. 

Mr. Whidden: Thank you very much, 
Mr. Ochse I was afraid at the last that 
vou were trying to sell Texas instead of 
the survey, and I was going to say a 
few words about that for you. 

Any member of the committee I named 
will be very glad to accept your card: 
if any of you have them filled out and 
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care to present them here right now, I 
will be very glad to announce them. We 
want this job cleaned up within the next 
thirty days. It is of extreme importance 
that we get some rather quick action. 


Mr. Ochse has asked that the books 
be expressed to him this week so that 
they will be available in San Antonio 


When he gets back Monday morning. I 
can see where he is going to put them to 
work to very definite advantage. 

There are several manufacturers 
who have told me privately how they 
propose to use the survey, but time is 
getting a little short; we have got other 
things on the program, so I am simply 
going to say that we will be very glad 
to have your subscription for as many 
copies as you care to indicate on the 
card. They will be mailed or expressed 
from Chicago or the New York office 
within the next few days. When the 1,500 
are sold, I seriously question whether 
there will be a reprint of the job unless 
we have at least a backlog of 1,000 copies. 
That is right, isn’t it, Mr. Laird? 

Mr. Laird: Yes, sir. 

Mr. Whidden: So it is first come, first 
served. If you don’t get your order in 
before the 1,500 is subscribed for, it will 
be just too bad. 

Is there anyone here in particular who 


here 


wants to ask any questions on this? 
Thank you, Mr. Chairman. 
(Mr. Boeschenstein took the chair.) 
Chairman 30eschenstein: I would 
only like to urge two things. A good 
many of us asked for this survey; we 
have got it. It is a peach of a job. 


Right now is the time to put it to work. 
Ray Whidden has undertaken a diffi- 
cult job which can be made a great 
deal easier if he has the co-operation 
of all of us and if we will go to him 
instead of waiting for him or the mem- 
bers of his committee to come to us. 
I wish you would all make it part of 
your business while you are here to 
see him and give this survey consider- 
ation, and, if you can, enter your or- 
ders while you are here. Then we 
will get the job done and we will put 
this survey to work. That is what it 
is for. 


(Honorary President Geer took a 
seat on the platform.) 
Chairman Boeschenstein: We will 


now hear Jack Norton, of the Lambert 
Company, and chairman of the sub- 
committee on salesmen’s compensation. 


Salesmen’s Compensation 


Norton: When I was invited to 
of this committee I felt as 
the Middle Western 


d. i 
be chairman 
the chap did out in 
small town when he was being initiated 
into the lodge. A part of the initiation 
Was carrying him around town on a rail. 
When he got through, he said, ‘‘Well, 
if it wasn’t for the honor of the thing, 
I would prefer to walk.” 

But as it has worked out, we didn’t 
have to ride the rail, but we would like 
to get any such honor that may be due. 

With the demand for time for the many 
constructive reports and discussions of 
the convention, you will be delighted to 
learn the words of this committee are to 
be few. In other words, this is a report 
explaining why there will be no report 
on ‘‘Wholesaler’s Compensation and Man- 
ufacturers “Bonuses.” 

As you will recall, 
trol requested the 
ing to appoint a 
survey of compensation 


the board of con- 
manufacturers’ meet- 
committee to make a 
plans and bonus 


practices to present at this time. Such 
a committee was appointed. p 
Subsequently, it was decided to limit 


manufacturers’ bonuses to 
The variations of 
plans, due to 
appeared to 
of little 


the survey to 
wholesalers’ salesmen. 
wholesalers’ compensation 
widely varying conditions, 
make a survey on that subject 
value for practical application. 

Immediately, your committee, figura- 
tively speaking, took off its coat, rolled 
up its sleeves, in preparation for mak- 
ing an exhaustive and illuminating survey 
on the practices of manufacturers in of- 
fering bonuses for wholesalers’ salesmen. 
(This sentence is to impress you with the 
earnestness of your committee and its 
appetite for taking on a real job and do- 
ing it justice in a real way.) 

3ut again the perspiration of your com- 





mittee was conserved, since, just about 
that time, a group representing a sub- 
stantial number of N. W. D. A. houses 
proclaimed no more bonuses by manu- 


facturers to their salesmen would be al- 
lowed 

\ quick check-up indicated many other 
N. W. D. A. houses were in accord with 
this move, turning our efforts, should we 
make them, into a “‘make-work fallacy” 
operation “hat is to say, if the whole- 
salers will not permit their salesmen to 
accept manufacturers’ bonuses, what Is 
the use of making a studv as to how 
much they should be and how they might 
be given? 

All of which means vour committee 
done more fishing, played more golf 
and seen more of their respective families 
during the past few months than other- 
would have been true. 


has 


wise 


Chairman Boeschenstein: That ts a 


good report, Jack. 


At the meeting of manufacturers on 
Monday, it was voted to present a res- 
olution at this meeting with a request 


that it be referred to the board of con- 
trol. I am going to call upon R. D 
Keim, chairman of the committee, to 


present the resolution, 


Unfair Foreign Competition 


R. D. Keim: At the meeting of the 
associate members of the N.W.D.A. the 
question of foreign products came up, 
and after due consideration vour com- 
mittee respectfully presents the follow- 
ing resolution: — 

Whereas, by the employment of cheap 
labor, the abuse of competitive methods, 
and the destruction of fair business prac- 


tices, certain foreign interests are flood- 
ing the American market with unreliable 
merchandise, often to the serious jeop- 
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ary of the weifare and »vossibly the health 
of the users; and 
Whereas, as the result of this compe- 


tition, American labor and the American 
standard of living stand in imminent 
danger of becoming undermined by such 


competition; and 

Whereas, this competition is a 
uting cause to widespread 
in the United States; be it 

tesolved, by the associate 
the National Wholesale Druggists 
ciation, assembled in convention at White 
Sulphur Springs, this thirtieth day of 
September, 1935:—That the wholesale 
druggists of the United States should and 


contrib- 
unemployment 


members of 
Asso- 





R. D. Keim 


Presented Resolution on Unfair For- 
eign Competition 


must be made aware of this threat and 
menace to American business and to the 
health and welfare of the consumers of 
merchandise in this field, and that there- 
fore wholesale druggists are urged in the 
most emphatic manner to refrain from 
purchasing, selling, promoting the sale, or 
in any other manner encouraging or con- 
doning the distribution of such merchan- 
dise and to give their preference at all 
times in the purchase and merchandising 
of goods to American-made products. 


I submit the resolution to you, Mr. 
President. 
Chairman Boeschenstein: May 1 


say that the resolution is accepted for 
reference to the board of control. 


Mr. McQuade also had a resolution, 
which will ask him to read at this 
time, from the manufacturers, 


First Aid and Pharmacy Weeks 


Jerry McQuade: At the associate 
membership meeting Monday, the ques- 
tion of more active co-operation by 
manufacturers in the promotion of 
public interests in First Aid Week and 
in National Pharmacy Week was 
urged. It was the sense of the meet- 
ing that a resolution should be intro- 
duced at this time, directing the atten- 
tion of the membership to the impor- 
tance of giving emphasis to these two 
national and annual events in the drug 





trade, Here is the resolution which 
we now present from the associate 
membership:— 

Whereas, with the approach of Na- 
tional Pharmacy Week in October, the 


attention of all branches of the drug in- 
dustry is focused upon this important and 
symbolic occasion; and 

Whereas, the facilities of the drug trade 


press, the daily press, and radio of the 
nation have generously been extended for 
promoting and publicizing this event; 


and 

Whereas, in May the annual observance 
of First Aid Week will bring to the drug 
industry another important opportunity 
for national recognition of the public 
service of pharmacy: be it 


Resolved, by the associate members of 
the National Wholesale Druggists’ Asso- 
ciation in convertion assembled at White 
Sulphur Springs this thirtieth day of Sep- 
tember, 1935:—That our membership and 
that of the N.W.D.A. be earnestly so- 
licited and urged to prepare in advance 
comprehensive plans far the furtherance 
of First Aid Week in May and of Na- 
tional Pharmacy Week in October, 1936. 
and that fullest co-operation be pledged 
to the America Pharmaceutical Associa- 
tion and the National Association of Re- 
tail Druggists in their publicity plans for 
these occasions, and that we recommend 
that an appropriate slogan be devised for 
publicizing National Pharmacy Week, 
and that all advertisers in the drug field 
be requested to carry this slogan as part 
of their newspaper, radio and national 
magazine advertising during Pharmacy 
Week next year. 


Chairman 
everybody is in support 


Boeschenstein: I am sure 
of that, and it 


certainly is in the interests of the 
friends of all of us, the retail drug- 
gists, to give them support in these 
campaigns. 

Honorary President Geer took the 
chair.) 

Honorary President Geer: I will ask 
for a report of the nominating com- 
mittee, William J. Murray, chairman. 


Nominations for Officers 


William J. Murray, jr.: It gives me 
pleasure to submit the report to your 
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nominating committee for the officers 
of the association for the coming 
year:— 
_ For your president, we place in nomina- 
tion a man well qualified for this impor- 
tant position, judged by any standard 
which you wish to use—William J. Schief- 
felin, jr. 

For first 
Evans, 
_For second vice-president, E. A. 
rison, 

For third vice-president, 

For fourth 
som. 

For fifth vice-president, J. O. Robinson. 

For the board of control, we have four 
members to nominate; we wish to nomi- 
nate J. C. O’Dell, S. O. Davidson, J. B. 
McCormick, Arthur S. Raymond, 


vice-president, George B. 


Mor- 


é W. F. Terry. 
vice-president, H. M. Fol- 


Honorary President Geer: This is 
one report that will not be referred to 
the board of control. It will be sub- 


mitted to the meeting tomorrow and 
the election will take place by the 
membership. 

Mr. Boeschenstein resumed _ the 
chair.) 

Chairman Boeschenstein: We now 


come to the second part of our pro- 
gram—I think we can call it that—a 
discussion of stabilization in its vari- 
ous forms. We are going to have sev- 
eral set papers and then we will have 
an expression from a number of mem- 
bers that we will call on and any oth- 
ers who want to contribute to the dis- 
cussion of the subject, 


We will first have the pleasure and 
the privilege of hearing Robert F. 
Vaughan, counsel under NRA for the 
N.W.D.A., who will present to you a 
discussion of “Lawful Restraints upon 
Unfair Price-Cutting.” Copies of Mr. 
Vaughan’s address will be available to 
any who want them following the 
meeting. Robert Vaughan. 


Robert F. Vaughan: Needless to say, 
I am very proud indeed to be here. It 
is the second time I have had the privi- 
lege of addressing this splendid organi- 
zation. I want here and row to ac- 
knowledge my debt of gratitude to the 
officers and to all of you men who have 
been kind to me on both of these occa- 
sions when [ have been here. I feel 
that if I ever went into any other busi- 
ness than my own, I would rather be a 
wholesale druggist than anything I 
know. I have absorbed a great deal of 
your trade and technic since I have 
been here. 


(Mr. Vaughan then spoke as fol- 
lows.) 


Lawful Restraints upon Un- 
fair Price-Cutting 
Address by Robert F. Vaughan 


A year ago your president generously 
granted me the privilege of addressing you 
upon the subject, “Code Problems in In- 
dustry.” At that time an immediate 
problem confronted your own industry, 
and a heavy responsibility was thrust 
upon your leaders. For in August of that 
year the N. W. D. A. and the NRA had 
reached an impasse over wages and hours. 
We were threatened with the imposition 
of the general wholesale code if we re- 
fused to accept the one prepared for the 
wholesale drug industry. Rather than 
accept the unreasonable hours arbitrarily 
set up for your industry by the Labor 
Advisory Board, your committee with- 
drew from NRA and opened negotiations 
with the Federal Trade Commission for 
a fair trade practice conference, which 
was later held in Chicago in December. 

In my_address I ventured the opinion 
that the United States of America was too 
bie for the NRA job as it was then con- 
stituted; that its arbitrary ru'ings, which 
lacked support of an adequate legal defini- 
tion of its policies, would ultimately lead 
to its downfall in the courts. And I sug- 
gested as an alternative to NRA an en- 
largement of the powers, scope, and func- 
tions of the Federal Trade Commission. 
All that has happened since last year’s 
convention has only served to strengthen 
the opinions which I then entertained. 

Nevertheless, the thinking people of the 
country witnessed the passing of NRA 
with mingled feelings of satisfaction and 


regret. They knew what was going to 
happen, and what did happen’ very 
promptly thereafter. On the very day 


following the decision in the Schechter 
case, a prominent New York department 
store featured a Louisville cigaret as a 
“loss leader” and sold it in limited quan- 
tities at prices less than the Federal tax. 
Price-cutting wars broke out in Chicago. 
In Louisville a large independent depart- 
ment store notified the girls in the mini- 
mum wage class of a 50 per cent re- 
duction in salary, and on the same day 
advertised for sale Jack Woodsides’ tooth- 
paste at two for a quarter, to the dismay 
of Nick Carter, who had just landed in 
Louisville from Chicago to conduct a sales 
camprign at 3 for 50 cents. In Coving- 
ton, Kentucky, Bayer’s aspirin was sold 
for 5 cents a box, against a list of $14.40 
And so it went the country over. 
The chiselers have scrapped even the 
meager and inadequate protection given 
by “loss leader limitations” in NRA codes 





a gross 


Pathetic Bewilderment 


The present bewilderment of the aver- 
age, decent, independent American busi- 
ness man would be ludicrous were it not 
so pathetic. As Henry Watterson used to 
say: “It is to laugh, were it not to cry.” 
Such an American citizen knows that for 
the last quarter of a century his govern- 
ment has not been able to develop an in- 
telligent and consistent policy to meet the 
present-day conditions in business. He 


has appealed in vain for the legalization 
of effective restraints upon ruthless com- 
petition, for adequate safeguards against 
chiselers, and price-cutters, and for a new 
definition of his rights as an American 
citizen, to combat the influences which 
were driving out independents. and head- 
ing the country rapidly toward monopoly. 
Yet until the NRA was passed the only 
























































answer to his appeal consisted of a flood munism, nor any other ism.” [t means of faith (with one exception) by Ameri- 
of judicial decisions from Washington and merely a commonsense adaptation of law can scholars, judges, and writers, without 
the lower Federal courts When he asked and legal philosophy to modern needs and being seriously questioned in this coun- 
his lawyer what he might do about it he conditions In reality what is needed is try until Theodore Roosevelt appeared 
was in all likelihood furnished with a long a revolt from the dead hand past genera upon the scene. The exception I refer to 
legal opinion heavily burdened with cita- tions have laid upon the law and legal was made when Henry Clay threw Adam 
tions of precedent and concluding with a machinery of this government Smith — overboard ind developed his 
recommendation that his client say noth May I. as a brief introduction to my} American system which contemplated 
ing, do nothing, and continue to saw thought, trace the deve’opment of the a tariff on imports sufficient to protect 
wood. present American policy, followed by a infant industries ; 

It is, therefore, not surprising that the recital of certain reasons wil ' The industrial boom in the North, fol- 
average business man of the type above obsolete today as bleeding or ¢ lowing the Civil War, soon developed 
described we'come the NRA with ope! or blue mass for chills and fever? Th many corporations so formidable in size 
arms, Here at last was a realistic ap will lead to a consideration (1) of t that the people took fright, not for their 
proach to his problem, here a govern origin of the present governmental pl future economic rights, but for their 
ment that wanted to help him rather than losophy; (2) What restraints upon com future political liberties: and so the yea! 
prosecute him, so he packed his bag and petition may now be lawfully exercised 1891 witnessed the passage of the Sher- 
moved on to Washington to get a code under that philosophs (3) the present man antitrust law by the Federal Con- 
Unfortunately, his quest turned out to day conditions which demand a change gress, and laws of a similar. nature in 
be as futile as that of Sir Lancelot in and (4) what changes can and should many of the States in the Union But 
search of the Holy Grail made the curious feature of this legislation was 

The one thing he did find out in his . that it utterly ignored the obvious ten- 
journeys to and from the capitol, was that Origin of the Present Governmental ae aa ee oe a a 
P rre: aiori « > . Zens ) le egistk § t see i 
we du ic. mie gy egy ey Philosophy some restraint upon competitive methods 
things that he was; and un ess I miss my We inherited from the mother countrys Was needed, but they actually wrote into 
guess, this high type, independent citizen not only laws and a system of jurispru the statute all that Adam Smith himselt 
is going to demand some effective substi dence, but a great deal of its economi would have desired, could he have beet 
tute for NRA He is convinced, and prop theories and philosophies And at. the present, when they said that Every 
erly so, that the Federal government time our government was founded British contract and combination in restraint of 
should have the power and the admini opinion was largely controled by Adam trade is hereby declared unlawful 
trative machinery necessary to protect its Smith and the ideals of the physiocrats Monopoly Not Defined 
decent, law-abiding citizens from unfair of France The three cardinal principles 
price-cutting and other forms of unfair of trade inculcated by this group were (1) The other section of the Sherman law 
competition I agree with this view; the competition is the life of trade; (2) the rather naively declared all monopolies to 
question is, how can these things be principle of laissez faire, “Every man be illegal without any attempt to define 
brought about? for himself and the devil take the hind monopoly, or monopolistic practices, the 

The fundamental requisite is the com- most’; and (3) everywhere and at al restraint of which was necessary if 
plete reversal of the governmental phi time it is to the interest of the consume! monopolies were to be avoided. 
losophy and policy in relation to restraint to buy in the cheapest market available Thus the first legislation which out 
of trade, which has heretofore dominated or the doctrine of free trade Federal Congress adopted to meet rapidly 
the majority of the national Congress and It can hardly be questioned that these changing conditions in this country, was 
the majority of the Supreme Court of the principles were well-adapted to the predicated upon the economic thought of 
United States Such a reversa! does not economy of England of that day And aman who had been dead exactly one 
mean socialism, nor fascism, nor com- they were accordingly adopted as articles hundred years at that time; and there- 
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trade exclusively would stir 
up a good deal of comment 
and action among the whole- 
salers—and tl did! We ex- 
pected that the advertising 
of the MIM&R_- Slogan 
Contest in 12 national drug 
journals would create an 
unprecedented demand for 
\I ME& R Essential Oils and 


Balsams—and tu did! 


Weextend our thanks for the 


cooperation of the National 
Contest Ads : 
Will appear in Wholesale Druggists ... and 

12 Drug Trade 
Magazines during 
October, November, tinue to “talk up” the $2000.00 Slogan Contest in 
December & January 
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after the policy of the government was 
directly opposite to the course whict 
should have been charted at that time 
Giant trusts were promptly organized 
Within two vears after the passage of the 
Sherman Law which thumbed their noses 
at a court which professed its inability to 
deal with them because organized wholly 
Within one state 

The fundamental error of Congress wa 
its failure to recognize the distinction be- 
tween monopoly, a private restraint upor 
competition in the private interest, or 


the one hand; and restraint upon com- 
petition whieh either did not affect or 
was in the public interest The Englist 
courts had recognized this distinctior 
and upheld restraints of trade: “If and 


when reasonably necessary for the pro 
tection of the interest of the parties and 
not adverse to the interests of the public 

Not only did the Sherman law fail t 
prevent the organization of trusts, but 
the interpretation placed upon the sta t 
is a declaration of public policy has 
served in later years to put. effective 
brakes on all attempts of business, either 
through co-operative sssociations 
through resale price-maintenance agree 
ments, to prevent destructive price-cut- 
ting and other forms of unfair competi 
tion. Even the Federal Trade Commissior 
act, and its wholesome purposes were 
soon devitalized and thwarted by de- 
cisions of the majority of the supreme 
court in case after case involving efforts 
of business groups to organize for mutual 
protection. And resale price maintenance 
agreements Which had been’ sustained 
prior to the Sherman law were gradually 
outlawed in a series of decisions in whict 
the court for some mysterious reasor 
ascribed to the contracting parties mo- 
nopolistic purposes and motives. The at- 
titude of the supreme court and its policy 
with reference to unfair competition is 
well summarized in the following excerpt 
in the case of Federal Trade Commission 
v. Gratz, U.S. 421 

‘The words unfair competition are not 
defined in the Federal Trade Commission 
act Their exact meaning is in dispute 
It is for the courts—not the commissior 

ultimately to determine as a matter of 
law what unfair competition is The 
words are clearly inapplicable to practices 
never heretofore regarded as opposed to 
good morals or as against public policy 
The act was certainly not intended to 
fetter free and fair competition under- 
stood and practiced by honorable op- 
ponents in trade.” 

In other words, the court reaffirms the 
proposition which Adam Smith announced 
150 years ago, that free competition is 
fair competition; and by this dictum the 
majority of the Supreme Court of the 
United States has outlawed price-main- 
tenance agreements, on the one hand, 
and curbed legitimate efforts of business 
to organize and protect its members from 
unfair competition, on the other. That 
this policy was challenged, though un- 
successfully, by Mr. Justice Holmes, and 
other minority members of the court, 
should have been a warning to Congress 
to take the whole subject in hand and 
not leave to the Court the job of deter- 
mining governmental policies in relation 
to these important questions. 


What Lawful Restraints May Now be 
Exercised? 


So far as I am aware from my reading 
of the cases, the foregoing policies of the 
supreme court have narrowed the right 
of the producer or manufacturer in the 
control of resale prices, to a bare refusal 
to sell to a consumer who fails to observe 
them. Any means taken by the producer 
to make this refusal effective, such as 
checking the performance of his custom- 
ers through agents or distributors, estab- 
lishing black-lists, and the like, may 
bring him into head-on collision with the 
remarkable decision of the supreme court 
in the Beech-Nut Packing Company case, 
12 Supreme Court Reporter 150, when this 
conduct on the part of the packing com 
pany was declared to be n violation of 
the Sherman law as a restraint of trade 
and as tending to produce monopoly. Mr 
Justice Hlolmes wrote a separate dissent- 
ing opinion in = whiel he riddled the 
majority opinion in these words 











The ground on which the respondent 

is held guilty is that its conduct has a 
dangerous tendency unduly to hinder 
competition or create a monopoly This 
I cannot understand I id supposed that 
the policy of the Sherman law was aimed 
iinst attempts to create a monopoly 

‘ vient clearls as a monopoly of 

it own goods with the full approval of 





Then we have the fair trade practic 


Acts vhicl have bee udopted by ap- 
proximately nine tate and are growing 
it popularity ince the decision in the 
Schechter case But there are obviously 
certain Imitation upon the effectivenes 
of contracts under fair trade laws. Fir 
their legal status (with the exception of 
one or two of the tate ha vet to 1} 
determined) Second heir acceptance b 
retail trade j ndispensable to the 
Chird the ine necessal 
limited ji application to the confines o 
the tate ind to a certain extent their 
ucce n t depend either upon volun 
t distributor co-operation or upon tl 
avem device These present both pra 
t d , roblen 
lo not w to be inderstood as ds 
preeati or n ans Va criticizing thes 
tate fair trade law nor the contract 
e} ive been prepared for execution 
der I my feel that a national 
trol of the vhole ubject 1 far more 
refer le ind ultimatel will be proven 
to he « entin \\ t needed is at 
rientation of the legal and economic 
thought of our law-makers and judges 
Th much ‘ red change can be 
wrought only 1 a frank acknowledgment 


onditions ifter thorough saturatior 
he fact whic I will briefly outline 


Present-Day Conditions Which De- 
mand a Change 





I ive vet to et i consistent price 
cutter ol chiseler Vyho in the eourse ol! 
nis argument igainst price-restrictions 


failed to call up the hade of Adam Smitl 
and the pale image of the consumer for 
whose benefit was evolved the theory ot 
unrestricted competition and the _ social 
value of the lowest competitive price, I 
give all credit to old Adam, for in his day 
the world had adopted the laissez-faire 
doctrine of the French physiocrats, which 
meant that man should be free and un- 
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the contract forms which the associa- 
tion has developed were based. 
(The report of the committee 


as follows.) 


State Fair Trade Laws 


The problem of protecting trademarked 


was 


merchandise from destructive price-cut- 
ting has been with us for years. Many 
methods have been employed to curtail 


predatory price-cutting. A few methods 
have been more or less successful, Others 


have been held illegal by the courts. 
In 1981 the State of California passed 
a law permitting the fixing of resale 


trademarked merchandise by 
contract. Leading price-cutter continued 
to cut prices. In 1933 an amendment was 
passed requiring under certain conditions 
non-contract-signers to observe contract 
prices. The constitutionality of this pro- 
vision has been questioned and the high- 
est court has not yet given its verdict, 
but the lower courts have upheld it in all 
of some twelve cases, but one. 

State fair trade acts gave promise of 
affording a new and important method 
of combating predatory price-cutting. As 
a result the drug industry, supported by 
other industries, has had introduced and 
urgently supported similar fair trade bills 


prices of 


in twenty-four States during the past 
year, 

President Mayer asked that a_ sub- 
committee of our manufacturers’ com- 
mittee be created to study this subject 
This work has been carried on by your 


New York office. 

Two types of State legislation to per- 
mit control of resale prices have been 
introduced. First, a measure providing for 
State registration of trademarks and re- 
sale prices. Under this measure it would 
become unlawful within the State to sell 
trademarked products except at the prices 
registered with the secretary of state. 
Violators of the act would be liable to 
suit by the manufacturer or any other 
party injured, for damages. Under this 
plan no contracts were necessary. It was 


ideally simple in operation, but many 
manufacturers, remembering the Idaho 
legislature’s attempt to pass a compul- 


sory trademark law with a high registra- 
tion fee, did not favor it. No new legisla- 
tion of this type has been enacted, 
although several states have similar laws. 


Second and most important is legisla- 
tion of the California type permitting 
contracts to fix resale prices. 

The unfair trade practice law enacted 


in Connecticut might be mentioned as a 
third type. This law restricts retail price- 
ousting in a manner similar to the stop- 
oss provision of the former NRA ret: 
om werk t former NRA retail 
I he fair trade practice committee's first 
bulletin Was sent to members on May 9 
of this year and with subsequent bulle- 
tins included copies of fair trade practice 
laws enacted this year in Oregon, Wash- 
ington, New York, Maryland, New Jersey 
Pennsylvania, Iowa, Wisconsin, and Tlli- 
nois. On May 21 a bulletin explaining 
how manufacturers and wholesalers might 


lawfully proceed under these laws was 
mailed to all members. We strongly 
recommend that all manufacturers and 


wholesalers keep this bulletin continually 
available when studying this subject. A 
number of subsequent bulletins have dis- 
cussed other phases of the subject and 
the development of mode! contract forms. 


Differences in Opinions 
By the first of June it becam 
} _ firs < came apparent 
that while the enacted fair trade laws 
were very similar, lawyers had different 
ideas on how to write contracts. Fre- 
quently these contract forms as drafted 


contained provisions not authorized by 
the laws, in some cases provisions 


definitely contrary to the laws. 
not believe that illegal provisions ever 
crept into contract forms intentionally. 
Contracts containing them would not hold 
up under attack and would likely be at- 
tacked by certain interests. Adverse de- 
cisions would be harmful to the cause of 
sound distribution. Representatives of 
manufacturers, wholesalers, retail as- 
sociations and their attorneys in the New 
York area were invited to meet and map 
out a plan of proper legal procedure. All 
agreed on the necessity for obtaining a 
clear and uniform understanding of the 
Statutes, on the desirability for develop- 
ing contract forms, which would be valid 
when used and on the need for unanimity 
of thought if real progress were to be 
made. The association’s attorneys, Clarke 
& Allen, were requested to draft model 
contract forms, 


Developing a model contract form that 
would meet everyone's approval was 
easier said than done. For the next month 
and a half forms were revised almost 
daily to meet differing viewpoints. On one 
occasion your executive vice-president 
and counsel met representatives from 
Maryland at ten in the evening and dis- 
cussed the subject until three in the 
morning. 

Seven different drafts each of 
facturer-retailer and 
contract forms were mailed to represen- 
tatives of drug trade associations and 
members of state fair trade committees 
in the ten states which have fair trade 
laws. We asked for criticism of the sug- 
gested forms and got plenty. The criti- 
cism brought out certain basic differences 
in the interpretation of the acts. These 
differences of opinion were important. 
We will now discuss a few of the ques- 
tions involved, using the New York State 
law, which is basically the same as the 
others to illustrate them. 


We do 


manu- 
wholesaler-retailer 


Interpretation of Fair Trade Laws 


The right of contract to maintain price 
applies only to trademarked commodities 
which are in free and open competition 
with other commodities of the same gen 
eral class produced by others. Section 
one Says substantially that no contract 
re'ating to such commodities shall be con- 
sidered in violation of any law of the 
State of New York because it provides 
(a) That the buyer will resell at the 
price named in the contract, and (b) that 
the buyer will require any dealer* to 





whom he may sell to also sign a contract 
agreeing in turn to rese!l at the price 
fixed by either the original owner or the 
first purchaser. 

The law specifically protects only these 
two provisions in a contract. Any other 
provision which might have been held 
illegal before the passage of the fair 
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trade act receives no protection [rol the 
Act. Some have included in contract 
forms provisions requiring the purchase} 
to buy only from the manufacturer and 
requiring him to sell only over his own 
counter or only to consumers on the tlie ory 

such a provision would be sustained 


that 
as necessary 
act. State antitrust 


to carry out the intent of the 


statutes in the states 


which have enacted fair trade laws are 
in general similar to the Federal anti- 
trust laws, under which such restraints 
of trade have been held illegal. Out 
attorneys contend that including provis 
ions of this type May Make a ntract 
more or less invalid. 

Section one of the New York fair trade 


act does not say who may make contracts 
to maintain price It does say that no 


such contract shall be in violation of any 
limits this by 


law of the State Section 3 
saving that manutacturers May not en- 
ter into contract with each other, or 
wholesalers contract with other whole- 
salers, or retai.ers with other retailers. 
The position has been taken by some 
attorneys that the Acts were passed for 
the protection of the trademark and that 
the owner of the trademark was there- 
fore the only person who could make a 
contract under them. Your committee 
and the association attorneys take a 
broader viewpoint. Had it been the law 
makers’ intention to limit the right of 
contract in this way, the act should have 
been written so as to make this clear. 
The legality of contracts written by 
wholesalers in California has been up- 
he'd in the courts We believe that any 
owner of the commodities described ir 
section 1 may enter into contract rela- 
tive to the price at which they shall be 
resold, ; 
There is a difference of legal opinion 
with regard to the type ot contract a 
wholesaler may issue Wholesalers in 
California, Washington, Oregon, New 
York, New Jersey and Maryland are _us- 
ing the so-ca'led “omnibus form.” This 
form differs from the individual form in 
that it embraces the products of a num- 
ber of manufacturers instead of merely 
one From an operating standpoint, 
there are very decided advantages to it. 


contract need be signed by each 
retailer. The contract provides that new 
items or lines may be added 

If individual contracts were used a 
wholesaler with a thousand accounts issu- 
ing contracts covering 10 manufacturers 


Only one 


products would have to_ record and file 
100,000 contracts if all his customers 
signed every contract He would have 
a follow-up job to do on each customer 
on each contract, and suppose it were 
one of the larger wholesale drug houses 


with, say, three thousand accounts. There 
wouldn't be any time left to sell the 
merchandise covered by the contracts or 
any other and the wholesaler would have 


to buy a new building to file the con- 
tracts in ee. 
The attorney for the Iowa association 


admits the practical advantages of the 
omnibus form but doubts its validity. He 
argues that if the prices of several com- 
petitive items, toothpastes, for example, 
are all fixed by one omnibus contract in 
a State, there is question as to whether 
there would be fair and open competition 
among them within the meaning of the 





law. Our attorney is of the opinion that 
if one reasons that each new toothpaste 
which is put under contract diminishes 
the “fair and open competition” required 
by the statute, then the last one or two 
or three brands of toothpaste to be put 
under the individual contracts issued by 
one wholesaler wou'd not be in fair and 
open competition. The omnibus contract, 


might be the safer, as, if 
all the brands were included in an omni- 
bus contract, at least all would be in fair 
and open competition at the time of being 
added to the contract. He believes that 
if an item is in fair and open competi- 
tion at the time the contract is signed, it 
must remain so thereafter or the statute 
would be deprived of the effect it was ob- 
viously intended to have. 


Enforcement Provisions 
The fair trade laws are double-barreled 


in his opinion, 


affairs. In addition to legalizing the 
right of contract within the State rela- 
tive to resale prices in commerce con- 


ducted wholly within the State, they grant 
the means of enforcement of the resale 
prices specified in a valid contract, against 
dealers in the State who have not signed 
contracts. This right is granted in what 
is section 2 of most of the fair trade laws 
(section 1% of the California law). If 
the constitutionality of this section is 
upheld, the fair trade laws offer to the 
drug industry the right to control abso- 
lutely the prices at which merchandise 
which comes within their scope shall be 
resold, limited only by the sincerity of 
the contracting parties in enforcing their 
contracts. 








We have mentioned that in only one 
California case was this section held un- 
constitutional The adverse decision was 
appealed and came up before the Cali- 


fornia State Supreme Court on September 
11. As the first case to go to the highest 
eourt in the state, it will act as a prece- 
dent for all future cases in California and 
may influence other states. Many mem- 
bers of the industry seem to feel that if 
this section is not upheld, fair trade laws 
are of no value price-cutters re 
fusing to sign contracts will be free to sell 


because 


merchandise at any price they wish, 
whereas those dealers who favor sound 
merchandising practices and who sign 
contracts, will not be able to meet the 


cut prices without violation of their con 


tracts. There is some truth in this but 
we do not believe the fair trade laws are 
value'ess without section 2 If this sec- 


tion is upheld, the fair trade law is vastly 
more effective However, if it is not up- 
held and if ninety per cent of the dis 
tributors evidence their support of sound 
distribution policies by signing contracts, 
those who refuse to sign brand themselves 
as destructive elements. They make them- 
selves known and can be better controlled 
by exercising the right of refusal to 

One of the most serious difficulties in 
making effective voluntary stabilization 
programs has been in legally locating the 
destructive elements. Refusal to sign a 
fair trade contract identifies the dealer in 
member of that 





se!] 


question as a rroup. 

The fair trade laws afford real assistance 
*Law says “‘in delivery.’ Tr 

to be a typographical error ma:se in ¢ forr 

and copied by all subsequent t ture 

except Illinois and Wisconsir 


OIL, PAINT AND DRUG REPORTER 


who is sincerely 
unsound price 
his goods, 
ele- 


to every manufacturer 
interested in eliminating 
practices in the distribution of 
even without section 2. Destructive 
ments realize this and will do everything 
in their power, both to discourage the use 
of contracts and to obtain adverse de- 
cisions on faulty contracts It is there- 
fore of paramount importance that all 
contracts used should be of unquestioned 
legality. 
Model Contract Forms 

developed by the 
section 2 


The model forms 
N. W D. A. do not involve 


If that section is upheld by the courts 
the model form is just as valid as is a 
contract depending on that section. If, 
on the other hand, that section shouid 


be declared unconstitutional, contracts de- 
pending on it would become unentorce- 


able, whereas the N. W. D. A. mode 

forms would still be valid contracts. 
These laws are state laws They per- 

mit contracts relative to sale or resale 


prices on certain commodities in commerce 
under 


within the State, all transactions 
the contracts must be wholly intrastate 
in character, as they would be illegal un- 
der Federal antitrust laws. 
Manufacturers of trademarked com- 
modities which are in fair anad open 


competition with others of the same gen- 
eral class, who are located within a State 
having enacted such a law, may establisl 
with both their wholesale and 
retail distributors the prices at which they 
wish their products resold within the 
State It seems desirable they should also 
that State to include 
wholesalers’ omni- 
the State, 
will be 


by contract 


wholesalers in 
products on the 
with retailers in 
retailers’ purchases 
contract. 

who are 


ask 
their 
bus contracts 
so that all 
covered by 
Manufacturers outside a State 
which has enacted a fair trade law May 
receive the benefit of the law in any ot 
three ways: (1) Incorporate in the State; 
or (2) qualify to do business in the 
State. If either of these plans is ‘fol- 
lowed, it is necessary to maintain a Wware- 
house within the State, to have all orders 
from customers within the State accepted 
in the State and filled from stocks located 


therein. If any shipment were made from 
some point outside the State, or if orders 
solicited in the State were accepted out- 
side the State, interstate elements would 
be present, Federal antitrust statutes 
would apply, and the State fair trade 
act would not afford protection, 

Under both the above plans the cor- 
poration would be liable to taxation by 
the State. Under the first plan for all 
taxes collected from domestic corpora- 


tions, under the second for license fee to do 
business as a foreign corporation and for 
the busi- 


the foreign corporation tax on 
ness done within the State. 
(3) If the manufacturer is unable to 


follow either of these procedures he may 
to his wholesale distributors who 
products outright within the 

they add tese products to 
contracts with retailers in 


suggest 
own his 
State that 
their omnibus 
the State. 
The manufacturer 
make sure that no 
pressed or implied is cr 


and wholesaler must 
agreement either ex- 
ated between them 








that the wholesaler will carry out the 
manufacturer’s suggestions. 

If the manufacturer wishes to supply 
his wholesalers with copies of the price 


schedule he suggests, showing the form in 
which he would like the wholesaler to add 
his merchandise to the wholesaler’s con- 
tract, our attorneys believe he may do 60 
and may furnish as many copies of the 
schedule as the wholesaler desires. 





The manufacturer may not agree to re- 
imburse the wholesaler for the cost of 
mailing out price schedules. He can 


than he 


make no. stronger suggestion 
voluntary 


could make in carrying out a 
stabilization program. 

A form letter which, it 
proper for a manufacturer to send to a 
wholesaler requesting him to add the 
manufacturer’s products to the whole- 
saler’s omnibus contract, has been pre- 
pared and copies of it are available for 
any who may desire. 

We have tried to give an outline of 
the interpretation of the fair trade laws 
under which the N.W.D.A. model contract 
forms were developed. Now for the forms 
themselves. What provisions should such 
a contract contain to make it effective in 
eliminating drastic cut prices? The 
manufacturer usually desires the retailers 
to agree: 

1. Not to advertise or sell at less than 
the prices stipulated by the manufacturer. 

2°. Not to evade the contract by giving 
some other item free with the manufac- 
turer’s product. 

3. (And this ~oint was frequently over- 
looked )—Not to evade the contract prices 
through combination sales. 


Additional Provisions 
provisions are perfectly 
and are all included in the model 
In addition many desire to include 
other provisions. 

1. That the retailer buy 
manufacturer or his authorized distribu- 
tors. (A restraint of trade not author- 
ized by the fair trade acts and of doubt- 
ful legality.) 
2°. That the offer 


is believed, is 





proper 
draft. 
three 


These 


only from the 


2 retailer the manu- 
facturer the right to repurchase any mer- 
chandise which was damaged or which the 


retailer wished to close out, a provision 
which could not be enforced because the 
laws specifically provide that contracts 


made under them do not apply under those 
conditions. 
Neither 
the model 
3. That 


summers. 


of these provisions appears in 
draft for the reasons stated 

the retailer sell only to con- 
This is a_ restraint of trade 
illegal under Federal law and probably 
so under State laws. Prevention of sub- 
jobbing and diverting to price cutting out- 





lets which it seeks to accomplish is 
achieved in the model contract in para- 
graph 6 which requires the retailer when 


consumers to obtain 
that he will 
the retail 


selling to other than 
a contract from purchaser 





not in turn resell at less than 
resale price Such a contract provision 
is specifically authorized by all the fair 
trade acts. 

The law requires that there must be 


an adequate consideration for 
In other words, if one narty a 
something the other must either 
reasonable sum of money for it or 
to do something of more or less 
value The manufacturer could give 
“consideration” by agreeing to sell his 






contract. 
‘ees to do 
a 





products to the retailer, but if he did 
this without qualification, a retaller whose 
credit was poor, or who placed a 
suspiciously large order, could enforce de- 
livery of the order under the contract, 

In the model contract this part of the 
consideration offered by the manufacturer 
is “such sales and deliveries as the manu- 
facturer may make or cause to be made 
a valid consideration and one which pro- 
tects the manufacturer against the above 


risks. 





Looking now at the contract from 
standpoint of the retailer, what does 
want it to contain? 

1. Assurance that the prices specifier 


in his contract will not be higher tha 
those in contracts with other retailers, 

2. Provision for cancellation in the event 
that his competition is not forced to live 
ip to the contract prices. 

Both of provisions 
model forms. 

Next come provisions either required by 
law or desirable to indicate the intent 
of the contracting parties. 

1. Statement that manufacturer and 
retailer are authorized to enter into con- 
tract under the provisions of the fair trade 
on the items covered by the contract. 


these appear in the 


law 

2. Statement of conditions provided in i 
the fair trade act when the contract is 
inoperative; i.e., in closing out stocks, 
disposal of damaged goods. 

Provision for revision of prices and 

addition of new items. 

4. Penalties for violation. 

5. Intention of the parties that if part 


held invalid the balance 


force. 


of contract be 
shall continue in 
This covers the provisions of the Manu- 
facturer-retailer model contract. The 
manufacturer-wholesaler and wholesaler- 
retailer forms are almost identical ex- 
cept for the necessary substitution of the 
word, “‘Wholesaler” for “Retailer,” ete. 
In New York and Maryland the retail 
associations have approved the N.W.D.A. 
model contract form. The New Jersey 
association has not approved any contract 


form but has indicated that the model 
form is satisfactory to it. The Pennsyl- 
vania Fair Trade Committee has released 
a form for use in that state which, while 
similar in many respects to the model 
form, involves section 2 of the law. If 
that section is not upheld this contract 
form when used will, we believe, become 
invalid. 

In lowa and Wisconsin the N.W.D.A. 
model forms are not in use. Attorneys 


in those states question the validity of the 
omnibus type. We believe that the courts 
may eventually uphold contracts using 
the language of the model forms. At the 
time this is being written Illinois has 
taken no action, to our knowledge, 
towards approving any contract form, 


Value of Fair Trade Laws 
The function of this committee has been 


to study the subject of fair trade legis- 
jation and methods of operation under 


State fair trade laws. This report has, 
therefore, been in large measure of a 
legal nature. While the use of legal con- 
tract forms and methods of operation are 
essential to the successful utilization or 
this method of controlling predatory 


price-cutting, mere observance of legal 
requirements will not make the movement 


successful. 


Manufacturers whose products have 
been generally sold at what used to be 
called ‘“‘code minimums” cannot suddenly 


raise the price of these items on contracts 


which they may issue so as to give the 
retailer a full profit. If they do so con- 
sumers will rebel, sales decline, the re- 


tailer lose interest in the line and feature 
substitutes. Opponents of price stabili- 
zation will flock to the tegislature in the 
name of the consumer protesting against 
profiteering and high prices caused by 
fair trade acts and will demand their re- 
peal. On fast-selling items having a low 
handling cost which have been drastically 


cut we believe the manufacturer is justi- 
fied in setting his contract price at 21 
percent off the full retail price list 
Slower selling items have a higher han- 


dling cost and generally are not so badly 
eut. 4 maximum of possibly 5 or 19 
percent off from the full list price would 
be economically sound for merchandise 


of this type. On slow selling and pre- 
scription items which have a high han- 
dling cost the full list price is doubtless 


justified. 

Retailers cannot 
price immediately on 
consumer recovering from the worst de- 
pression in the history of the countrys 
must not be ignored. Most retailers know 
this and are supporting those manufac- 
turers who are trying to insure them a 
reasonable margin. The industry has 
been fighting for the Capper-Kelly bil 
many years. We now have its equiva- 
lent in ten States and a golden oppor- 
tunity to show that it is sound and neces- 
sary. If 90 per cent of the retail and 
wholesale drug distributors sign fair con- 
tracts this method of price stabilizatior 
will get a fair trial. If we are apatheti 
and do not sign, fair trade laws may be- 
come another good idea that failed. 


obtain full 


every item. The 


expect to 


Wholesalers in all the States wher: 
contract forms have been approved have 
already issued contracts and have put 


under contract the merchandise of foreig: 
manufacturers who have requested then 
to do so They have expressed by ac 
tion their intention to do everything they 
legally can to make these fair trade laws 
an effective method of eliminating un 
sound and destructive price-cutting A 
fair number of manufacturers have made 
direct contracts where legally possib! 
and some others have asked wholesaler 
to put their products under wholesale cor 
tracts, 

Every manufacturer who is sincerely it 


terested in the welfare of his distributo 
and wishes to eliminate social and eco- 
nomically unsound and destructive prac- 
tices in the distribution of his merchan 
dise has an opportunity to show that sin 
cerity by putting his merchandise unde) 


contract in those states where it is legalls 
permissib'e. 

With fair prices to the 
retailer and the wholesaler, 


support by all branches of the 


consume}! ] 
and unites 
trade, the 


industry can test to the utmost thi 
method of correcting unsound price prac- 
tices These laws are not perfect, thes 


they 
towards 


are an im- 


sounder 


upheld, but 
road 


may not be 
portant step on the 
practices, 














study and reference as we go along. 


Now we have with us here this 
morning a young fellow who has been 


a wholesaler and who has also been 


drug manufacturer. He evolved from 
that into the very rare and enviable 
position of being in a place where he 
sat in judgment of his former asso- 
ciates. I am speaking of Mark Mer- 
rell, chief of the loss limitation unit 
trade, practice study section of the 
National Recovery Administration. We 


would like to call on him to speak. 


Will you come up, Mark? Before 
you start talking, I have been asked 
on behalf of the National Wholesale 
Druggists’ Association to present you 
with a special copy of the drug survey. 
I am advised this is in keeping with 
the practice of the National Whole- 
sale Druggists’ Association and its 
members of informing the government 
thoroughly and completely of all of its 
facts and figures and affairs, laying its 
records open to the government at all 
times, expressing freely and frankly 
its opinion to the government in order 
that the government may have full 
factual information upon which to 


judge it 


Mark Merrell: Thank you. I hope 


it isn’t a bribe. 


(Mr. Merrell then spoke as follows.) 


Loss Limitation Study 
Address by Mark Merrell 


Resale price stabilization as a factor 
in our national economy is receiving a 
great deal of attention today. This is 
true not only in the manufacturing and 
distributive branches of the trade but 


also in legislative and judicial circles 


Additional Federal legislation is being 
proposed, and several States have enacted 
or are giving consideration to fair trade 


aws designed to stabilize resale prices 


In order to understand this movement 


better there has been set up a loss lim- 
iation study in the NRA division of re- 
view. I shall attempt to explain to you 
the purpose and scope of this study. 


In June of this year, after the United 


States Supreme Court had declared the 


codes unconstitutional, the NRA was ex- 
tended by Congress until April 1, 1936. It 


Was then reorganized and a division of 


review was set up within it by executive 
order of the President. I will read some 
pertinent phrases from this order, since 
they show the functions of this new divi- 
sion:— 

: The division of review shall as- 
semble, analyze, and report upon the sta- 
tistical information and records .. . of 
the operations of the various trades and 
industries heretofore subject to codes. 
shall study the effects of such codes upon 
trade, industrial, and labor conditions in 
general, fand] shall make available for 
the protection and promotion of the pub- 
lic interest an adequate review of the ef- 
fects of the administration of title I of 
the national industrial recovery act - 

At the time the division of review was 
established, it became apparent to those 
of us who had been working with the 
drug industry that the valuable experi- 
ence gained under the loss limitation pro- 
vision of the retail drug code should be 
utilized At the same time we realized 
that a “loss limitation’’ study would be 
incomplete and of limited value unless 
it gave consideration to all tynes of price 
stabilization not only in the drug indus- 
try but alse in other fields 

The effort of the small merchant to 
protect himself from predatory price- 
cutting is a continuing one. It com- 
menced long before NRA was thought of, 
and it is being carried on now, through 
the medium of State fair trade laws and 
other devices. The loss limitation provi- 
sion in the retail drug code and the loss 
limitation provisions in other retail codes 
were merely a part of this larger move- 
ment, and it is to the whole movement 
and not just a part of it, that the loss 
limitation study is directed 

In this respect the title of the study 
is somewhat misleading unless the words, 
“loss limitation.’’ are regarded in a 
broader sense than the meaning which 
they acauired under NRA. Possibly a 
more descriptive title would have been 
“Study of Retail Price Control Devices.” 


Purposes of Study 

The purpose of the study is three- 
fold First, to study loss leader selling 
second, to examine from an economic and 
practical point of view price control de- 
vices used in the past and those now in 
effect, and third, to analyze the legal 
scope and limitation of each type of price 
control device. 

To accomplish this purpose, the work 
is divided into the following studies: 
Loss leader selling, pre-NRA _ price-con- 
trol devices, code loss limitation provi- 
sions, post-NRA price-control, and a legal 
study of all retail price-control devices 

The study will be limited largely to the 
retail drug and retail food and grocery 
trades We wanted to include all of the 
‘over-the-counter’’ retail trades, such as 
tobacco, hardware, books, drygoods, and 
jewelry, but time and personnel will not 
permit Therefore, we are concentrating 


on drugs and groceries in an effort to 
complete by April 1, 1936, the expiration 
date of NRA, a comprehensive and or- 


derly presentation of the facts pertinent 
to the problem of loss limitation. 

The first part of the study—the loss 
lender merchandising method—might be 
termed an examination of the animal it- 
self It views predatory price-cutting 
problems in the raw, untrammelled by 


any control or restriction. Naturally, this 
is an important part of the project since 
un search for cures involves first a 
dingnosis of the disease. 
For this we shall examine the historv 
: 


ind extent of loss leader and cut-price 





Chairman Boeschenstein: This re- 
port will be referred to the board of 
control. Copies of it. I know you will 
be glad to hear, will be available. As 
lar as I am concerned, that is too much 
of a mouthful to digest in one swal- 
low. I think it will stand reading and 
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selling and investigate the rise of chain 
stores, department stores, and ‘pine 
boards.’ We shall study the motives of 
the cut-price retailer—why he engages in 
his type of merchandising—and the gen- 
eral situation in the industry which en- 
courages loss leader selling by retailers 
We shall also look into the nature of the 
products most commonly used as loss 
leaders, and find the characteristics of 
the stores that most commonly use them 
The mechanics of loss leader selling will 
also be gone into—h6w a loss leader sale 
is conducted; how prices are set; what 
restrictions as to quantity are placed upon 
the purchaser of goods. Finally, we shall 
determine, as far as possible, what are 
the effects of loss leader selling on the 
manufacturer, wholesaler, retailer, and 
consumer. 

All this, as you can see, is basic re- 
search necessary to a complete under- 
standing of the problem, 


All Means to Be Studied 


The study of pre-NRA price-control de- 
vices will examine into the mechanics 
and practical effects of selective distribu- 
tion, consignment selling, price contro: 
through ‘“‘demonstrators,” price agree- 
ments among retailers in local areas 
price control devices in foreigu countries, 
and existing Federal laws, such as the 
Sherman and Clayton acts, and the Fed 
eral Trade Commission act. 

The study of NRA price control wil 
analype the working and effects of the 
loss limitation provisions in the retail 
drug cod ind the retail food and grocery 
code. The studv of post-NRA price-con- 
trol devices will go into existing State 
fair trade laws such as the ‘Junior 
Capper-Kelly acts,’’ the Connecticut retail 
drug law, and the California unfair prac- 
tice act, and will study proposed Federal 
and State legislation, including the Pat- 
man bill, the Federal Capper-Kelly bill 
and others 

In the case of each of these devices 
our aim is to learn how it came into op- 
eration; who proposed it; and the argu- 
ments on each side—how the device on- 
erates, and what effect it has had on the 
industry, the consumer, and other inter- 
ests. 

Of all of these price-control devices 
possibly the State fair trade laws are the 
most important since they are the focal 
noint of the drug industry’s attention to- 
day. These laws are now in operation in 
ten States and are under consideration in 
many others It is not my proper function 
to argue on the relative merits or de- 
merits of these laws or of the various 
types of contracts issued under them, but 
you are aware that there are many prob- 
lems yet unsolved on which there is need 
for more facts, both economic and legal, 
and the function of the loss limitation 
study is to supply as many of thes¢ 
needed facts as time and personnel will 
permit. 

The job of reaching the proper con- 
clusions from those facts must be left 
to the legislatures and the courts We 
feel that these hodies have in the past 
been hampered in the making of their 
laws and the rendering of their decisions 
on this important subject by a lack of 
sufficient economic information, and it is 
this Inck that we seek in some measure 
to supply 
The final part of the studv is wholly 
legal \ staff of lawyers experienced ir 
this field hes been assigned to the loss 
limitation unit, and these men are now 












engaged in searching into the lega' aspects 
of each of the various tvpes of price 
control devices The economic stoff and 
the legal staff are working concurrently 
on the same subiects, but with different 
points of view. The ‘atter are bringing 


out the legal background and marshalling 
cases and arguments on both sides 


In adition to searching the ecoses and 
legal briefs concerning each tvrne« of 
price-control device, the leral staff will 
examine into the effeet of such basic 


statutes as the Sherman anti-trust law 
the Clayton act, and the Feders! Trade 
Commission act, and will check the legal 
wording and potential effect of such nro 
posed laws as the Patman bill, the Cap- 
per-Kel'v bill. and the proposed State fair 
trade laws \ study will also be made of 
the common law concept of “restraint of 
trade” and the economic theory on which 
it is grounded, and this theory will be 
compared with the actual economic situa- 
tion of the present day. 


Emphasis on Fair Trade Laws 


In the legal study, as in the economic 
study, emphasis wil' be given to the State 
fair trade laws because of the current 
interest in them Copies of contracts is 
sued by manufacturers and wholesalers 
under these laws are being obtained and 
checked against the law, and study is be- 
ing made of court decisions under these 
contracts, wherever they have been ren- 
dered 

Throughout the whole of our study we 
plan to avail ourselves of all existing 
sources of information, not only in the 
files of NRA, but in other government 
agencies, and in the works of outstanding 
experts in this field We should like to 
supplement these sources by an exhaus- 
tive original field survey, but time will 
not permit. 

We do intend, however, to conduct a 
brief fleld survey in certain limited areas 
to obtain at least tentative answers to the 
following anestions 

What is the effect of price control or 
prices to the consumer? 

What is the effect on volumes of busi- 
ness of large and small stores? 

What is the effect on gross profits of 


large and small stores? 








The answers to these questions wil 
probably not be conclusive, but they 
should shed some light upon the questions 
of the economic and social desirability of 
retail price control. The function of the 
study is not to try to reach conclusions 
upon so controversial a question, but sim- 
ply to find the facts and present the argu- 
ments on both sides 

In order that this study may be a suc- 
cess, we will need the help of the N.W.D.A 
and its associate members. We will great- 
ly appreciate it if you will co-operate witl 
us by sending us copies of contracts used 
by any of you under State fair tra 
laws, as well as any other factual or stati 
tical information pertaining to any of the 
phases of this study, as I have explained 

to you, 








regard this 
study as a constructive effort in your in- 
terest and in the interest of the public to 
arguments 
upon retail price control problems so that 
the legislators and administrators who, in 


lems will have a definite guide to follow. 


Boeschenstein: 
background 
Vaughan 
Morrisson and Mark Merrell this morn- 


Chairman 


to talk about this afternoon. The dis- 


these subjects 


was convened at 10:10 
President Mayer pre- 
President 
secretary read the 
the previous session? 
Newcomb 
the third session.) 
President 
the reading of the minutes of the third 
is your pleasure? 
seconded, 
minutes as read 


(Secretary read the min- 


regularly 
that the 
be approved.) 
President I will ask the sec- 
announcements 
telegrams. 
Secretary Newcomb: are in re- 
ceipt of the following telegram:— 
congratulations for 
accomplished 
by our president and executive vice-presi- 
fortheoming year bring forth equally con- 
structive 


auditing 
President. 

Let’s have the re- 
committee, 


committee, 

President 
auditing 
Secretary. 

Secretary Newcomb: report of 
the Title Guarantee & Trust Company 
treasurer 
examined 
properly 
committee 


vouchers 
accounted 
found to be correct. 
The report is signed by W. G. Allen, 
George B. 
chairman committee. 
its approval. 
seconded, 
carried.) 
President 


committee on time 


Report on Time and Place 


Newcomb: William J, Mooney, 
committee 
and place, requested your executive vice- 
president 

association 
committee 


Secretary 
chairman 


considerable 
to ascertain the views of our mem- 
wishes concern- 


interviewed 
individual members on 
members 
discussed 
members. 


committee 
four different 


committee 
disadvan- 
continually 
turning to one place; that the welfare of 
association 


recognized 
constantly 


arrange- 


accommodate 
annual convention would probably be best 
association 
locations and did not continue at one 
However, the expressed opinion of 
the members that the committeemen con- 
unanimously 
of returning to the Greenbrier. 
The committee has requested your sec- 
facts that I have set 
attention members 
also to emphasize one shortcoming of the 
Greenbrier, 
this may 
degree than in the past 
coming is in 
allocation 
members 


a greater 
This one short- 
reservation 
hotel for 


overcome to 


reference to the 
of rooms 
association 
mittee expresses the hope that there may 
be appointed in connection with the next 
irrangements and entertainment commit- 
a special subcommittee on hotel room 
may be possible 
such arrangements as are neces- 
the Green- 


reservations 


rooms in 
allocated to 


to conserve 


members of 
members 


convention 


Overcrowding at Conventions 
committee recognizes 
manufacturers 
attendance 
one or two wholsalers, 
association 


convention 
who are not 


however, 
exceptions attendance 


indirectly 


probably 
advertising 


manufacturers 
members 
criticism 


sentatives 
associate 


advertising 
important formulation 
) offer on th 
arrangement 
committee 
reservations 


no criticisn 


entertainment 
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afternoon. Mr. Vaughan, and Mr, Mor- 
risson, and Mr. Merrell and, I think, his 
legal adviser, will all be available to 
answer questions. 

Dr. Newcomb has an important an- 
nouncement to make after which we 
will adjourn to reconvene at 2:30 
o’clock. Please be prompt. 

(Announcements were made by Sec- 
retary Newcomb.) 

President Mayer: We stand ad- 
journed, 

(The session was adjourned at 12:55 
p.m.) 


Thursday, October 3 


Fourth Session—Thursday Forenoon 


make every effort to see that the ac- 
commodations of the hotel for the period 
of our convention are not allocated to 
members of the drug industry who have 
no affiliation whatsoever with the Asso- 
ciation, t 

With these remarks, the committee rec- 
ommends for your consideration the selec- 
tion of the Greenbrier hotel, White Sul- 
phur Springs, W. Va., as the location for 
the 1936 convention of the N. W. D. A,, 
and that the meeting be held not earlier 
than the first week of October. 

Mr. President, that is the recommen- 
dation of the committee. 


President Mayer: What is your 
pleasure, gentlemen? Is there a second 
to that recommendation? 

(The recommendation was second- 
ed.) 

President Mayer: I would like to say 
I don’t think it is the intention of the 
committee to infer that representatives 
of advertising agencies are not wel- 
come when they accompany the man- 
ufacturer. We are delighted to have 
them with us We have been able to 
get a great deal of information in these 
sessions that has been helpful from 
them on the problems of distribution. 

Are you ready for the question? 

(The recommendation of the com- 
mittee on time and place was put to a 
vote and carried.) 

President Mayer: White Sulphur 
next vear! 


Amendment to By-Laws 


Secretary Newcomb: May I present 
at this time an amendment to our con- 
stitution and by-laws which was prop- 
erly presented in writing at an earlier 
session and is now offered for final ac- 
tion, 

The amendment reads as follows: 

It is recommended that Article XVI of 
the N.W.D.A. constitution be amended to 
read: “Any member against whom charges 
have been made shall, after a fair hear- 
ing, be subject to such action as the board 
of control shall determine.” 


I move the adoption of this recom- 
mendation providing for this in our 
constitution, 

(The motion was seconded, put to a 
vote and carried.) 

Mr. Faxon: I arise to a question of 
special privilege. 

President Mayer: You certainly 
have it, Mr. Faxon. 

Mr. Faxon: The committee on time 
and place which you closed was unani- 
mous in its decision, but the secretary, 
I think, has been misinformed by the 
chairman because the criticism of the 
advertising companies didn’t come up. 
We owe some of them particularly a 
debt of gratitude for what they have 
done here. That is a fact, Dr. New- 
comb. There was no discussion in the 
committee on that subject. 

Secretary Newcomb: I am very glad 
you made that statement, because I 
did not intend to imply that it was a 
criticism of the presence of advertising 
men, but rather to point out that the 
advertising men who are here are here 
within their proper rights, because 
they represent the associate members 
of the N.W.D.A. 

Mr. Faxon: I just wanted it to be 
perfectly clear, 

Secri.tary Newcomb: If I said some- 
thing which would imply they were 
criticized, I didn’t mean to do so. 

President Mayer: We will now have 
a report of the committee on research 
and relations, of which Carl F. G. 
Meyer, 3d, is chairman. He spent a 
lot of time and work on this report, 
as have the members of the committee. 
He is going to have some very inter- 
esting information for us. 

Carl F. G. Meyer, 3d: You have all 
received copies of our report, and although 
1 probably should read it through to 
bring out some points that we think are 
very important, I think better still I am 
just going to touch on a few points and 
turn the meeting, if it is possible to do so, 
into sort of an open discussion. 

The work of our committee seems to be 
largely on these posters and it is rather 
difficult for any member of the committee 
or the committee itself to decide on the 
type of poster that the organization as a 
whole would like to have. In past years,, 
there have been some beautiful specimens 
of window display posters and material 
of that type gotten out, but we find in 
some cases the members don’t want to 
vive them away; in other cases, they 
want to give them away, but the price 
is too high. For example, this year we 
have distributed I think around some 12,- 
000 posters from previous years. That is 
not a bad record, still and all, it seems 
to me that the posters that are created 
should be something that will appeal right 
now and be more or less cleared out in 
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To: N.W.D.A. 


We at The Greenorier would feel that an 
obligation had not been fulfilled if we did not take 
this opportunity to extend to each and every member of 
this finest of all organizations our appreciation for 
their visits to us in the past, and more particularly 
to express the pleasure which we have experienced 
in coming in receipt of the decision to visit The 
Greenbrier and White Sulphur Springs for the meeting 
in 1936. 


May we say; "thank you" for the past meetings, 
and assure you that each and every one of us will look 
forward with the greatest of pleasure to this high spot 
in our year's activities. 


We wish the organization as a whole, and its 
members as individuals to feel that this is in fact their 
country estate, not only during the time of the meeting, 
but individually when opportunity may present itself 
for a visit to White Sulphur. 


Until 1936, we are 


Most sincerely yours, 
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Druggist 
glad to say that this poster has ony 


Neighborhood 


Newcomb 


committee 
representa- 
Einson-Freeman Company, 
York, who are the largest lithograph- 
the country, had down here 


impossible, 
parently, 

set type. 
committee 


For example, one man on 
very good sugges- 


get displays that would not work only 
merchandising 
scheme, in other words, the display would 
£0 With a certain quantity of merchandise, 
good plan. 
any favorites among 
the manufacturers; so perhaps that is out. 

Another memver of 
that perhaps our displays are not gotten 
as they should be; and 


would be 
we can’t play 


committee 
up as elaborately 


one said he likes the cheaper type of dis- 
play because you can give it away without 


I think this morning, if we could do so, 
it would help the committee greatly 
year in its work, it would help if we could 
get an expression from you gentlemen as 
to the type of material that you do want, 
and how 
Thank you very much! 
committee 


to use it. 


follows. ) 


Research and Relations 


committee 
research relations C 
suggestions 
that may prove helpful and worthwhile to 
year’s committee. 

material 
drug sundry, 
it happens to appeal you can’t get enough, 
but if on the other hand it doesn't appeal, 
best thing 
price and be rid of it. 
presenting 


something 


Committee 


summary comments 


year’s work. 


On September 1934, our inventory of 


material on hand was as follows: 
September 


Pharmacy 


Medicinal 


displays purchased during 


Merchandising 


Displays distributed during 1 
Neighborhood 


Total displays distributed 1045 





upproximately beautiful 
medicinal 
and attached to 


gradually 


mounted 
These dis- 
disposed 
permanent material. 

considerable 
satisfaction 


different displays produced by your com- 
relations 





hand at the present time. Many of the re- 


pharmacy 


remaining 
undoubtedly 


the coming Christmas 


Displays are Popular 
Meinbers the association 


hardly a 





requests for display material 
Christmas 
material suitable for setting 


Christmas windows 





Aid Week. 


lithographed vacation 
material 
for use durine Pharmacy 
medicinal 
chemical 
continue 
constantly throughout 
pharmacists, 
physicians, hospitals, libraries, 
universities 
chambers 
conmmerce, 
semi-publie 
educational 
widespread 


institutions. 
character 
attention Wherever 
conspicuous 
story on the services of the phar- 
We know that thou- 
displays are now on public 
throughout 
some abroad. 
is continually 
conveyed I 
unquestionably 





to pharmacy 


unfortunate 
ranized groups of 
energetically 


pharmacis 


prepared 


Pharinacy 














Week and First Aid Week In a similar 
way, or nized groups in -Yarmacy could 
well afford to devote more effort toward 
stimulating the use of merchandising dis- 


plays. The facts, of course, are that hun- 








dreds of manufacturers get up very beau- 
tiful and effective merchandising displays 
for their specific products Tne usual in- 


dividual pharmacist looks upon the mak- 
ing of dis} ys aS a means of producing 
immediate direct returns and profits. Most 
people do not take the long point of view 
in building their business and count upon 
indirect returns, even though such may be 
far more permanent and lasting and 
worthwhile then the direct returns. Edu- 
cation display material produces returns 
of the indirect type rather than of the 
specific direct type. The building of con- 
fidence and faith in the integrity and de- 
pendability of the professional service of 
the pharmacist and the means for so do- 
ing does not receive the attention that 
it should, 

Your committee feels that the work 
that the N. W. D. A. has done along these 
lines has been of inestimable value to the 
retail pharmacists of the country. It may 
seem to many that this service has not 
been appreciated and that its scope and 
quantity has not been realized by the 
rank and file of retail pharmacists. This 
may be true. Work of this character usu- 
ally does not bring forth the use of ardent 
superlatives and impetuous enthusiasm. 

It is true that the leading editorial 
writers of our pharmaceutical press have 
time and again commended, in the highest 
of terms, the character and quality of 
this work which the N. W. D. A. has done 
for American pharmacy. In a _ similar 
way, members of our boards of pharmacy, 
State associations, and college faculties 
have expressed themselves. Notwithstand- 
ing all this, the rank and file of retail 
pharmacists continue to assume a more 
or less dormant and uninterested attitude 

Your committee does not believe that 
our wholesalers should feel discouraged 
over evident lack of interest on the part 
of many pharmacists in this sort of work 
As a matter of fact, it is the professional 
asvects of American pharmacy whicl 
make the practice of pharmacy distinctly 
different from that of other industrial ac- 
tivities. It is essential that professional 
phases of American pharmacy be main- 
tained on a high plane not only for the 
welfare of our 130,000,000 American peo- 
ple, but also for the future American 
commercial welfare of the retail pharma 
cist. the wholesale distributor and the 
producer of medicinal agents. When the 
retail pharmacists are encouraged or in- 
duced to install professional window dis- 
plays there is no question but what he, 
himself, thinks more seriously of his pro 
fessional obligations and in turn he ren- 
ders a more valuable professional service 
to the public because he is so thinking. 


Co-operation with Other Groups 


Your committee believes that the com- 
mittee on research and relations should 
endeavor to establish closer relations with 
the N. A. R. D., the A. Ph. A., and the 
various State pharmaceutical associations 
for the purpose of promoting more vig- 
orously the preparation and use of edu- 
cational display material in the future. 

Your committee also feels that our 
wholesaler members should, through their 
salesmen, urge upon retail pharmacists 
the giving of more attention to the mak- 
ing of frequent professional window dis- 
plays The committee might very well 
again supply to the drug trade press cuts 
of the illustrative material that it pre- 
pares Prior to the depression the asso- 
ciation issued almost monthly bulletins 


to the drug trade press and to the officers 
of the different State and national organ 
zations. These bulletins carried informa 
ation concerning the work of the N. W 
D. A. designed to promote and benefit the 
welfare of the retail pharmacists. This 
service was discontinued at the begin 
ning of the depression in order to con 
serve funds. Now that it appears 11 
vorst of the depression is over we helieve 
that the N. W. D \ should again enter! 
into this activity 

Many of our wholesale druggists pub- 

lish their own journals or magazines 
Such houses in the past used cuts sup 
plied by the N. W. D. A. illustrating dis 
play material available and we feel sure 
would again be glad to do so. The kind 
of an effort which your committee sug- 
gests we believe would bring to the at- 
tention of practically all retail druggists 
in the country this means of building for 
permanency of their professional and 
ommercial service to the public. The 
2500 wholesale drug salesmen can do a 
splendid job in aiding retailers along these 
lines if they put themselves to it of 
ourse, some wholesale drug salesmen are 
iust naturally stubborn—Aren’t we all? 
Nor, must we leave the job entirely to 
our salesmen This effort calls for en 
thusiastic endorsement on the part of ex- 
ecutives and representatives of all organ- 
ized groups of American pharmacy. With 
this kind of cooperation it is not likely 
that attention on the part of the salesmen 
to this subject would be overlooked or 
forgotten. It is no doubt true that at the 
present time one retail pharmacist in a 
salesman's territory hears about an avail- 
able display and others hear nothing of 
the offer. 

Shortly after the election of this year’s 
committee on research and relations the 
New York office suggested our committee 
could very well give some thought to the 
preparation of a set of window strips ad 
vertising nationally advertised lines of 
fast selling merchandise These _ strips 
were to be gotten un in very attractive 
stvle, using, if possible, color plates, ete., 
which would be gotten from some of the 
magazines, like Pictorial Review, and 
others that have attractive colorful front 
paces 

Your chairman took this opportunity te 
ret in touch with the other members of 
the committee and the general consensus 
of opinion was that the idea was a very 
rood one, but we felt that the manner 
in which these strins would be made up 
would make the price rather high for 
wholesalers to hope to disnose of many 
























n view of all of this tvne of matter that 

heing given away free Tt therefore 
suggested itself that practicatrv every 
manufacturer in the country would be 
more than glad to get up some standard 
tvne of window strin f thev would feel 
reasonably sure that a veo0d pertion of 


them would he used by the retailers 
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committee 
favoritism 
concerning help to manufact 


realizes that there can be take the usual course 


referred 


committee on accounting, McKay Van 
chairman, 
Dr. Newcomb will present the report 


wholesalers 
response.) 
streamers distribute 
Secretary Newcomb: 
committee 
prepared 
man, was set in type and advance pre- 
prints prepared and given out to mem- 
bers of the convention as they regis- 
Therefore, it may not be neces- 
read the 
The report is not lengthy. 
member 
emphasizes 
association 


manufacturers accounting, 


consideration 


there should 


manufacturers, 
solicitation of the wholesalers by the 
their selection 


soliciting ‘ 
ae It is one 


indicating especially 
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ent because of the fact that the time may 
not be far distant when the operating 
results involving profits and costs of 
service wholesalers will be compared with 
those of other types of wholesalers. When 
that occurs it is evident that these snould 
be presented in terms and under classifi- 
cations which are fairly consistent. Un- 
less this is done, it is quite evident that 
the exact facts with respect to compara- 
tive costs of distribution through differ- 
ent types of wholesale establishments 
cannot be obtained. 


Uniformity of Bad Debt Charge Offs 


This is another subject which the com- 
mittee wishes to call to the attention of 
the association. Certain of our members 
have developed a procedure or schedule 
for establishing adequate reesrves against 
doubtful accounts by means of progres- 
sive rates. This has been tested out i! 
several houses, particularly in the North 
where it has been found to be very satis- 
factory in that it has attracted the at- 
tention of the collection department in a 
particularly conspicuous way to the grad- 
ual impairment of the quality of various 
retail accounts, as they have become more 
and more delinquent. This methoa or 
building up reserves contemplates a pro- 
gressive rate of allowance for bad debts 
month by month as the account gets 
older and finally charging it off complete- 
ly when twelve months overdue. The 
rates advocated in Bulletin F, titled “‘The 
Establishment of Proper Reserves for 
Doubtful Receivables,” issued by the com- 
mittee on credits and collections, with the 
co-operation of H. J. Ostlund, director of 
the statistical division, have proved gen- 
erally to be correct. Further experimen- 
tation with the method, however, is at 
present in progress in various Southern 
houses which are operating under quite 
different conditions from those facing the 
Northern houses. 

In the South, it is generally the rule 
that collections must be often deferred 
until after the Southern farmer receives 
his pay for cotton or other annual crops. 
Consequently, in many sections of the 
South at least, accounts are carried dur- 
ing certain times of the year for nor- 
mally longer periods than in the North 
For this reason it is quite likely the rates 
used in the North will have to be modi- 
fied or reduced slightly for the South 
during the Summer months, with higher 
rates in the Fall and Winter months. Ex- 
perimentation now in progress will, we 
believe, within the next two or three 
months, determine what adjustments and 
rates should be necessary in the South. 
It may be in some other houses, operating 
under unusual local conditions, adjust- 
ments in their rates should also be 
worked out. 

The committee recommends, however, 
in view of the benefits already demon- 
strated from the use of this method, that 
wholesale druggists generally be encour- 
aged to consider the use of this or some 
other substantially similar method where- 
by the reserves for bad accounts will in- 
crease progressively as the accounts grow 
older and will act as a stimulus to the 
credit department to push its collections 
properly and more vigorously. 


Uniformity of Consignment Accounts 


One situation in accounting and office 
routine has become particularly difficult 
recently, and this is the consignment 
problem, It appears evident that in a few 
situations, for a time, it may be advan- 
tageous to a manufacturer to ship goods 
to wholesalers on consignment only, 
Some having initiated this procedure, 
many have followed. Owing to the promi- 
nence, the scope and rapidity of turnover 
of many of these new consigned accounts, 
a material proportion of each one‘g vol 
ume is derived therefrom. This is not 
the time or place to inquire whether or 
not the policy is justifiable on the part 
of all manufacturers using this plan, but 
the question of practices in the operation 
of the system certainly does need in- 
quiry. Apparently there is scarcely a sin- 
gle operation in connection with the con- 
duct of consignment operations which is 
standardized or uniform. Manufacturers 
differ as to billing terms, types of reports 
required, dates of reports, information 
supplied by factors, and in Many other 
ways. Some manufacturers, even go go 
tar as to require lists of sales with names 
and addresses of all purchasers, to be 
sent in periodically. 

Unless the confusion out of the con- 
signment epidemic can in some way be 
abated, wholesalers may be forced to hire 
extra help (we understand some already 
have) to take stock and make out re 
ports. The costs will very likely be far 
in excess of any compensating benefits 
In order to abate this nuisance before it 
becomes intolerable, we recommend that 
the N.W.D.A. make a survey of con- 
signment practices now in existence, as- 
certaining those that are workable and 
satisfactory from all viewpoints and mak¢ 
recommendations as to standard proce- 
dures which will facilitate the handling 
of this type of transaction with the mini- 
mum of wasted effort. 


Uniformity of Manufacturers’ Invoices 

\ large percentage of manufacturers 
reserve a certain space in the upper right- 
hand corner of their invoices for the use 
of the wholesaler to whom the shipment 
is made. In some instances the space is 
left entirely blank. In other cases it is 
ulmost completely filled in with data call- 
ing for information not ordinarily pro- 
vided for or kept by most wholesalers 
Those of our membership who have ex- 
pressed opinions apparently prefer for 
this space to be left entirely blank sv 
it may be used by each member as he 
sees fit to set out the data as required to 
meet his own particular method of opera- 
tion. 

This is but a suggestion which might 
properly be passed on to the manufac- 
turers’ committee for them to act on if 
they deem the suggestion worthy of ac- 
tion; otherwise, to table. 


Manufacturers’ Survey 

It has also become evident of late that 
the wholesale industry should become 
more directly familiar with the cost of 
distributing various leading lines or types 
of merchandise. Some manufacturers 
have shown considerable interest in this 
problem. One has already employed Mr. 
Ostlund to make a survey of the distri- 
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bution of his own products with interest- 
ing results, so 1 am told. Others have 
wanted the same service, but it was im- 
possible for Mr. Ostlund to undertake the 
work at the time We believe it would 
be a splendid service to the membership 


as a whole, and to manufacturers as well, 
if more of this sort of analytical work 
could be done. 


Federal Trade Commision Report 


The committee wishes to call your at- 
tention further to another project which 
has been on foot for some time. Action 
has been taken by the board of control 


authorizing collection of accounting and 


Statistical data from the members of the 
N.W.D.A., so that once more we may 
know with a fair degree of accuracy 
where we stand with respect to expenses, 
profits and other important operating 
facts A report form has been aesignea 
with this objective primarily in view by 
Mr. Doerr and Mr. Gstlund. It was meant 
to release this form early in 1935 so that 
the data could be brought together in co- 
operation with the Federal Trade Com- 


in an effort to study costs in the 
industry. Because of various 


mission 
wholesale 


conditions, not under the control of the 
association in any way, the release of this 
report has been delayed We regret this 
has been so, because some of our mem- 
bers have been making inquiries concern- 
ing many of the facts which would have 
been brought to light if this survey nad 
been made. It is our hope conditions 
will make it possible to conduct this sur- 
vey at a very early date. We urge, when 
it is conducted, we get the one hundred 
percent support of all our membership 
The data you submit to the Statistical 
Division will, of course, be kept as con- 
fidentially as ever and only the results 
will be presented in any public way. 


In conclusion, as chairman of our com- 


mittee, I wish to make of record our 
thanks and appreciation of the valuable 
assistance and suggestions made by Mr. 
Ostlund. At considerable personal dis- 


comfort during the extreme heat of Sum- 
mer, he came to Memphis, and for two 
days we had the complete use of his 
services at our disposal. All subjects in 
this paper on “Uniformity of Terminol- 
ogy,” which I have referred to before and 
which will appear elsewhere in these pro- 
ceedings, were discussed in full detail. 
This paper is, in fact, a dictionary or 
glossary of generally used terms of thie 
drug business and I urge its careful sturly 





and future use by every exeeutive and 
every house accountant. 

Secretary Newcomb: I move you 
that this report be referred to the 
board of control, which board will 


make definite recommendations there- 
on. (The motion was seconded.) 

President Mayer: Is there any dis- 
cussion of this report? There is no 
committee whose work has been of more 
value to the members of the associa- 
tion than the committee on uniform 
accounting. Any discussion? If not, 
the report will be referred to the board 
of control. 

We expected to have this morning a 
very fine address by one of the ablest 
men in the industry on “Advertising.” 
Unfortunately, Prof. Edward H. Gard- 
ner, executive secretary of the advis- 
ory committee on advertising of the 
Proprietary Association, was called 
home due to the serious illness of a 
dear relative. He cannot be with us 
this morning, but he selected a most 
worthy successor. I doubt if he could 
have found a more worthy 
in the United States than Frank 
who will deliver the address for 
Mr. Blair. 

Frank Blair: It is just these 
young fellows coming to take the 
place of an old man like Gardner. 

I will, to the best of my ability, de- 
liver the address, or read it: but I 
want to call your attention to the fact 
that, while this is not a member of 
one of your committees, it is your com- 


successor 
bBiatir, 
him. 


one of 


mittee, because that committee has 
been set up for the purpose of cor- 
recting a lot of inaccuracies and im- 
proprieties in advertising of the class 
of merchandise that you gentlemen 
pass on for us—advertising of cos- 
metics, toilet goods, medicines of any 
kind and all kinds. We have handled 


(I suppose I will find his in here sume- 
where as I go along) a great many 
more advertising accounts belonging 
to nonmembers of our association than 


from members of our association. The 
response of nonmembers has been un- 
usually gratifying. 

I would also like to say for Mr. 
Gardner that, while it was a relative 
who is ill, it is his mother 


(Mr. Blair read the address prepared 
by Edward H. Gardner, as follows:—) 


Supervisory Service on 
Advertising 
Address by Edward H. Gardner 


Your program committee, in asking that 
this subject be discussed before your con- 
vention, evidently believed that whole- 
salers are interested in what manufac- 
turers are doing The advertising com- 
mittee of the Proprietury Association 
agrees with them, and has accepted the 
assignment which I am filling today. 

We feel that our job is that of in- 
creasing public confidence in the legiti- 
mate use of proprietary remedies Both 
wholesalers and manufacturers recognize 
that part of the marketing job is to cre- 
ate public acceptance and that an in 
crease in confidence makes sales over the 


counter easier and increases the value 
of your advertising dollar, 

We on our committee would take a 
very shallow view ot our work if we 
thought of it as a “clean-up” job Our 
work is to establish sound claims that 
will sell goods and keep on selling them 
Every who'lese! and every retailer has 
an interest in that. 

I can qualify for this assignment a 
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little better this year than I could a year 
ago. That reminds me of a story told 
me by one of the most prominent veter- 


inarians ot the country, a man with an 
animal! hospital in Washington, who has 
under many administrations cared for the 
dogs in the White House—I mean in the 
White House kennels, 

He was appearing on the witness stand 
in defense of a fellow practitioner who 
was being sued by a farmer for causing 
the death of his horse by using a whip- 
stock as a probang in a case of oats- 
choke That is, the horse choked on 
some oats, and he shoved a whipstock 
down its throat to clear the obstruction 

He saw the farmer lean over to his 
counsel and iy, “Ask him if he isn’t a 
dog specialist."”. So the shyster rose and 
said, ‘“‘With yvour honor's permission, 1 
should like to ask this expert witness 
if he is not in fact a dog specialist.” 

“Yes, your honor,’ said Dr. Bucking 
ham, “Lama specialist, and I thank 
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God for it, because it has taught me to 
think more of some dogs and less of 
some humans. Now with your honor's 


permission, I will proceed to qualify fully 
as a witness in this case. I have in my 
hospital twelve horses, thirty dogs, two 
parrots, five canaries, seven cats, and 
two monkeys. At the zoo, I have under 
treatment a camel, an elephant, a garilla, 
and a lion with the lumbago. ‘This ex- 
perience, I believe, qualifies me as a 
witness in this case.” 

Not all the lions that have been in to 
see us in the last year have had the 
lumbago, but they have had plenty the 
matter with them, 


Year’s Experience in Advertising 
Review 


had the pleasure of 
betore this convention and de- 
the results of our first two 
operation, as well as outlin- 
and the hopes with 
committee was es- 


\ year ago I 
pearing 
seribing 
months of 
ing the purposes 
which this advisory 
tablished 
‘Today the 
twelve months 
count that was 


ap- 


experiences of another 
can be added to the ac- 
presented to you a year 
ago. Our committee is twelve months 
older and twelve months wiser, 

A man's years advance by arithmetical 
progression, but his usefulness ought to 


inclease by geometrical progression. As 
he makes friends and his human contacts 
widen, he ought to find that he is not 
meiely adding to the total number of his 
friendships, but that each friend teaches 
him something which he can pass on to 
his other friends, so that his life becomes 
constantly richer and more dynamic. 
This has been the experience of the 
udvisory committee, and my reason for 


saying it to you is because whatever 


degree of success we have achieved has 
been due to the generous co-operation 
of a very great many members of the 


Each man who has 
who has sat 


proprietary industry. 
told us his experiences, 
down with me in my office, has added to 
the ability of the committee to handle 
other cases more wisely and helpfully. 
A year ago it was a novel action for 
an advertiser to take, to send in his copy 
and package for review. He didn’t know 





who we were or how we would act. It 
took a lot of faith in the integrity and 
fair-mindedness of the men on the com- 


mittee, and a strong element of generous 
willingness to help in raising the stand- 
irds of the whole industry, in the belief 
that the reward of the good deed would 


be a general increase in public confidence 


in the legitimate use of proprietaries, and 
an increase in the value of the adver- 
tiser’s dollar 

A year ago, advertisers who sent us 
their copy had to set up a new routine 
They had to make their advertising de- 
partments and their agencies accustomed 


to getting up another set of tvpewritten 
copy, another set of proofs, perhaps an- 
other conference 

Today this novel action has become a 
habit. A large number of advertisers 
have set up the routine for having their 
copy go through the committee, so that 
we everything they have prepared 
At the beginning of their season's opera- 
tion, when new copv themes are under 
discussion, they hold a conference with 
us or send their new copy in by mail, 
but, after that, the proofs for the month, 
or the radio continuities come in as a 
regular thing The mental hazards have 
broken down 


see 


heen 
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vopy problems have become familiar, they 
can be dealt with easily and rapidiy 
But I should not give the impression that 
any real problem is handled by us in a 
routine way. It may take letters, long- 
distance calls, quick conferences, in or- 
der to help the advertiser meet closing 
dates in case he wants to be sure his 
copy is not open to objection before he 
runs it. 

Although many 
become 
econstantis 


advertisers have thus 
working with us, there 
new advertisers who con- 
with us Tnis committee has as its 
goal nothing short of a completely satis- 
factory position for every advertiser of 
proprietaries in America. Naturally that 
will never be attained, but so long 
us there is one good advertiser whose 
interests might be endangered by some 


uses to 
are 
sult 


gzoal 


inexact phrasing, or so long as tnere is 
one obscure and illegitimate fly-by-night 
who deliberately makes false claims and 
vets the industry into disrepute, our job 
is not done. 

Of course, this is not our job in any 
limited sense It is the job of the indus- 
try in which we are trying to play our 
part It is a job which calls for the co- 


efforts of all manufacturers, all 
magazines, radio stations and 
advertising agencies and con- 
with whatever degree 
mutual understanding 
may be possible, but working in the be- 
lief that proprietaries have their legiti- 
mute plice, that misleading statements 
whether deliberate or unintentional, in- 
jure the standing of proprietaries with 
the public, and that it is up to every- 
body to help work out legitimate claims 
und reasonable language. 

(sur committee is in close co-operation 
with a number of advertising media. Re- 
cently, two radio chains, Mutual and 
Yankee, have become associate Members 
of the Proprietary Association on the 
payment of the small annual fee, and 
have submitted many questions to us. 
I should point out that as associate 
members they are nonvoting mem- 
bers, and only manufacturers of pro- 
prietaries may become regular members 
or may assume full responsibility for the 
policies and actions of the association. We 
are informed that a number of radio sta- 
tions wish to apply for our service and 
to contribute toward our expense. Several 
of the leading advertising agencies of 
the country have likewise become associ- 
ute members. ps 

With all of these media and agencies 
we exchange information, benefiting prob- 
ably as much by what they have to tell 
us as they may benefit by what we have 
to tell them. The leading radio chains, 
the leading magazine groups and news- 
papers, have their own copy review exec- 
utives; we are constantly exchanging 
opinions with them on a wholly confi- 
dential basis. 

Although the committee’s view of its 
responsibility involves a willingness to 
work with any group or individual in the 
advertising field, our first relationship is 
with the advertiser. He is the man who 
knows most about his product and un- 
derstands its problems; he is the man 
who can make the most intelligent and 
authoritative changes in his copy if 
changes are desirable. Whatever sup- 
port the Advisory Committee may secure 
from media or agencies, either financial 
or moral support, our primary responsi- 
bility is to the manufacturer himself, and 
our financial support is primarily drawn 
from the Proprietary Association, which 
is composed of manufacturers. 

In some cases we have received in- 
quiries about copy from media, cases in 
which we had not seen the copy and had 
no certain knowledge of the problems in- 
volved in it. Im these cases with the help 
of the medium we have been able to hold 
a conference with the advertiser and to 
make him feel that we were working 
solely in his interest During the past 
few weeks there have been a consider- 
able number of such conferences brought 
about in the first instance by the adver- 
tising medium but resulting in a close 
working relationship between our com- 
mittee and the advertiser on the same 
basis of mutual confidence that has been 
set up by other manufacturers who are 
already working with us. 


operative 
newspapers, 
ehains, all 
sultants working 
of harmony and 









Service Open to All 


Frank Blair say to 
that the Proprietary As- 
sociation urges manufacturers to become 
associate members of the N, W. D. A., 
and you have heard him likewise urge 
wholesalers to become associate members 
of the Proprietary Association. Whole- 
salers who are also manufacturers are 
entitled to regular membership. Whole- 
salers who are not manufacturers can 
become associate members. Either reg- 
ular or associate members can have the 
full service of the advisory committee 
in answering questions about advertis- 
ing, or of the requirements committee, 
headed by Dr. Cullen, in answering ques- 
tions about labels and packages. 

It is true however, that these ser- 
vices will be given without charge to any 
manufacturer or advertiser in the indus- 
try, whether or not he is a member. 

During the past year we have not asked 
anyone to join the association in order 
to get our services; we have leaned so 
far over backwards that we have re- 
turned any checks that have been sent 
us Now, however, that our work has 
been fairly well established, its usefulness 
understood, we are glad tw welcome to 
regular or associate membership any who 
wish to make use of our service and to 
pay the annual membershin fee as an 
evidence of appreciation. Such fees, at 
present at least, are not on a basis of 
covering the cost of our service. Whether 


You have heard 


this convention 





we shall later think it best to work out 
fees to advertising media based on the 
volume of our service to them is a ques- 
tion that does not worry us at the pres- 
ent time. I repeat, we keep open house 
for anybody interested in the advertising 
of proprietaries, and we will handle all 
cases to the best of our ability 

Our work represents one more score to 


the credit of the princip'e of self-regula- 
tion in industry. But the question may 
fairly be raised as to just what part vol- 
untary action plays in the work we are 
doing To what extent do advertisers co- 
operate of their own free will and to what 
extent are thev moved by fear of com- 
from official quarters? 

make a realistic analysis of the 


pulsior 


Let us 
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forces that operate for and against the 
voluntary aspect of this work, the forces 
that are making self-regulation a success. 

First, most men are decent and would 
rather do the right thing than the wrong 
one. Second, they want to stay in busi- 
ness a long time; they yant to adopt 
policies that will keep them in business, 
and not policies that will give them a 
quick clean-up. Third, they welcome an 


explanation of many issues which they 
have not clearly defined for themselves, 
questions of phrasing that are pretty 


technical and complicated. Fourth, they 
would rather feel that they are doing this 
of their own accord than that it is being 
done to them, Any compulsion, however 
benevolent, is resented, while what we 
do of our own volition is a pleasure, and 
becomes part of our natures. Fifth, they 
would rather talk to someone in. their 
own business family than talk to a police- 
nan, no Matter how nice a policeman. 


Finally, they like to be able to discuss 
these things constructively, not merely 
to be told what they can’t say, but to 
have some help in working out things 
they can say, and say in a way to get 
sales results. 7 

It is easy and it is inexpensive to do 


business with our committee. We can 
handle things in a half hour conference, 
or with a three-cent postage stamp, that 
would cost the government and the adver- 
tiser a great deal more time and money to 
handle officially. ; 

If anyone thinks 
of the advertiser plays no part in re- 
Viewing copy, let me ask him how many 
millions of dollars it would have cost the 
taxpayer to have reviewed the vo ume of 
advertising that has passed through our 
hane this year, if the government had 
done the job, and if every step had been 
contested by the advertiser? 


that the willingness 





Self-Regulation or Forced 


Self-regulation of advertising is a 
proved success, The forces working for 
its success are powerful and sure. 

But back of self-regulation stands the 
threat of force, and that is not an idl 
threat. 

A year ago when the committee began 
its work, we felt that we were only one 
part of a great forward movement of pub- 
lic opinion regarding proprietaries, a 
movement in which everyone shared. 
There has not been a single advertiser 
consulting with us during the past year 
who has not free'y recognized that we 
are in a new era, re uiring more careful! 
use of language, if public confidence was 
to be maintained and if sales were to 
continue in satisfactory volume. This 
committee has not had an up-hill job—it 
has gone along with the current. [If the 
current had not been flowing in that di- 
rection, there would have been no de- 
mand for the establishment of the com- 
mittee and no support for it after it was 
established. 

_But there has been a change in the 
situation during the past year which 
should be dea't with frankly and recog- 
nized before this convention. That change 
is registered by the increasing number of 
press releases emanating from the Fed- 
eral Trade Commission and notices of 
judgment emanating from the Food and 
Drug Administration. These publications 
show the course of official decisions. 
Taken together, they represent a rapidly 
srowing guidebook for the advertiser as 
to what are considered reasonable claims. 
This committee keeps in the closest touch 
with these 


published decisions and en- 
deavors to render counsel that takes 
them into full consideration. 


A year ago, we said to manufacturers 
generally that we bespoke their generous 
co-operation in raising the levels of adver- 
tising in the industry. Today, I am not 
sure but the shoe is on the other foot. It 
any advertiser thinks that objectionable 
language may pass without official notice 
being taken of it, we would advise him to 
take another think. We would advise 
that advertisers, media and agencies, be 
on the list to receive the publications of 
the Federa' Trade Commission and the 
Food and Drug Administration, and to 
consider whether objection may be taken 
to the language o radvertisements with 
which they are concerned. 


This statement is not “scuire copy,” 
nor does it represent any information 
which this committee has that is not 


open to anyone who can open his mail and 
read the English language. It is merely 
a Statement of a devolopment that is 
tuking place, a development that is in the 
best interest of the industry. It does 
mean, however, that today less than ever 
before can the advertiser afford not to set 
his house in order. 


Public Opinion Controls 


But though the commission, the depart- 
ment, and the Federal Communications 
Commission as well, give point to the 
need for careful attention to copy, let me 
state as the deep conviction of our com- 
mittee and the result of its experience 
that the real force back of copy improve- 
ment is public opinion, and that we all 
as individual consumers and members of 
families share in that public opinion. 
Nothing more should be called for in ad- 
vertising copy in the way of improve- 
ment of its language than pub'ie opinion 





requires; nothing less than this standard 
should be desired by any advertiser from 
his own point of view as a citizen. We 


should all work together to bring advertis- 
ing stand?rds into proper shape. We 
should, equally, all work together to pro- 
tect advertising against unfair and unr 
sonab’e criticism and attack, against d 
priving the advertiser of the right to make 
claims for his product that are in accord- 





ance with sound scientific opinion and 
with the reasonable enthusiasm which 
must be used in selling goods of any kind, 


or in persuading people to take any action 
whatsoever that is in their own interest 
There is no individual who dvoes not 
have to use salesmanshin and persuasion: 
there is no group or institution, whether it 
is the medical profession, the teaching 
profession, the government, or manufac- 
turers of food, drugs, and rosmetics, 
which does not need to call on salesinan- 
ship and advertising. The necessity to 
LES¢ sa’esmanship and advertising will 
always exist under any form of govern- 
ment or any social system. The right to 
use salesmanship and advertising can 
never he denied. 

But if we all work together to earn the 
respect of public opinion for our advertis- 
ing, there will be less danger of an ad- 
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verse public opinion, of a loss of confi- visory committee on advertising, as done business than 
dence, of a diminished value in our adver- one of 1 , avy 
tising dollars and in the stocks of our association for an industry, | 
companies. The adverse public opinion not waited for a Sas 
would be a loss to the industry, but it food and drug ae aay 
would also be n injury to the public, waited for them to Pe. fae. 
since it would tend to deprive the Oe date bs sme sete be out and tried to help 
products which they can use for the reile But they have gon¢e it and 
of ordinary ailments In keeping adver- ; 
tising within reasonab'e bounds, we are law ha ay 
the long run performing a public ser difficult 
ice and protecting the right of the publi \We have a moral obligation, | , 
to self-medication dividual in the drug. industry, ) 
Every member of the National Whole operate in this splendid wo! 
sale Druggists’ Association, every man at wholesale division § are 
tendant on this convention, can exert his many thousands of dollars a} amen 
influence in working toward the goal we take on new line backed by ee nis 
which this committee has set for itself. tising that in some in Cae ea a i 
We are only one of the many agencies of difficulty, either with the national pure 
expressing an opinion and of bringing food and drug laws or 


influence to bear in 


They have 
the pure 


t up to There was a 
1 


the laws, 


i re complicated ana 


nate enough 


every in- 


urge them to 


We want to join with all other agencies money on their investment in these lines, American Trade 


this purpose in common. We in because When the advertising is with- tives. 


who have : . ; ‘rease 
your practical help in drawn, we find the sales decrease. 


vite, we bespeak, 


f the finest jobs ever done by an  tising, particularly 
who enters the 
have not I want to make 
rh 


didnt have enough 
their member comply wi aya that hotel and some 


co- at the single rate, 
rk. We in the If you have heard 

a good charged the double rate through error 
ar becaus€ of the cashier’s 


they will get a 
State laws. We We will now have a few words from 
the right direction also are costing our retail druggists Warner Hayes, former president of the 
Association Execu- 
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cleaning up the adver- 
of the new fellow 


an announcement. 
mistake made by the 
States cashier’s department of the hotel. They 
single rooms in the 
members were fortu- 
have a double room 
and occupied only one bed. They pay 
not the double rate. 
of anyone who was 


department, please 


the cashier where 


refund. 


fulfilling our responsibility. I move that this meeting go on recore 
commending this committee on adver- Talk by W arner I layes 


as 


President Mayer: Is there any dis- tising of the Proprietary Association for Warner Hayes 


cussion of this interesting report? the splendid work which they are doing 
I would like to ask Fifth Vice-Presi- and that they be invited to, keep = = 

dent Bergman to take the chair, be- tive and associate member! 

cause the president would like to have Woris to eliminate unfair and destructive 


the have the chance 
at this convention 
: . nin . ° sir to sit in at some 
N.W.D.A. advised of the results of their Maite Alen to. take 


minutes to give a 


am awfully glad to 
be a paying guest 
and to have a chance 
of your sessions. I 
about three or four 
brief interlude on your 


an opportunity to discuss it. advertising copy program ina commentator’s sort of way 
(Fifth Vice-President Bergman took seconded by Mr. of what I have picked up about the con- 


(The motion was 


the chair.) Ochse, put to a vote, and carried.) thirty years of 


conventions showing 


Discussion by Mr. Mayer (President Mayer resumed the chair.) eer eae 


vention, and in 


experience of over 
operating many types of 
you how this con- 


out, as I see it, on 


President Mayer: Thank you, gen- 2) ogram of fun, facts, faith, and friends. 


President Mayer: There - _ pemeer? tlemen. I am sorry to take your time, I want to illustrate 
that is more vitally affected than the 1 1) would like to say there is noth- those of how the 


drug industry by advertising The Pro- 


prietary Association, through their ad- ing that is of more importance to our that out. 


briefly each one of 
convention has carried 
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Mr, Vaughan yesterday appealed to you 
gentlemen to be the leaders of the pres- 
ent era in business. He pointed out the 
past leaders. My one commentary out 
of this meeting is the fact that I found 
so many presidents of companies here, 
both of the associate membership class 
and of the active membership class, whic} 
is an excellent commentary on your 
dustry. I don’t know when I have 
attended an industry so well represented 
by the “kingfish’ of the industry, and 
that is a splendid thing; it is a thing we 
need in busiiiess. 

I had the privilege of contacting this 
industry somewhat in one of the indus- 
tries which I served from the advertising 
point of view, and I want to say that 
you were alive; the wholesaler’s division 
helped us very materially in our various 
industry slogan contests, in the perfec. 
tion of window display contests. I am 
glad to see you devoting attention to the 
advertising. Those manufacturers who 
neglect the co-operation which whole- 
saler can give them are missing a bet. 

Then, certainly the fact that you have 
so many members of the associate mem- 
bership class shows a tremendous mutual- 
ity of interest. You are performing a 
true function, else the distribution of 
products would not be through your in- 
dustry, and you have a perfect right to 
bring the manufacturers closely to you 
because you are serving them, you are 
giving them, in lieu of their own direct 
selling units, a service which they must 
profit by. 

Now under the fun classification, you 
like fun, and fun is a great thing in life. 
It is what makes all of us better men 
and women because we do enjoy our- 
selves. This convention has been laid out 
with hours for fun. My only criticism 
and commentary of it would be that the 
golf tournament, the Handy Andy golf 
tournament—somebody ought to put up 
a cup or two that would be won from 
year to year and that the hours would 
be outside of the official formal session 
hours. In other words, Dr. Newcomb said 
yesterday he appealed to the lovalty and 
the faith of the crowd who didn’t stay 
for the afternoon session. I think the 
official tournament should be run out- 
side of convention hours and that no 
prize should be won, no one should be 
allowed to win a prize who has not at- 
tended the sessions, at lenst during the 
official hours. In other words, let’s say 
you set for today the official hours from 
nine-thirty, or make it ten and allow for 
breakfast, to twelve, and anybody who 
isn’t here from ten to twelve at the offi- 
cial hours of the session wouldn’t get a 
prize. Well, maybe you would get the 
golfers in here, and that would constitute 
thought for the greens fee department 
down here. They tell me 325 golf fees 
were paid, not eliminating duplications 
So the 325 men golfers are the leaders of 
various industry and they need the con- 
vention discussion and you need their 
viewpoint. I offer that as an idea. 


Bettering the Fun Side 


Under the cocktail hours that I noticed 
you had, those down at the casino were 
very attractive for the reason that you 
had some lounge facilities and arrange- 
ments so that you could sit down and 
enjoy it The other two hours over here 
were a little crowded, and I suggest that 
the committee next year carry out what 
we call a cocktail lounge set-up, rather 
than just the service at the bar, which 
was rushed very much and doesn’t give 
time to give service as there is a large 
crowd. I think you would get a lot more 
out of the cocktail hours that way. 

Then, again, I try to figure just as you 
have with the President’s session, bring 
the fellows down into the cocktail hour 
instead of having them all spread over the 
hotel in private cocktail hours—at least 
bringing them to the official cocktail hour. 
Everybody ought to mingle there and 
carry out the Rotary idea that you had 
in the luncheon yesterday for the assimil- 
iation of new members 

I sa this (I want to make a commen 
tary to the fellows in fun) that I was 
only able to get three dances during the 
week so far when I found a lady sitting 
a'one and when I overcame my embar- 
rassment in forgetting my tuxedo, be- 
cause when I went to pack on Sunday, 
the wife said, “Everything is Summer 
down there; they dress for Summer 
Don’t take your tuxedo.” T find you are 
one of the best-dressed conventions I have 
ever attended [ found very few of 
us outside of tuxedos If I ever have the 
privilege of attending again, I certainls 
hope I can do that 

Now one other thing under fun. Some 
of you came early, and I certainly bespeak 
to you the ideal of staying over a day or 
two, just to really let the convention ooze 
into our system. In other words, get the 
drift of this situation I have found that 
the most fun I have had at conventions, 
the most good that has come from con- 
ventions, was when I could take a day to 
still live the convention. Otherwise, if you 
rush right over the highway and on the 
trains, you don’t get the fun of it, you 
don't get the meat out of it, you don't 
have the chance to sit down with this one 
and that one and ta'k it over and get the 
real facts that you had 

Briefly, under facts, I have never at 
tended a convention in my thirty years of 
experience where facts were given to you 
in a better presentation by committees, by 
speakers, and you have got real facts on 
which an industry, the rest of us in other 
lines of trade associations are impressed 

The secretary and the president in their 
reports talked about 98 percent of your 
members being paid up. I would say 
that that is a marvelous record He tells 
me that the cash discount on active mem- 
bers is only 1 percent and on associates 2 
or 3, to make the average 2 percent 

Now,then, let’s make the membership a 
net proposition When you come to giv- 
ing a room to a fellow or any other thing, 
the fellow must be paid up when he gets 
the prizes or the room 


Conserving Hotel Space 


Under fact and under hotel accommo- 
dations, you probably have found by now 
in this convention because of this lead- 
ership, because of the contacts and the 
number of people that you will naturally 
want. both as guests and as hangers-on, 
if m1 went to call some of us that, you 
will have those people coming. Therefore, 
you may have to limit in this hotel the 


number of parlors that are given out 


One convention has done that. They hav: 














limited it and made everybody group to- 
gether in the cocktail hours and stopped 
having parlors because that killed off a 
certain number of rooms. I think non- 
members of the association should take 
the rooms assigned them. You should 
take the entire assignment of ihe rooms 
over and above the péY¥manent guests and 
not allow any parlors to any but, members. 
One or two associations are doing that 
very successfully. 

I am sorry to take so long, Mr. Presi- 
ent, but I just felt a commentary might 
be helpful from the point of view of a 
paying guest who came here as a total 
Stranger on Monday, and because of my 
interest in the industry have picked up 
these ideas. I think the service features 
which your association renders are splen- 
did. I realize one thing, that it must be 
sort of discouraging to Dr. Newcomb and 
President Mayer when they see so few of 
you in the room at regular sessions—out- 
side of yesterday. 

I learned a lesson about five years ago 
when I had the privilege of calling to 
Washington 132 presidents of a_ cross 
section of industry to start the first idea 
of this whole question of stabilization and 
unfair practices. We presented it to 
President Hoover—we couldn't make much 
headway, but, as you know, the NRA test 
came along, then you came along with 
this unfair trade practice idea. Your 
model contract has permeated not only 
this industry but I know it has been taken 
as a model in many other industries, in at 
least seven or eight States, carrying out 
the unfair trade practices ideas. I am so 
glad to see industry, after all, has got 
to take on this unfair trade practice work, 
because, as one of the men in that move- 
ment we started so many years ago, said 
in one of his speeches (he was a great 
champion tennis player), “When you play 
tennis, you have fair rules. We wouldn't 
expect a man to jump over the net and 
defeat his opponent by knocking him on 
the head, and we need those fair rules 
in business.’”” The work that your com- 
mittee has done has certainly gone all 
over the country. 


Faith in the Association 


Now under faith, you have got faith 
in your industry, you have got such faith 
in the job that your association is doing 
that it gives them more encouragement. 
When they have a session, there is one 
organization I know of that has a system 
whereby each company pays the equiva- 
lent of expense account and a per diem al- 
lowance to the official delegate to each 
member, and if that member isn't in his 
chair at 9:30, or whatever the official hour 
is, he is docked that day. If he is contin- 
ually absent, he is docked the whole ex- 
pense account of th etrip. That is way they 
have overcome the idea of getting the 
fellows in here, the thing that is dis- 
ecouraging to your officers The average 
fellow will go to Ro'f’s and shoot $200 and 
think nothing of it, but when it comes 
to something officially slipped to him or 
deducted, he wants it back. 

As I say, have the faith, encourage 
your association and the officers; don’t 
just come out when they talk stabiliza- 
tion of prices and so forth. I know you 
can fill the room the minute you say you 
are going to talk something of stabiliza- 
tion of price. You had a room full all 
day yesterday, even the golfers came. 

Under friendship, I came in here a 
total stranger and I thought I wasn’t go- 
ing to know anybody. Monday night, a 
dear classmate of mine met me. Un- 
fortunately, gentlemen, this morning his 
wife had to take him away and he will 
never come again a classmate of mine. 
I am so glad that I came to this con- 
vention to have been able to see Walter 
Walker at this convention. I hope I 
have made some new friends. And I say 
to you (and I am glad to see so many 
of you bring your wives) that wife is 
glad that he brought her. She had that 
many more days with him. 

This is a beautiful place, a lovely place. 
In closing I want to say that it is a 
great privilege to have been here and 
that you have carried out a convention of 
fun, facts, faith in your industry, faith 
in your country and friends. 

Another dramatic thing happened ves- 
terday at the close of your session to 
hear that discussion out there when the 
man read the commentary on the war. 
I thought, ‘““My goodness, there is a high- 
light."’ How many of you have been in 
the Virginia room? There is a Jesson in 
salesmanship there: an old colored wom- 
an describes the Virginia room in a way, 
let us say, all of our emplovees should 
describe the business in which we are 
interested. The hotel gave you a letter 
at the beginning which was a great les- 
son in salesmanship and appreciation of 
your business. How many of us forget 
that? 

I appreciate being here—and let me 
say one thing or I don’t get my expense 
account for the survey I made for the 
Zast, and I suppose, being the drug in- 
dustry, that we have to expect four out 
of five—you people are to come back 
here, I don't blame you. It is the most 
beautiful place, it is the tops of all this 
type of mountain resort places. At any 
time that this industry is ready to come 
down and look at the salt sea waves, 
where part of your products come from, 
we would like very much to have the 
sixty-third convention at the Traymore 
hotel. 


President Mayer: H. J. Ostlund, who 
is the director for the statistical divi- 
sion of the N. W. D. A., needs no in- 
troduction. He has a most interesting 
and valuable address, “Current Prob- 
lems of Wholesale Drug Operations.” 
Dr. Ostlund. 


Problems of Cost Accounting 
Address by H. J. Ostlund 


What I have to say this morning is 
largely, I suppose, under the sponsor- 
ship of the committee on uniform ac- 
counting, under whose direction I have 
been working for the most part. The 
topic which was assigned in the program 
is evidently made as inclusive as possible 
so that I should have opportunity to 
ramble 

Evidently the program committee has 
discovered that propensity at some time 
or other However, I shall endeavor to 
confine myself to a relatively short pe- 


is 
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because I think I have 
discovered that you have been approach- 
diminishing 
far as the effectiveness of speech-making 
concerned 

We have been interested, as you prob- 
ably know, for a good Many years in the 
development of what is commonly 
yrm accounting throughout the in- 


interpreted 
mean that members of the industry shall 
keep their accounts on the uniform basis 
enabled to 
comparisons and to render 


that they 


pretty conclusively demonstrated by this 
accounting 


impossibility. 
expect that 
operating 


conditions, 
sonalities, 


organization, 





H. J. Ostlund 


Director of Statistical 


enabled to use, all of them, strict- 
accounts 
same methods of treating certain 
accounts. 


anything 


subject, we are forced 
conclusion 


discussions 


impractical 
procedure 
industry. 

However, there arise from time to time 
certain needs for making comparisons of 
operation between 
industry, 
accounting 
practical, 


different members 


practical, 


cepts converning certain of the operating 
business, 


hands and which nominally is supposed to 
constitute 
suggestions which 

connection 
chairman 


with the 
the committee 
on uniform accounting, and it represents 
our general conclusions up to the present 


developed 
work of the 


Some of the uses of these uniform com- 
parisons have become quiet evident to us. 
association 
voluntarily comparing their results from 
time to time, checking against each other 


members 


may be out of line, in order that they may 
correct their expenses and operating facts. 
is becoming apparent'y increas- 
ingly important because the newly estab- 
relationships 
Commission 
necessary for the industry to adopt some 
definition 
used in the enforcement of the fair trade 
practice regulations, and unless some such 
uniform method is established and agreed 
upon, I think there is reason to fear that 
considerable 
arriving at the results we hope to be ar- 
rived at by these relationships. 


standard 


confusion 


Comparative Basis for Costs 
evidently 
important 
organization 
sort, which is composed primarily of serv- 
ice wholesale druggists, shall have a basis 
of comparison of their costs of operation 
with other types of wholesale distributors 
all wholesale drug- 
know, operate on the same 
basis as service wholesalers do and there 
confusion 
cussion of the subject of costs for different 
types of wholesale distributors, and some 
uniformity 


Likewise, 
increasingly 
membership 


in the industry 


definition 
comparisons 
validly be made. 

suggestions 
sented in the bulletin, to which I shall not 
reference, 
So that we are 
accounting 


bearing in that direction. 
confident 


definition and uniform concepts when mem- 
association making com- 
themselves 
wholesalers 
become practical. 

to illustrate my point, let me 
terms which 
making compari- 
sons and which evidently 
ordinarily 


your attention 


al'owances, 
Nevertheless, 
discounts 
definition 


percentages experience 





ion, probab'y, of the majority of the in- 
dustry, that net sales should mean net 
sales at list without any price adjust- 
ments whatever, whether in the form 
of trade allowances or in the form of dis- 
counts. That gives an absolutely uniform 
base from which anybody can calculate 
his results and have his results compara- 
ble with others Wh6 de@iie their expenses 
and costs in the same way. 

The term, “gross profit,’ is variously 
defined. I have heard it defined since I 
have been attending this session of the 
convention as gross profit after making 
allowance for cash discounts on purchases 
and sale. I have also heard it defined as 
gross profit before making those allow- 
ances and in both cases the qualification 
was not made expressly, although it was 
fairly clear by indication. It is, therefore, 
my opinion that if necessary, as we speak 
of gross margins or gross profits, it be 
clearly and definite'y understood just 
exactly what we mean in each case, be- 
cause one man defining his gross profits 
as gross margin after discount allowances, 
making a comparison with another who 
defines his gross profits as profit before 
discount allowances, quite obviously is 
not talking about the same thing at all. 


Uniformity of Terminology 


Now I am not suggesting that they 
should keep their accounts in a uniform 
way or they should necessarily submit 
their reports to stockholders or others in 
a uniform way. Let each do as he likes 
about that, but when he makes compari- 
son between his own and others’ figures, 
both those whose figures are being com- 
pared shou!d have their data on the same 
basis. 

Now if ever we get to the point where 
we can release certain report forms that 
have been in preparation for some time 
and in readiness for some time, we hope in 
presenting the figures to you to have the 
figures so cléarly defined that there will 
be the minimum of confusion. 

Confusion has also resulted when it 
comes to the defintion of expenses. When 
you give an expense figure, let us say you 
assume that the expenses of a concern 
are 15 percent of net sales, you don’t 
know what I mean by that figure and I 
don’t know what vou mean. Not so long 
ago, one of you, I think in the room at 
the present time, told me that his expenses 
were thus and so. I don’t know what he 
meant. I suppose he knew, of course, 
exactly what he meant. But I don't know 
in comparing those figures with some- 
body e'se’s expense figures whether they 
were high or low, and if both said 17 
percent, I have no reason whatever to be- 
lieve they were necessarily the same 
That is because of the fact that some of 
us are convinced that we ought to carry oul 
cash discounts perhaps and also our allow- 
ance for bad accounts as financial expense 
or non-operating expense; others assume 
that they properly belong in the operating 
section, 

Without going into the question of ac- 
counting theory involved, it really is very 
important; the fact, neverthe’ess, remains 
that whether you elect to do a thing one 
way or another for your own books, for 
your own accounting purposes, when it 
comes to making comparisons one with 
another, it is necessary to make those 
comparisons on a uniform basis. 

Just to illustrate, those of you who 
can recall something of the arithmetic 
of combinations and permutations will be 
able, I think, quite readily to see that it 
becomes possible to get all the way from 
two or three to perhaps a dozen or more 
different definitions of gross margin, de- 
pending on whether you include or ex- 
clude freight on sales, depending on 
whether you include or exclude cash dis- 
counts on purchases, and depending on 
whether you include or exclude cash dis- 
counts on sales. In fact, with the vari- 
ous combinations of those three disputed 
items alone, it becomes possible to de- 
fine gross margin in eight different ways. 
Then if other disputed items are included 
or excluded alternately, you are merely 
doubling the number of possible defini- 
tions. 


Selling Expense Inevitable 


The time is short and I am not going 
into detail on all of the various points 
at which confusion may arise. Let me 
call your attention to just one more point 
that 1 believe is rather important. It is 
said that certain types of wholesale dis- 
tributors in the drug industry have no 
selling expense at all, because of the 
fact they have no salesmen; that service 
wholesale druggists are burdening the in- 
dustry with a _ heavy selling expense. 
There is confusion at that point for the 
simple reason that selling expense is not 
uniformly defined in making the compari- 
son between the two types of distributor, 

As a matter of fact, there is selling 
expense in any type of wholesale dis- 
tribution, whether outside salesmen are 
employed or not, and therefore when you 
are talking about selling expense, the 
total of selling expense should be included, 
and that means all of the devices that 
are used for making contact between the 
customer and the house, whether they 
be personal contacts or whether they be 
contacts ‘by mail or by telephone or by 
any other device whatever, oc whether 
they be contacts that are established be- 
cause of certain allowances for consider- 
ation to be made in price. 

I think it would not he necessary for 
me to call your attention to many more 
of these facts, and so I am not going to 
burden you by further speech-making on 
this point. I wish to make one refer- 
ence, however. Every now and then 
some of the members of our association 
write me a letter asking for certain in- 
formation. They raise some question, 
such as this: What rent ought I be 
paying in a business that does about a 
million and a half dollars a year annual 
volume? For some reason or other, they 
apparently assume ] know or ought to 
know. Perhaps I ought to know, but my 
information, of course, is what I glean 
from the industry itself 

We have been in readiness for some 
time to make a survey of cost and oper- 
ating conditions in the industry that we 
believe is going to be reasonably thor- 
ough, and when it becomes expedient to 
release that survey, I should like to ask 
that we have the full, heurty co-opera- 
tion of every member of the industry; 
whether he finds that his particular ac- 
counting analysis coincides with that 
which is implied by the report form or 
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not makes no difference, Give us, please, 
all the information that you have in the 
analysis, of course, and it will be kept 
perfectly confidential as far as your own 
report is concerned, but in order that we 
may develop under these new types of 
operating conditions that have arisen 
Since we have experienced thi; :urrent or 
late depression, whichever you wish to call 
it, so that we can have some reliable in- 
formation that we can dispense to those 
who apparently can make some real use 
of it. 

I thank you. 

President Mayer: Thank you very 
much, Dr. Ostlund. 

Is there any question you wish to 
ask Dr, Ostlund? Don't hesitate to 
ask any question at all, gentlemen, Dr. 
Ostlund has given us a lot of food for 
thought. We have copies of all of 
his new report; they will be distributed 
at the present time. 

We have with us today S. L. Ked- 
zierski, chief of the wholesale trade 
section, Marketing Research and Ser- 
vice Division of the Bureau of Foreign 
and Domestic Cummerce, who will ad- 
dess us now. 


Studies in Marketing 
Research 
Address by S. L. Kedzierski 


After hearing Mr. Mayer pronounce my 
name, it brings to my mind a story I 
always like to tell on myself. Way back 
in 1918, during the World War, when we 
first were mustered into service and be- 
fore I got my commission in the air ser- 
vice, we fell into line by the sergeant 
calling out the names. He started with 
A, Abott, B, Brown, and so on right 
down the line, A, B, C, D, E, F, G, H, I, 
J, and there was a grand pause—and I 
hollered, ‘‘Here.”’ 

I want to take only a few minutes of 
your time to briefly outline to you some 
of the work your Bureau of Foreign and 
Domestic Commerce is now doing in the 
domestic market. The early part of this 
week my colleague, Dr. Concannon, chief 
of the chemical division of the bureau, 
briefly outlined to you some of the phases 
the bureau was covering in the foreign 
markets. I shall now endeavor to take 
only a few minutes of your time to tell 
you some of the projects we now have 
under way in the domestic market. 

We all know that the wholesale drug- 
gist occupies the extremely important 
position in our distribution system, de- 
spite the new forms of competition which 
have arisen in recent years. He, the 
wholesale druggist, still occupies an im- 
portant position. If a wholesaler had not 
occupied and showed his important place 
in our distributing system, our economic 
forces sooner or later would tend to de- 
stroy him. Many a manufacturer in re- 
cent years has been trying to take a 
short cut and reach the retailer and 
abandon the wholesaler. He has been 
more or less intrigued by the margins 
which he could absorb himself, but sooner 
or later he found out that this cannot 
be done. You cannot destroy the whole- 
sale distributor, even if the manufacturer 
takes on some of his functions or he car- 
ries it down to the retailer. This does 
not lend itself to the most economical 
way of distributing. No one has ever 
proven that mass distribtion lends itself 
to economies as exemplified by economies 
in mass production. 

Manufacturers are beginning to real- 
ize More and more today that they must 
go to their service wholesaler to per- 
form his function, who has for many 
years been doing it so economically. 

I want to take a few minutes to tell 
you one of the studies which we now 
have under way. It is a study of credit 
practices of manufacturers and whole- 
salers which was suggested by the Na- 
tional Association of Credit Men. As the 
Department of Commerce and the bureau 
thought such a study would be valuable 
to business men, it gave its immediate 
approval and pledged its fullest co-opera- 
tion in the conduct of the work. This 
research should provide a sounder basis 
for the extension of credit and credit 
policies. 

What we have intended to do, gentle- 
men, is to send a card to every whole- 
sale distributor throughout the country, 
including the wholesale druggist, and 
have him fill this card out, put down each 
month his sales and the amount of col- 
lections and outstanding accounts. This 
information will be sent to you about 
three weeks after the information arrives 
each month. This will give you an idea 
of just the relative position and how peo- 
ple are paying their bills, and will also 
serve as a basis for your credit policy 
and also for your credit terms. 

We are going to send out a card of this 
size [showing card]. You do not have to 
put any postage on it; it is free postage? 
All you have to do is have your accountant 
or your bookkeeper list the figures in this 
little report and send i, to us 


Study of Retail Sales 


We have another study which is com- 
ing out and developing very  nicely— 
monthly sales of retail establishments. 
We have sales of retail druggists, hard- 
ware stores, grecery stores, apparels, and 
so on For example, in a recent report 
just put out, the increase of August, 1935, 
sales over August, 1934, sales in the State 
of Illinois for drug stores was 9.9 per- 
cent; in Indiana, 15.5; Wisconsin, 11 per- 
cent increase, 

This is very valuable information, and 
I think every wholesaler should have a 
copy of this sent to him each month. 
This gives you current information. It 
is much better than the information you 
collect from the newspapers, because it 
gives you exactly the sales changes 
month by month of the retail establish- 
ments in which you are interested. 

Right now we have covered Illinols, In- 
diana, Wisconsin, and intend to include 
the States of Texas, New Mexico, and 
Oklahoma within the next few months 
Probably about the early part of next 
Spring, we intend to cover the forty- 
eight states. I am going to leave a copy 
of this bulletin so that you will be able 
to take the address and write to the 
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of Foreign and Domestic Com- 
and have the publication sent. 
During NRA days, Mr. Mayer, Mr. 
Doerr, Dr. Newcomb, and a few of the 
other members of your trade, worked so 
liligently on the NRA code, and came 
to the Bureau of Foreign and Domestic 
Commerce time and time again in getting 
nformation on the wholesale drug trade. 
Of course, we had very little information 
this line. We had to resort to 
census information. They will tell you 
nuch better than I can that information 
was very, very indefinite for the simple 
ason that the Census Bureau tends to 
sroup all of its industry in such a way it 
dilutes all valuable information for your 
ndustry. Right now, the Census Bureau 
s undertaking a huge project of co lecting 
information from manufacturers, 
vholesalers and retailers in connection 
vith the work relief project. I am going 
to Philadelphia to attend this conference. 

On Monday of this week, I held a 
conference with Mr. Doerr and Dr. Ost- 
lund to see to what extent we can reduce 
or break down the of the drug in- 
dustry so that it will be a great benefit 
and value to them. It has been our plan, 
ind we are going to work out a scheme 
whereby this information will be broken 
down in such a way that it wil give you 
more valuable information For example, 
we are going to break it down into drugs, 
liquors, sundries, all kinds of 
and so on. 

We are a'so going to 
drugs into pharmaceuticals, 
and toilet preparations, and 
limited-line wholesalers. I 
think we are going to exert 
to include this in the schedule so that 
when this information is collected, we will 
be ab’e to take this data and analyze it 
ind make a specific study for the drug in- 
dustry. 

There are other phases of the work of 
the Bureau of Foreign and Domestic Com- 
merce serving American business. For 
example, we have a bulletin that gives 
$00 extracts of all types of business in- 
formation which is available to an asso- 
ciation, to your association. Any time you 
need any kind of information of that na- 
ture, it is suggested you either write to 
Dr. Newcomb, who in turn can obtain 
that information from the Bureau of For- 
eign and Domestic Commerce, or write to 
us in Washington. Any specific problem 
regarding managerial control and the 
like in your industry, we will be delighted 
to hear from you. Thank you. 


President Mayer: Thank you very 
much, Mr. Kedzierski. I would like to 
say that I have never known any time 
that representatives of the N.D.W.A. 
have called upon the Bureau of Foreign 
and Domestic Commerce that we did 
not secure whole-hearted co-operation. 
They were of tremendous help in the 
days of the NRA. 

Just as soon, Mr. Kedzierski, as a 
copy of our new survey is brought into 
the room, it is going to give me a great 
deal of pleasure to present it to you on 
behalf of the association. Here it 
comes now. 

I wish to present it to you and Dr. 
White in order that you may have all 
of the facts, figures, and information 
available that have been assembled by 
the association, which we have always 
in the past tried to have your depart- 
ment secure. 

(President Mayer presented a copy 
of the survey to Mr. Kedzierski.) 

Gentlemen, your president would like 
to ask for a special privilege. He has 
been campaigning for a very dear 
friend. His dear friend has bribed him. 
He has one item that comes from 
Scotland and he has offered him sev- 
eral Scottish products if he would work 
in his interests. 3efore the election, 
which will occur shortly, it is just a 
matter of information, possibly you 
might be bribed. I am going to ask 
for the special privilege that Mrs. 
Mayer, who is in the room, be granted 
the privilege of coming to the platform 
and assisting her husband in the con- 
duct of the session, inasmuch as she 
has assisted him for tne last twenty- 
three year in the conduct of his affairs, 
and also that the same privilege be 
granted to Mrs, Schieffelin. Have I 
that privilege, gentlemen? 

I will, therefore, ask First Vice-Pres- 
ident Schiff and Dr. Newcomb to con- 
duct the two ladies to the platform. 
Thank you very much, 

You will be able to tell Mrs. Mayer, 
because I am going to give her a good- 
morning kiss. Also, I am going to kiss 
Mrs. Scheiffelin hello. If any of the 
rest of you would like this privilege, we 
will take it under consideration. 

Mr. Schiff: How about the vice-pres- 
ident? 

President Mayer: No, I am going to 
be selfish. 

Mr. Schiff: The vice-president per- 
forms the duties of the president in 
his absence, Mr. President. 

President Mayer: I am not going to 
call any vice-presidents or the honor- 
ary president to the chair; I am going 
to stay here myself. 

I have a little daughter nine years 
old, Before we left, she said, “Is 
mother going to make a speech?” 

I said, “Yes. Don’t you want to come? 
I'll have you make one.” 

She said, “No.” 

Mother, rest quietly, because you are 
not going to be called on for a speech, 
but I hope both of you ladies will as- 
sist me in conducting this meeting. 

We will now have the report of the 
special committee on the president's 
address, James M. Penland, chairman. 


Report on President’s 
Address 


Mr. 
what 


mureau 


Inerce 


Llong 


ensus 


saies 


tobacco, 


break down the 
toilet articles 
ful -line and 
hope and I 
every effort 


President and 
vour official 


James M. Penland: 
Ladies I don’t know 


nevertheless we are 
have you pre- 
morning. 


capacities are, but 
certainly quite honored to 
side over the meeting this 

This report will not do quite credit to 
our president who for a number of years 
has worked unselfishly in the interest of 
those of us engaged in the drug industry. 
I sincerely hope that this year’s work, 
which has been carried on so@ ably, will 
not in any sense conclude the services 
which he will continue to render to the 
association. He certainly has proved him- 
self a dipomat and a most versatile 
leader. As you have noticed, he has been 
leading the orchestra in the evening and 
directing the convention during the day. 
Few men can do that. 

The annual address of the president 
this year carries a message of vital im- 
portance to every branch of our indus- 
try. These messages are delivered in the 
capable, vigorous manner of President A 
Kiefer Mayer, who is to be commended 
most highly for his constructive, timely 
recognition of the problems affecting us, 


J. M. Penland 


Reported on President’s Address 


and for the recommendations and sug- 
gestions which wil! lead to their children 

President Mayer has again proven him- 
self a diplomatically aggressive, able ex- 
ecutive in leading this association through 
a year filled with trying legislative and 
economic prob’ems. By giving generously 
of his time and knowledge, and his keen 
foresight, he has accomplished much, for 
the best interests of the association and 
its individual members. Especially does 
the completion and publication in his ad- 
ministration of the report, “Distribution 
Through Drug Channels in the Bighty- 
Four Wholesale Trading Areas,” afford 
great material for the benefit of active 
ind associate members. 

We commend in the president's report 
his typica'ly bold manner of pointing to 
ways which will lead to orderly, econom- 
ically sound distribution, so acutely 
needed in our industry now. We recom- 
mend that each active and associate mem- 
ber reread carefully and understandingly 
the timely suggestions in this comprehen- 
sive report. 

The president's just 
ecutive vice-president 
f=. L. Newcomb, and the personnel! of the 
New York office is appreciated and en- 
dorsed by the members of the association 

We also commend to the incoming ad- 
ministration and board of control for 
favorable consideration the definite rec- 
ommendations included in the report, and 
particularly that with respect to the Fed- 
eral Trade Commission. We venture to 
suggest that each member, doing all in 
his power individually to fo'low the poli- 
cies outlined in President Mayer's ad- 
dress, will contribute profitably toward a 
happy solution of problems that must 
certainly result in a creditable and pros- 
perous drug industry and the elimination 
of unfair trade practices. 


tribute to the ex- 
and secretary, Dr 


President Mayer: You have heard the 
report of the special committee on the 
president’s address. What is your 
pleasure? 

Mr. Ochse: 

(The motion 


I move it be adopted. 
was seconded by Mr. 
Schiff, put to a vote, and carried.) 
President Mayer: I would like to ex- 
press my appreciation, Mr, Chairman, 
to you and the members of your com- 
mittee for the very kind thoughts and 
to assure Mrs. Mayer that I had noth- 
ing to do but the writing of it. 
Next is the revort of the 
control. 
George V. Doerr: The 
read by the secretary. 
Président Mayer: Thank you, Mr. 
Doerr. Are you high-hatting us today? 
Unless there is some objection from 
someone in the audience, the recom- 
mendations as made by the board of 
control will be accepted as approved 
when the secretary moves the adop- 
tion. Each recommendation is to be 
considered separately), and each one 
will be considered approved unless 
there is objection, Mr. Secretary. 


Report of Board of Control 


Newcomb: Mr. 
is composed of 


board of 


report will be 


Secretary President, 
this report two parts 
first a series of recommendations by 
the board of control, arising from vari- 
ous addresses or other subiects re- 
ferred to the board during the period 
of the convention, and, second, a series 


of recommendations arising from the 


OIL, PAINT AND DRUG REPORTER 


reports of our several standing com- 
mittees. The general recommendations 
will be presented first. 


Membership Committee 


It is recommended that the president of 
the N. W. D .A. in the future be in- 
structed te appeint a committee of not 
more than three members to investigate 
the qualifications of those who may apply 
as active members of the N. W. D. A.; 
that the members of each committee be 
executives of firms who do not directly 
compete with those in the territory of the 
applicant. 

I move you 
ommendation. 


(The motion was seconded.) 


the adoption of this rec- 


Honorary President 


control, in accordance 
With the provisions of article II of our 
constitution, recommend to the association 
that John W. Phillips, of I. L. Lyons & 
Co., New Orleans, be elected as honorary 
president of the N. W. D. A. for the year 
1935-36. 

Mr. Phillips is chairman of the board 
of I. L. Lyons & Co,, and it is believed 
that he is one of the oldest active whole- 
sale druggists of any member firm of the 
N.W.D.A. Mr. Phillips for a period of 
over sixty years has been continuously 
engaged in the wholesale drug business. 
He tuday takes an active part in associa- 
tion work and is a regular attendant of 
meetings of the local group of wholesalers 
in the southern area. No one more 
richly deserves this recognition than does 
Mr. Phillips. 

I move you the 
mendation. 

(The motion was 

President Mayer: We 
on that, gentlemen. 

(The motion was 
carried.) 

President Mayer: You have voted most 
wisely. There is certainly a no more 
delightful character in the wholesale drug 
business than Mr. Phillips. He has given 
over sixty years of service. to the in- 
dustry. 


Your board of 


adoption of this recom 
seconded.) 

are going to vote 
and 


put to a vote 


Honorary Member 


Secretary Newcomb: Recommendation 
of the board of control on honorary mem- 
ber: 

Your board of control, in 
with the provisions of articl 
ommend that William A. Hover, of 
fornia, be elected as an honorary 
ber of the N.W.D.A. 

Mr. Hover served this 
president in 1902. He has 
from active participation in 
sale drug business, although 


accordance 
XVII, rec- 
Cali- 
mem- 


association as 
now retired 
the whole- 
the firm 


Elected an Honorary Member 


which he successfully conducted for many 
years continues as an active member un- 
der the direction of his sons, William T. 
Hover, James T. V. Hover, and Charles 
S. Hover. 

The silver-mounted 
the association has called its annual con- 
ventions to order since 1902 was pre- 
sented to our association by Mr. Hoover. 
The silver mountings are of Colorado metal 
and the wood is from an inn which was 
located on the Overland Stage-Coach 
route to the Far West. Mr. Hover de- 
voted many years of careful, conscien- 
tious, painstaking research work in_ be- 
half of the N.W.D.A, and its members. 
He even to this day maintains a most 
active interest in the work which the 
Association is doing and _ frequently 
writes to our officers concerning our 
activities. 

Your board 
Mr. Hover be 
member, but also 


gavel with which 


recommends that 
elected as an honorary 
suggests that the ex- 
ecutive vice-president be instructed to 
convey to Mr. Hover the results of our 
action and an expression of the love and 
esteem which we hold for him. 

the adoption of this recommen- 


not only 


I move 
dation. 

Mr. Schiff: Mr. President, may 
the pleasure of sending that 
see Mr. Hover from time to time, I know 
that he will appreciate that We often 
talk about the N.W.D.A. He loves every- 
thing in it, and he has the kindest feel- 
ing and regard for all of those connected 
with it. 

President Mayer: 
much, Mr, Schiff. 

(The motion was 
unanimously carried.) 

President Mayer: We 
i member who was mor 
than W. A. Hover The 


had to diseontinne attending ow 


I have 
Since I 


Thank you very 


put to a vote and 
have never had 
loyal or active 
only reason he 
thheet- 


ings was due to his health. He lives in 
Long Beach, right on the ocean. The en- 
tire fleet is at his disposal because it is 
anchored in front of his door. He is 
ictive today in the affairs of the Asso- 
ciation, because he reads and keeps up 
to date. I am going to ask each and 
every one of you to stand and Bive a 
hand to Uncle BHly Hover 

President Mayer: With the 
Schiff, that the next time you 
you will extend our very best 
Mr. Hover. 


Mr. Schiff: 
Foreign Merchandise 


merchan- 


hopes, Mr 
him, 
wishes to 


see 


I will do so, Mr. President. 


Secretary Newcomb: Foreign 
dise 

Whereas, by the employment of cheap 
labor, the abuse of competitive methods 
and the destruction of fair business prac- 
tices, certain foreign interests are flood- 
ing the American market with unreliable 
merchandise, often to the serious 
jeopardy of the welfare and possibly the 
health of the users; and 

Whereas, as the result of this competi- 
tion, American labor and the American 
standard of living stand in imminent dan- 
ger of becoming undermined by such 
competition; and 

Whereas, this competition is a con- 
tributing cause to widespread unemploy- 
ment in the United States: be it 

Resolved, by the members of the 
National Wholesale Druggists Associa- 
tion, assembled in convention at White 
Sulphur’ Springs, this third day of 
October. 1935: That the wholesale drug- 
gists of the United States should and 
must be made aware of this threat and 
menace to American business and to the 
health and welfare of the consumers of 
merchandise in this field, and therefore 
wholesale druggists are urged in the 
most emphatic manner to refrain from 
purchasing, selling, promoting the sale or 
in any other manner encouraging or con- 
doning the distribution of such mer- 
chandise where injury referred to above 
results, and to give their preference at 
all times in the purchase and merchan- 
dising of yoods, to American-made prod- 
ucts, provided that nothing herein {is 
contrary to our legal rights as a collec- 
tive group. 

T move you the 
lution, 

(The 


adoption of this reso- 


motion was seconded.) 


Newcomb: Report of beard 
federal legislation 

Your board of control has given care- 
ful consideration to the various refer- 
ences in different committee reports and 
addresses relative to pending Federal 
legislation Some of these measures are 
designed to amend the Clayton act or the 
Federal fuir trade practice law. 

The board feels that the association 
should go on record with regard to a 
number of basic principles involved in 
these pending measures. 


Clarification of Clayton Act 


that the National 


Secretary 
of control on 


It is recommended 
Wholesale Druggists’ Association record 
itself as being in favor of legislation to 
clarify the provisions of section 2 of the 
Clayton act with regard to discriminatory 
prices and such other legislation as may 
be necessary to aid in the elimination of 
unfair trade practices which seriously 
jeopardize the welfare of the retail drug 
industry as well as the wholesale drug 
industry. 

I move you the adoption of this recom- 
mendation. 

(The motion was seconded.) 

President Mayer: Any objection? It 
stands approved. 

Secretary Newcomb: 
mendations of the board 
to our committee reports. 

Report of the board of 
report of the committee on 
collections. 


Credits and Collections 


This report by Chairman C. P. Scofield 
intelligently covers the subject of credits 
and collections with reference to the par- 
ticular conditions existing in the industry 
on account of the financial depression 
through which we have been passing. 

The chairman emphasizes one subject 
which should have continued thoughtful 
consideration by all wholesalers, namely, 
the need for studying critically the credit 
conditions of those who may desire to 
open new drug stores. 

Emphasis is also again placed upon the 
necessity for the credit department to 
work closely with the sa’es department. 

These subjects have been referred to 
many times. They are important, and it 
is well that the chairman has again 
emphasized them on account of condi 
tions as they exist today. 

The subject of credits and collections 
must continuously be studied by our com- 
mittee 

It may 
but, nevertheless, it 


Now thie 
with 


recom- 
respect 


control on the 
credits and 


seem difficult to add new facts, 
is essential that this 
important committee continue to function 
in the future along the lines that it has 
in the past. The report, as submitted, if 
ecarefu'ly studied by our members, will 
undoubtedly result in many savings be- 
ing effected. 
[ move the adoption of this report of 
your board. 
(The motion 
President Mayer 
stands approved 


Employment and Welfare 


Secretary Newcomb: Report of the 
board of control on the report of the 
committee on employment and welfare: 

This committee is to be commended on 
its highly interesting and illuminating re- 
port 

Your 
us reported can 


was seconded.) 
Any objection? It 


board feels that the factual data 
reasonably be assumed 
to indicate the hours and wages in current 
use throughout our entire membership 
since the death of the NRA. As such, this 
report bears amp’e proof of the service 
wholesale druggists’ willingness to do all 
in their power to hasten recovery and 
definitely proves that President Roose- 
velt’s reauest for the continuance by in- 
dustry of the hours and wages set up 
under NIRA has been given whole-hearte 
support Cour con- 
vratulated » the fine have 


nade in respect. 


member re to be 
showing they 


this 
















































































on 


Social Security Act 


he board recommends that this com- 
‘uittee next year include in their report 
he resu ts of the operation in our indus- 


try of the provisions of the social security 


ict, covering not only the cost but also 
the details of its application to the end 
thet we may quickly establish the most 
efficient method of handling this added 
burden. 

{ move you the adoption of this report 

the board. 

(The motion was seconded.) 

President Mayer: Any objection? 
tands approved. 
_ Secretary Newcomb: teport of the 
board of control on the report of the 
‘ommittee on legislation. 

This report, as usua’, is one deserving 


of the careful reading on the part of every 
Formerly our 
pre- 


inember of the association. 

egislative committee reports 

pared by W. L. Crounse. 
Food and Drug Legislation 


The 


were 


Washington H, M. 
ham It 
vey of Federal legislation, both 
and enacted, during the last 


Congress. Your board recommends 


representative, 


session 


tion which it did during the last 


drug legis ation. 


Other policies which the board feels the 


association should follow with respect to 
other Federal legislation are set forth in 
inother report by the board to the con- 
vention 

We request the association to express 
its approval of the manner in which our 
new Washington representative has pre- 
pared this report for us. 

I move the adoption of the report. 

(The motion was seconded. ) 

President Mayer: Any objection? It 
stands approved. 

Secretary Newcomb: Report of the 
board of control on the report of the 
committee on insurance. 

Insurance 


Your board has given careful considera- 
tion to the report of the chairman of your 
As the chairman has clearly 
pointed out, adequate insurance protection 
busi- 


committee. 


is a necessity to the safety of any 


ness. Yet, frequently insufficient attention 
is given to obtaining needed protection 
Many of our members have materially 


benefited by having a complete insurance 


analysis and survey. Your board urges 
any member who does not have this in- 
formation for their protection to have 


such an analysis and survey made at once 
as recommended by the committee on in- 


surance, 
I move you its adoption. 
(The motion was seconded. ) 


l’resident Mayer: Any objection? The 
report is approved as read. 
secretary Newcomb: Report of the 


board of control on the report of the com- 
mittee on proprietary goods. 

This report, in a comprehensive 
deals with a number of the new 
tive developments such as the 
labor bill, the social security act, fair 
trade laws, amendment to our antitrust 
aws, and other legislation. The past year 
iis Clearly indicated the profound bearing 
which such legislation has upon the dis- 
tribution of proprietary medicine, toilet- 
ind cosmetics. 


Social Reform Acts 


Your board recognizes that the con- 
stitutionality of at least some of this new 
legislation is seriously questioned by 
eminent legal authority. Your board feels 
that the association shou'd adopt a policy 


way, 
legis'a- 
Wuegner 


ries, 


with respect to this legislation similar to 
that which it followed with respect to 
NIRA. Changes of Federal administration 


policy in the administration of these new 
laws have been so fre uent and indeter- 
minate that it becomes undesirable for the 
association to take a specific position on 


these questions at this time. We must 
leave it to the chairman of our legis'ative 
conimittee and our new officers to for- 
mulate policies for the association with 
respect to this new legislation already 
enacted and other similar measures as 


they may be presented in Congress, when 
the proper time comes. 


Patman and Nye-King Bills 


Your board concurs in the suggestions 


ontained in the report with respect to 
the principles involved in the Patman 
bill. We also favor the association re- 


cording itself as proponents of the basic 
principles of the Nye-King bill. These 
measures will undoubtedly be altered by 
imendment before being finally acted 
ipou by Congress. 

Your board commends the 
the strenuous work that it has done 
conferring with manufacturers and 

distributors with respect to lawful 

under fair trade practice laws 
that this work he vigorously 


committee 
for 
n 
other 
operation 
ind urges 
continued 


Fair Trade Practice Laws 


also recommended that the as- 
approve the naming by the 
president of delegates whose appoint- 
ment may seem helpful to aid in law- 
fully co-ordinating the efforts of other 
organized groups in the drug industry to 
bring about proper operation under fair 
trade practice laws. 


Promotion of Fair Trade 


papers and discussions presented 
hy this convention contirm the growing 
re interest in stabilization, and your 
wurd urges that the proprietary commit- 
ee avail itself of every opportunity for 
rences with manufacturers and 
distributors for the promotion by 
lawful methods or policies for 
manufacturers, wholesalers and re- 
tailers, Which will tend toward the elim- 
nation of unfair trade practices and 
predatory and destructive price-cutting 
the part of all distributors. 

[ move you the adoption of this 
board. 


It 
sociation 


is 


The 


Conte 
ther 


irious 


report 


by your 
The motion was seconded,) 
President Mayer: Any objection? TI 
report is approved as read 





OIL, PAINT AND DRUG REPORTER 


present report, as stated by Chair- 
man Schieffelin, was prepared by our new 
Bing- 
represents a comprehensive sur- 
proposed 
of 
that 
the association continue to take the posi- 
session 
of congress with respect to new food and 


at all times to minor modifications which 
may suit and fit the needs of the individ- 
ual 


1ccounting in conjunction with any other 
special committees set 


or 





Salesmen and Selling Methods tion is of vital interest. It, therefore, 
i : follows this committee’s suggestion that 
Secretary Newcomb: Report of the a census be taken to ascertain how many 





board of control on the report of the com- are interested. If the proportion of those 
mittee on salesmen and selling methods distributing alcoholic beverages is larger 
This splendid report by the chairman in number than of those not interested, 
»f our Committee on salesmen and selling then the board of control will consider 
methods emphatically calls to our atten- adopting this committee's recommenda- 
tion the importance of our not overlook- tion to employ a man to watch out for 
ing certain basic principles in seliing as members’ rights and interests. 
we go along with various efforts to pro- The duties of this new post would be 
mote stabilization not ony to contact importers and dis- 
The report points out that potential tillers in order to explain the 97 per cent 
buying power in a given trading area isa coverage offered by the service wholesale 
basic element which must be fully an- druggist, but also to keep in close touch 
alyzed in order that a sound selling policy with the authorities in charge of the 


house for 


may be adopted by a given tf a Treasury Department, and especially the 
given line of merchandise, if successful new F. A. A. 
results are to be achieved. I move the adoption of this report. 


Emphasis is placed upon_ the im- (The motion was seconded.) 
ee eine ee ee _ President Mayer: Any objection? The 
= ne. Ss Fi . yee 7 a at he report stands approved as read. 
> > he tz armacis ~ ° 7 ° > P 
nay actually serve 1 ull pharmacist Secretary New-‘omb: Report of the 


in manner similar to the service which 


a : : . hos 2 rO > repor f 2 eC ~ 
the supervisor of large chain-store groups = ees = ao ee 
renders to the units oft such chains, The report of the committee on research 

It is pointed out that nationally adver- and relations made by C. F. G. Meyer, 
tised proprietaries incur lower sales re- 3d, shows wisdom, clarity and judgment. 
sistance, are sold in larger volume, and The window posters, “Your Neighborhood 
when handled on a stabilized basis, afford Druggist a Vital Factor in Community 
the best opportunity for a wholesaler to jlife,”” were a splendid contribution, 
render an efficient service to his retailer : 
and attain a profit. This is in accord j i i 
with the basic handling cost facts of our Window Display Material 
statistical division and the suggestions The report recommends that the associa- 
of many leaders of the industry that tion continue to issue display material 
wholesalers should place their efforts of both a_ professional and commercial 
back of the products produced by manu- character for use by retail pharmacists. 
facturers who have economically and so- Your board recommends that the com- 
cially sound stabilization policies. We mittee proceed along these lines during 
urge the careful reading of this report by the coming year, the extent to which the 
our members. committee may obligate the association 


to be determined by the executive com- 


mittee of the board. 


First Aid and Pharmacy Weeks 


T move the adoption of this report 

(The motion was seconded.) 

President Mayer: Any objections 
report stands approved as read. 


? The 


. . : Your board desires to call particu'ar 
Handling of Special Lines attention to the discussion in this report 
on the need for maintaining the profes- 


Secretary Newcomb: Report of the 
board of control on the report of the com- 
mittee on special lines. 

The report of the committee on special 
lines represents a general discussion of 
special lines with suggestions as to their 


sional status of the retail pharmacy. In 
this connection, we refer to the resolution 
presented by our manufacturers’ com- 
mittee in our third session The manu- 
facturers’ committee urges the association 
to give full support to the proper ob- 


handling. > ha et - 

ae : a ee servance of National Pharmacy Week and 
‘a = — “—_ = ae ae sont First Aid Week and to co-operate with 
nee ae o— oe sapien a S the American Pharmaceutical Association 
S ® , om arly tearn and the National Association of Retail 


methods of cleaning up tag-ends of stock 
which very often represents his entire 
profit. 


Druggists in so doing, al' of which is in 
line with the recommendation of your 
board set forth above. 
I move you the adoption of this report. 
(The motion was seconded ) 
President Mayer: Any objection? The 


Grouping of Retailers 


We also commend the committee's idea 


concerning the formation of a group of yeport stands approved as read 

selected druggists which would form a Secretary Newcomb: This concludes the 
nucleus with which he can work on recommendations of your board of con- 
special lines with the idea always in tyro} » 

mind to expand this group to include all Secretary Newcomb made an an- 


who are willing to do the necessary work 
to merchandise lines outside of the regu- 
lar drug merchandise. 


nouncement about a meeting at lunch- 
eon of the newly elected members of 
the board of control with those mem- 


Scope of Special Lines bers remaining on the board. 

The board also commends the commit- President Mayer: We now ; kag 
tee for its suggestion that special lines the election of officers. Mr. Secretary, 
do not necessarily mean sundry mer- vou have the report. 
chandive = es lines Hike industrial 
chemicals, cleaning materials, S, > 

s gonpe, ang Officers Are Elected 


similar items, can very often be worked 
into a profitable business which can be 


. Secretary le . : The re . 

handled without additional overhead. Secret ary Ne weomb: Phe vig “3 . ~ 

The board commends the chairman of Your nominating committee having 
this committee for his valuable report. been made at the previous session of 

I move the adoption of this report. this convention and heli over for 

(The motion was seconded.) twenty-four hours for final action, as 

President Mayer: Any objection? The required by the constitution and by- 
report stands approved as read. laws, is now presented for final action. 

Secretary Newcomb: Report of the The report of the committee is as 
board of control on the report of the com- follows: 
mittee on uniform accounting. OlOwWs: 

The committee, through its chairman, It gives me pleasure to submit the re- 
has offered a report which covers mat- port of your nominating committee on the 


ters of prime importance to the industry officers of the association for the coming 


and presents suggestions which should vear. 
have the whole-hearted support of the For your president, we place in nom- 
member houses during the next year ination a man well qualified for this 
through the agency of the incoming com- important position, judged by uny stand- 
mittee. ; ard which you wish to uss—William J. 
Schieffelin, jr. 
Reserves for Doubtful Accounts I move you the vote on these nomina- 


: tions as they are presented 
Your board specifically commends the I move you the e'ection 
recommendations of the committee in re- Schieffelin, jr., as president 
gard to further study and use of the bul- DD A. 
letin entitled, ‘“‘The Establishment of (The motion was seconded variously.) 


William J. 
the N. W. 


ol 


Proper Reserves for Doubtful Receiv- President Mayer: Mrs. Schieffelin, do 
ables.”’ Your board believes that every vou have a desire to do any lobbying here 
member house should apply some scien- before the vote? There is a wonderful 
tific rule to this problem which might opportunity here for you, gentlemen 
well have as its background the scale (The motion was put te a vote and 
specifically proposed in this bulletin unanimously carried.) 
(Special bulletin F—N.W.D.A.) President Mayer: I am going to ask 
. ex-President Faxon to bring Captain 
Consignment Accounts Schieffelin up here 
1 ° . (Mr. Faxon escorted Mr. Schieffelin to 
The matter of consignment accounts is the platform. ) 
‘ Srowing problem to the service whole- “ecretary ‘Newcomb: The committee 
saler. Your board recommends further recommend for first vice-president George 
study and the proposal of a standard form B. Evans 
for consignment accounts which may be a move you the election of George B. 
offered to the manufacturer interested in Evans as first vice-president. 
conducting his business on that basis (The motion was seconded, put to a 
with the service wholesaler and subject vote, and carried.) 


Come on up here in 


President Mayer: L 
we can get hold of 


the front row, where 
you, please. 

Secretary 
recommends for 
president, E. A. 


manufacturer. 
committee 
second vice- 


The 


as 


Newcomb 
election 
Morrison 


Co-operation with F.T.C. on Costs 


Your board encourages the incoming : hh i 
committee to stand ready to take the lead I move you the election of E, A. Morri- 
in securing from our members 100 per- son as second vice-president. 
cent co-operation in furnishing informa- tee motion was seconded and car- 
tion as may be asked for to determine ried.) s . 
costs in the wholesale drug industry in President Mayer: Mr President-Elect, 
co-operation with the Federal Trade I would like to say you haven't officially 
Commission. This should be a prime re- taken charge of this meeting yet (Mrs. 
sponsibility of the committee on uniform Mayer and Mrs. Schieffelin left the plat- 

form], and I was in hopes the ladies 


would remain. 
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Secretary Newcomb: The committee 
nominates as fifth vice-president J. O. 
Robinson. 


I move you the election of J. O. Robin- 


son as fifth vice-president. 
(The motion was seconded, put to a 
vote, and carried.) 


Robinson, will 


President Mayer: Mr. 
(Mr. Robin- 


you kindly come forward? 
son was not present,) 

Secretary Newcomb: The committee 
recommended for members of the board 
of control for a three-year term the fol- 
lowing named gentlemen’ J. C. O'Dell, 
S. O. Davidson, J. B. McCormick, Arthur 
S. Raymond. 

I move you the election of these gen- 
tlemen as members of the board of con- 
trol for a three-year period, 

(The motion was seconded, 


vote, and carried.) 
President Mayer: Will Mr. O'Dell, Mr. 


put to a 


Davison, Mr. McCormick, and Mr. Ray- 
mond kindly come forward? 
Secretary Newcomb: That concludes 


action on the report of your nominating 
committee. 


President Mayer: Is there any new 
business to come before the session? 

I would like to announce to the new 
official family here that they are re- 
quested to gather outside on the porch 
immediately upon the adjournment of 
this session for an official photograph. 

I would like to take this opportunity 
of expressing my sincere appreciation 
to each and every member who has 
been registered at the convention for 
the courtesy you have extended me as 
your presiding officer. You have been 
very helpful, and I am deeply grateful. 
There is no name in the drug industry 
that is better known than the name of 
Schieffelin. For over a hundred years 
it has stood for the best in the indus- 
try. This association has been blessed 
previously by a president from the 
house of Schieffelin in Dr. William J. 
Schieffelin, who served as president of 
this association some years ago. Now 
comes a very worth successor, a2 man 
who has' served with distinction 
throughout his life, with a fine war 
record, with a record of loyalty and 
service to the drug industry. 

Nothing affords me more pleasure 
than to turn the gavel over to my suc- 
cessor, Captain William J. Schieffelin, 
knowing that he will have the same 
whole-hearted support that I have had 
from the membership this year and 
wishing him a most successful year 


next year. 


New Officers Installed 


President Schieffelin: Thank you, 
Kiefer; thank you, gentlemen. It is a 
hard job before us this coming year to 
live up to the record of service that 
President Mayer and his committees 
have set before us. I will do my best. 
Without your help, that won’t amount 
to much, I believe that I and the newly 
elected officers can count on your help 
during this coming year. 

It gives me a great deal of happiness on 
behalf of the association to be able to 
announce that Mahlon Kline has 
agreed to take up again the duties of 
chairman of the legislative committee 
for the coming year. 

The association is to be con- 
eratulated, I feel, on his experience and 
ability in that important job, and I ara 
that he will be able to count on 


sure 
your prompt and perfectly splendid 
support and the continuance of the 


prompt and splendid support that you 
have given me. 


In this graceful innovation that 


President Mayer instituted a few min- 


utes 


! 
€ 


ago, I felt it was a fine public 
icknowledgment before you of the 
nain source of most of his ability and 
nergy and tact, and I appreciate that 


he included the main source of any of 


t 


t 
t 
‘ 
t 
t 
( 
t 


hose qualities I may possess. 

In my recollection, Mr. Secretary, 
he officers should be installed now. I 
hink that it is usual to ask a member 
if the association to escort the officers 
As Mr. Mayer is sit- 


o the rostrum, : 
ing next to the first vice-president, 
teorge Evans, I will ask him,, please, 


o escort the first vice-president to the 
ylatform. 


(Retiring escorted 


President Mayer 


Mr. Evans to the platform.) 


I 
i 


Mr. Mayer: I would like to say that you 
1ave just conferred on me a great priv- 
lege, because there is no man that I am 


more happy to escort to the platform and 


have installed as first vice-president than 


jeorge B. Evans, who has given so much 


( 
of his valuable time to this industry 
Congratulations to you, Mr. Evans! 
George B. Evans: I just want to as- 
sure you that I appreciate very deeply 
this honor and may I also assure you 
that I will do everything I can to help 
your president and to help the associa 
tion become a better association, Thank 
you 
President Schieffelin Mr. sergman, 
will you escort Second Vice-President 


that penmone, up specifically for Mr. Morrison, will you kindly come up Morrison? : : 
[ move you its adoption. in the front row? , , (Mr. Bergman escorted E. A. Morrison 
(The motion was seconded. ) Secretary Newcomb: The committee to the platform.) 3 
President Mayer: Any objection? The nominates W. F. Terry for third vice- E. A. Morrison: I feel very highly hon 
report stands approved as read president, ored in being one of your several vice- 
Secretary Newcomb: Report of the I move the election of Mr. Terry t presidents. I wish to pledge to our able 
board of ‘control on the report of the this office. and worthy president my loyalty and sup 
special committee on alcoholic beverages 3 came Seaton seconded, put to a oe See manner. 
2 ar > : tral ic See ¢ ane ole, ¢« é , £ bs 
et ee ee ee ba Pd ‘ase President Mayer: Mr. ‘Terry, please President Schieffelin Mr. Doerr, would 
me ‘ + > * , come up. you escort the third vice-president, Mr 
met panne prests ms prior to the abandon- Seeretary Newcomb: The committee Terry, please? 
rr Ber a eos Ses aoe ans er oo nominates” for fourth vice-president (George V. Doerr escorted Mr. Terry 
many of the States chonged their laws H. M. Folsom. I move you his election to the platform.) 
passed new laws relating tn “aa ohol aS fourth vice-president W. F. Terry: Some wise heads in the 
ontrol : ” 2 (The motion was seconded, put to a old days, in the position you have so 
vous ane carried.) ; - graciously given to me, provided that 
i i j ; resident Mayer: might say, Mr. the compensation would be re 
Survey of Liquor Distribution Folsom, it is customary to reward those it the Se ae . woes a a pane 
The board realizes that for some mem who have voted for you You can do elected, I will at least have earned that. 
vers of the N. W. D. A. the liquor ques that after whil« President Schieffelin Mr Loring, 
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would you be good enough to escort the 
fourth vice-president, H. M. Folsom, to 
the platform? 


(Mr. Loring 
the platform.) 

H. M. Folsom: I am very appreciative 
of the honor, gentlemen. There are two 
of us here from the coast, from Los An- 
geles and San Francisco, We may be 
able to get together once in a while. 

I appreciate this is an honor to Mr. 
Brunswig, who is eighty-one years old 
and has been a member of this associa- 
tion, I think, since its inception, and I 
know he will appreciate the honor you 
have conferred upon me. 

President Schieffelin: 
son come into the rooms? 

Is Mr. McCormick or Mr. 
the room? (No response.) 
be absent. 

I will ask Mr. O’Dell and Mr. Davison 


if they will please come up together, the 
new members of the board of control? 

Mr. O’Dell and Mr. Davison went to 
the platform.) 


escorted Mr. Folsom to 


Has Mr. Robin- 
(No response.) 

Raymond in 
They seem to 
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President Sct give 
word? 

O’ Del I appre 
uch and I wil 
to the 
service 


us a 

a ‘O 
very n 
you at all 
at your 
Davison: I can the 
Mr. O'Dell are the sentiments of 
and I serve 


best of my 


honor 


iate the 
erve 


times best of my ability. 


[ am 
Ss, oO only say 
words of 


me also, shall be happy to 


ability. 
much. 
Schieffelin: I 


to the 

Thank 

President 
record that I myself particularly appre- 
ciate that I am nominated by my good 
friend, Bill Murray, that I appreciate 
what he said yesterday in nominating 
me. 

The next 


you very 


would like to 


order of business is thanks 
to the retiring officers. Our former 
president, Henry Faxon, has said that 
he would be good enough to come here 
and try to express the thanks of the 


The Entertainment Si 


Innovations were the keynote of the 
1935 N.W.D.A. convention entertain- 
ment program. Public cocktail hours, 
skeet-shooting, a novelty golf tourna- 
ment, a president’s reception without 
a receiving line,—even a golf tourna- 
ment in a cold, driving rain—served to 
make this years’ convention unique. 
The rugged Alleghanies joined in the 
spirit of the new mood, and the oaks, 
maples, and mountain ash, which in 
past years were decked in the vivid 
hues of autumn in honor of the con- 
vention, this year retained their Sum- 
mer vestige of green. 

Certain of the innovations were the 
natural result of the experiences of 
last years’ meeting when the huge at- 
tendance at times overtaxed the ac- 
commodations which had been pro- 
vided for various features of the en- 
tertainment program and threatened to 
disrupt the well-laid plans of the com- 
mittee. Thus, the usual cabaret night 
was eliminated this year, and other 
entertainment better adapted to a 


group of over eight hundred individ- 


Ross Treseder 


Chairman on Arrangements and 
Entertainment 


result of 
this re- 


uals was substituted. As a 
the committee’s foresight in 
spect, every evening was a delightful 
occasion and the program proceeded 
throughout the five days with orderly 
precision. , 

Under the capable direction of Ross 
C. Treseder, of National Distillers, 
chairman of the arrangements and en- 
tertainment committee, those in at- 
tendance at the sixty-first annual con- 
vention enjoyed five full days of bridge, 
golf, swimming, dancing, and other 
forms of entertainment. 

Assisting Mr. Treseder were Mrs. 
Treseder, chairman of the ladies’ com- 
mittee and the following sub-commit- 
tee chairman: 


Banquet committee, Ray Herrmann, A. 
Overholt Company. 

Cocktail Hours committee, Ray A. 
Whidden, Bauer & Black. 

Committeeman at large, 
Schnell, O1L, PAINT AND DruG 
and Druggists Circular. 

Dance committee, Smith Rairdon, 
Owens-Illinois Glass Company. 

Entertainment committee, J. J. Kerri- 
gan, Merck & Co., and Howard Stephen- 
son, ofAmerican Druggist. 

Golf committee, Stanley J. McGiveran, 
Owens-Illinois Glass Company. 

Greeters committee, Carl F. G. 
Meyer Brothers Drug Company. 

Ladies’ affairs committee, A, 
serschied, Mallinckrodt Chemical Works 

Music and flowers committee, Harry 
Peffer, Seagram Distillers Corporation. 

President’s reception committee, Har- 
rison Jones, Coca-Cola Company. 

Registration committee, Walter Cousins, 
Southern Pharmaceutical Journal 

Reservations committee, W. G. Kaliska, 
National Distillers 

Souvenir committee, O. H. Wathen, jr., 
American Medicinal Spirits Company. 


Harry J. 
REPORTER 


Meyer, 


A. Was- 


Sunday committee, T. E. Hicks, Modess 
Corporation. 

Transportation committee, Percy Mag- 
nus, Magnus, Maybee & Reynard. 

Ladies’ automobile tour committee, 
Mrs. T. E. Hicks, 

Ladies’ prizes committee, Mrs, William 
G. Kaliska. 

Ladies’ croquet 
Cook. 

Tuesday luncheon and bridge commit- 
tee, Mrs. William Stuart Auchincloss. 

Putting and driving contest committee, 
Mrs. Austin Waite. 

Casino luncheon Mrs. 
F,. G. Meyer. 

Ladies’ golf 
Strong. 

Ladies’ swimming 
Mrs. Max Hott. 

Ladies’ bridge committee, 
Smith. 

Luncheon and 
Mrs. J. Mahlon 

Casino luncheon 
ley McGiveran. 

Ladies’ cocktail 
Thurston Merrell. 


Sunday Entertainment 


the convention wit 
its first departure from past 
sessions with a cocktail hour with 
dancing, held in the fountain room and 
ballroom of the Greenbrier. Over 
manhattans and martinis new friend- 
ships were made and old ones renewed 
at this informal gathering before din- 
ner. Later in the evening members 
and guests gathered in the auditorium 
for a lecture with motion pictures on 
“Ethiopia,” by Captain Allan White, 
and motion pictures of last year’s con- 
vention were presented by the East- 
man Kodak Company, The visitors 
were further entertained by a feature 
‘Red Heads on Parade,” following 
which they danced in the grand ball- 
room, 

Monday, the ladies of the convention 
were entertained at luncheon at the 
casino followed by a bingo party at 
which the prizes were bottles of liquor. 


President’s Reception 


Monday evening the convention wit- 
nessed still another departure from the 
custom of past years in the form of a 
president’s reception without a receiv- 
ing line. Members and guests gath- 
ered in the ballroom immediately after 
dinner and danced to the music of the 
Meyer Davis orchestra. 

At frequent intervals 
dancing, Harrison Jones, chairman of 
the evening’s program, introduced the 
gzuests of honor who included Presi- 
dent Mayer and several former presi- 
dents of the association, presenting a 
bouquet of red roses to the wife or 
escort of the honored guest. A floor 
show completed the evening’s enter- 
tainment and dancing was enjoyed un- 
til an early hour. 


Automobile Tour and Golf 


forenoon, the ladies of the 
convention took an automobile tour of 
the Greenbrier Estates and surround- 
ing country, stopping at various points 
of interest and returning to the Casino 
in time for luncheon. The ladies 
played bridge during the afternoon 
while the men were taking part in the 
annual golf tournament. Table prizes 
of boudoir clocks rewarded the bridge 
winners. 

At five o'clock the 
gathered back at the fountain room 
for cocktails before dinner and dur- 
ing the evening they danced in the 
hallroom until 1:00 a.m. Early in the 
evening, Robert F. Vaughan, repre- 


committee, Mrs. Aglar 


committee, Carl 


committee, Mrs. T. 5S. 


party committee, 


Mrs. Kayton 


bingo committee, 
Buck. 
committee, 


party 
Mrs. Stan- 


hours committee, Mrs 


Sunday evening, 


nessed 


during the 


Tuesday 


men and ladies 


Sixty-first Annual 


annual banquet of the 
held in the main dining room 
of the Greenbrier, at eight o'clock, 
Thursday evening, with Carl F. G 
Mever as toastmaste! 


The associa- 


tion was 


Toastmaster Takes Charge 


Toastmaster Meyer: One of 
ciples of drugdom is that there 
no substitution, excepting in an 
emergency. Unfortunately, that 


the prin- 
shall be 
extreme 
extreme 


OIL, PAINT AND DRUG REPORTER 


association their and great 


services. 


Retiring Officers Are Thanked 


Mr. Pre 
that I said 
‘Anybody can make a 
speech if he will 
but I hay 


for many 


ident, 


that 


Henry Faxon: you 


might have added one 


minute ago, short 
and 
prepare 
myself, I 


good take time to 
prepared 
feeling in my heart 
that makes it easy for me to express 
appreciation for the work done last year. 
I won't say “The king is dead, long live 
the king,”’ because I know that Mr. Mayer 
will do work this year. I think it is per- 
fectly true and proper to say that it was 
the outstanding year in the N. W. D. A. 
and to the officers who managed affairs 
during the year must go our gratitude. 

Mr. Mayer in particular has put in a 
great deal of time and if he had earlier 
in his term taken his wife into his con- 
fidence on the platform, he probably 
would have done better. 


e of the 


senting Governor tuby Laffoon of 
Kentucky, was introduced and he con- 
ferred the commission of colonel of 
the governor's staff on Ross Treseder 
and George V. Doerr, of the McKesson- 
Minneapolis Drug Company. 
Wednesday forenoon, the ladies split 
their interest between a golf tourna- 
ment and a swimming party, lunched 
at the casino, and participated in a 
driving and putting contest during the 
afternoon while the men were attend- 


ing sessions, 


A Night with the Stars 


Wednesday evening, after cocktails 
and dinner, members and guests gath- 
ered in the auditorium of the Green- 
brier for the “high-spot” of the week's 
entertainment program, From nine 
o'clock until nearly midnight they were 
entertained by a galaxy of stage and 
screen stars including Frances Wil- 
liams, Bob Hope, Hal Le Roy, Delores 
Reade, Marshall and Inez, The Hiltons, 
Amedeo, Bill Jordan, and the Lenora 


en't 


himself, 


have a 


A. A. Wasserscheid 


Chairman on Ladies’ Affairs 


Debs, supported by Meyer Davis and 
his orchestra. During the evening, 
President Mayer introduced the daugh- 
ter of the late A. B. Merriam, of In- 
dianapolis, first secretary of the N. W. 
D. A., and her husband, Hon. Paul V. 
McNutt, Governor of Indiana. At the 
close of the program the audience pro- 
ceeded to the ballroom and completed 
the evening with dancing 


Croquet, Bridge, Bingo 


Thursday the 
croquet tournament, 
casino, and played 
during the afternoon. 
ed the closing business 
convention during the forenoon and 
participated in a novelty golf tourna- 
ment during the afternoon 

Another innovation at this yes 
convention was the inception of 
shooting as a diversion. Many of those 
in attendance took part in this new 
sport under the supervision of Carl 
Bradsher, of the staff, 


ladies took part in a 
lunched at the 
bridge and bingo 
The men attend- 


sessions of the 


Greenbrier 


N.W.D.A. Banquet 


emergency ted this evening, and T 
therefore called pon to substitute for 
Dr William E Weiss, who was to pre- 
side as your toastmaster this evenine 
Tnfortunitely, because of illness in his 
family, he was called home 

IT know you share with me regret 
this estimable gentleman is with 
and I hope that the message which 
sent him has been exaggerated and 
the i'Iness is not as grave as was 
pected. 

Before 


exis am 


that 
us, 
was 
that 
eXx- 


not 


introducing ) ou the distin- 


I was glad to see that he was wise 
enough to take this charming young man 
whom we have elected president and put 
his wife in at the start. 

The great thing about Kief is that he 
has a sense of humor. I hope, Mr. Presi- 
dent, that you will be during the 
coming year to some of the light 
things as well as your serious duties. 

Gentlemen of the last administration 
in the name of the association, I thank 
you, 


able 


see 


President Schieffelin: Will the newly 
elected officers wait a few minutes for 
this official photograph? 

Is there any more business? 

The formal report of the committee 
on thanks will be given, as usual, to- 
night at the banquet. 

If there is no more business, I declare 
the sixty-first convention of the N. W, 
D. A. adjourned. 

(The meeting was adjourned at 12:35 
p. m.) 


Convention 


guished guests that we have this evening 
and the speakers, I am going to allow 
myself the pleasure of reading several 

2grams that have been received from 
very dear friends, gentlemen who have 
given much of their time and fine talents 
in the building of this great organiza- 
tion, the National Wholesale Druggists’ 
Association. 

“Many thanks for your telegram. My 
greeting to you all and congratulations on 
the fine, constructive program you have 
developed. Never was I so optimistic 
nor more assured of our continued pro- 
gress and increased success’ through 
greater faith in each other and a greater 
vision of things to be achieved through 
constructive co-operation of our associate 
and active members. Send Kiefer back 
to us when you are through with him.— 
Barret Moxley.” 

Another telegram 


“Your 


just received: 

message received; I 
very thoroughly. I 
attend some future 


splendid 
appreciate the same 
hope to be able to 
annual meeting. The official family, 
board of contro!, and the entire member- 
ship may depend upon the company I rep- 
resent to be loyal to the cause for the 
next one hundred years.—Lee M. Hutch- 
ins.” 

From Cleveland, Ohio: 

“Your kindly greetings are appreciated 
and most pleasing. To realize we are 
actively connected with a live organiza- 
tion such as the N. W. D. A. with its 
glorious record is of itself an inspiration 
and an incentive to greater effort. We 
of the membership can fecilitate ourselves 
upon the persdnnel of the management, 
realizing that in their hands our interests 
will be successfully promoted With our 
best wishes.—A. H. Van Gorder.” 

Now, ladies and gentlemen, I wish that 
I might be able to rise to the occasion 
to adequately express a tribute to a young 
man who has achieved much in the in- 
terest of this great organization, who 
during the past year has dedicated his 
life, has given his fine effort, has donated 
the wonderful! talents that he possesses to 
develop, to strengthen, thé 
National Wholesale Druggists’ Associa- 
tion, a man whose fine tradition dates 
back almost a hundred years, the firm 
that he represents, an institution that has 
for everything that is fine in the 
business. His father and grand- 
father before him gave what they had 
in the good cause of promoting fellow- 
ship, confidence and mutual respect He 
came into this organization as the head a 
year ago. Times were troubled, serious 
problems confronted him. His experience 
backed by a fine, keen intellect guided 
the ship of state into safe harbors. 

I know I express the feeling of every 
lady and gentleman in this room when I 
lav at the feet of A. Kiefer Mayer the 
tribute that he so richly deserves, one of 
the most active, brilliant, constructive 
workers that our organization has ever 
had. ta 
It is my very great pleasure and privi- 
lege to introduce the retiring president, 
A. Kiefer Mayer. 


Mr. Mayer’s Valedictory 


President A. Kiefer Mayer: 
Mr Toastmaster, jovernor MeNutt, 
Captain Schieffelin, Mrs. McNutt, Mrs. 
Schieffelin, Mrs. Mayer, lovely ladies and 
vou homely men: If those remarks of the 
toastmaster could only be spread on the 
fields of Indiana, Iowa would grow no 
more tall corn. ; 4. 

I don’t know whether I am in White 
Sulphur tonight or on a steamboat, be- 
cause occasionally through this micro- 
phone comes a fog horn, or at least I 
think I hear one. 

I am not going to make a speech to- 
night; my heart is too full, also because 
the spellbinder of Indiana is with us to- 
night as our guest. His charming wife 
just gave me part of my theme, because 
looked at the microphone and she 
resembled a Shick razor and 
sure and shave your re- 
am, therefore, going to 
ask Mrs. McNutt to stand and take the 
bow for that clever remark. : 

I have had some wonderful suggestions 
tonight. sefore I close, I would like to 
express my sincere appreciation for the 
lovely courtesy that each and every_one 
of you in the room have extended to Mrs. 
Maver me. We are deeply grateful 

Our president comes in with a 
hope faith and a belief that he 
will accomplish the objective that the 
founders of this association built the 
N.W.D.A. on His charming wife told 
me a few minutes ago that a stocking 
with a run in it was on its last legs, 
will ask Mrs. Schieffelin to kindly stand 

I have runs in both of my stockings, 
and I am on my last legs. So God bless 
you! 


encourage, to 


stood 
drug 


Retiring 


she 
said it 
said, “So be 
marks close.’ I 


and 
new 
and a 


Toastmaster Meyer: Everything 
that has heen said or could be 


Kiefer Mayer's administration is 


said of 
based 
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entirely on the fine support and the if thers is anybody in the room in addi They have asked that I tell a brief 
inspiration that came to him because tion to org and me who attended eer: eee te i by seamen of the fact 
tak pi epee ar ae ae ; that convention. at citizens o is foresight and abili 
= a" harming wife. May I take the Friends, | mention those dates and that and willingness to work have helped.” 
iperty of presenting Mrs. A. Kiefe1 convention, which is among my earliest : : oe 
Mayer? recollections (though I must admit that Indiana Wiped Out Deficit 
There is an ol atin adage. as irs I spent most of the sessions being lost In 1933, our State had an estimate 
member it, “Vent vidi, ve LHe in the maze) to tell you that the N. W. deficit of $7,000,000. That deficit was caee 
came, he saw ie oa F Pen es DD. A. is bred and born in me. I appre- that year and the taxes, and therefore 
ame, he saw, he conquered. Kiefer ciate the confidence that you have re- the cost of government in that state, cut 
had the Vision, he saw what was to posed in me and I am very happy at the $80,000,000 during the first two years. 
be done, he did it, and we are grateful. warm reception that 7 have given a The budget was balanced for 1933 and 
ive s —_ aa ~ and I look forward to the next year, anc 1934, and it is balanced for 1935 and 1936. 
li the aoe . oe = , m" ee —- ame > [ am very much thrilled with the number The taxes on tangible property have been 
ghtfu aanquet marks the closing of of you who have already agreed to accept reduced 34 percent, 
Our sixty-first annual convention. It chairmanships of responsible committees. The bonded indebtedness of all of the 
is now my pleasure, and L esteem it a Most of you are here and you have my political subdivisions, including town- 
great honor, to introduce to you the thanks and the knowledge that your ships, counties, school districts, drainage 
new president. For more than 150 oer iter cae arom iat tte le a tne aan een eS 
reay ee , ee se aaa Is 0 ogether a prove é S 1S i s utions as 1e Rober ’, Long s- 
years, his name has been the hallmark united organization, different parts of pital, had been cut during that same 
which accept its responsibilities and there- period from $187,000,000 to $140,000,000, 
fore progress, and that it is not a heavy and at the same time State has been 
burden on any one man. able to do its share, and more, in meet- 


Carl F. G. Meyer 


Toastmaster at Banquet 


of everything that is fine in drugdom. 
I think he represents the sixth gen- 
eration in that splendid business. The 
tradition of the National Wholesale 
Druggists’ Association is symbolized 
by the consistency of his house. <A 
proud name he bears. Much is ex- 
pected of him. He will live up to our 
expectations. By training and by in- 
stinct, he is a man of parts. 

It is my very great pleasure, ladies 
and gentlemen, to present to you Cap- 
tain William J. Schieffelin, jr., our 
President of the National Wholesale 
Druggists’ Association. 


Mr. Schieffelin’s Salutatory 


President William J, Schieffelin, jr.: 
Mr. Toastmaster, Ladies and Gentlemen 
of the N.W.D.A.: I love being your presi- 
dent; I am enjoying it. I never realized 
as much as I have in the last few hours 
that this is not a one-man outfit. We 
are all working together and looking for- 
ward very much to working with you in 
this coming year. 

I wonder if you ladies realize all that 


you add to this convention. You bring 
a quality that I don't thiuk there is in 
any other business convention that I 


have heard of. In addition to that, you 
help your husbands and other admirers 
to keep a proper perspective. Can you 
think of anything more refreshing than 
for one who had begun to consider him- 
self a veteran of the N.W.D.A. the other 
evening to be sitting between two charm- 
ing ladies, whom it had been his loss not 
to have met before, and within a minute 
of each other from either side they asked 
me if this was my first convention. 

Then the care you take of us after a 
dance that I greatly enjoyed last night. 
I went and asked one of you to come and 
dance again with me. She said, “Oh, no, 
come and sit down and talk to me for a 
while, your heart is beating too fast.” 


There was a British rector in a small 
town in England who found that those 
who had subscribed to the funds of his 
ehurch were way behind in their sub- 
scriptions. He decided that he had not 
been able to get in the money, he must 
do something about it. There was a re- 


tired sergeant-major of the British Army 


who was one of his most respected par- 
ishoners and he asked him to become 
treasurer of the church. He gave him 
a list of the delinquents and said, “I 
suggest that you write them a firm 
letter.”’ 

Two or three days later, he received 
a letter in the well-known handwriting 


of the squire, the largest promiser and the 
one furthest behind in his weuld-be dona- 
tion. The letter read: 

“Dear Rector: I take 
closing herewith check 
seription. 

“T suggest that you inform your new 
treasurer that ‘lousy’ not spelt with a 
‘z,, and that there is only one in”—let 
us call it illegitimate child 

You know, Governor, a year or 
after the war, I would have told 
story straight, but we have become 
ized in spite of ourselves. 
I know that I voice the 
you in expressing our 
having with us tonight 
McNutt, and we 
with us again 


An N.W.D.A. Family 


In 1883, Mr. William A. Gellatly, my 
grandfather's partner, was president of 
the N. W. D. A. Twenty-seven years 
later, in 1910, my father was president, 
and now you have chosen me to be pres- 
ident for next year as the third repre- 
sentative of our old house 

In 1902, Dr. Schieffelin toted 
the Hote! Del Monte and I 
N. 'W. D. A. convention. I 


pleasure 
in full 


in 
for 


en- 
sub- 


is 


‘s 


two 
that 
civil- 


feelings of all 
great pleasure 
Governor and 
you will come 


ot 
in 
Mrs. 
and 


hope 


be 


me over 
attended 
wonder 


to 
the 








As I grow older, I 


find that there seem 


ing the relief problem. Not a school door 


to be fewer and fewer things that I has been closed, not a term shortened 
know. When I was a senior at Yale, I below eight months, not a teacher for 
knew more than I ever had before or whom salary funds have not been pro- 
have since, and I imagine most seniors vided. But this is the story in one sen- 
of most colleges are in that happy state tence: At the close of the fiscal year this 
I know, that neither you nor I nor the year, one State during all of these trv- 
government of the United States can keep ing times ended that year without one 
on spending more than we receive with- penny of indebtedness, either bonded or 
out going bust. : current, and had $10,500,000 of unincum- 
To borrow one of the favorite words bered funds in the State treasury. 

of my illustrious Hoosier predecessor, So we like Kiefer and his kind in In- 
that is a fact. I ask you between now diana. 

and January to see your senators and I suppose for sixty-one years more men 
congressmen and let them know that you will be writing books as to why in the 
know that fact and that you want the first half of this twentieth century there 
budget balanced. The unemployed can be was so great a crisis in the affairs of 
clothed and fed and the budget balanced men. They will describe what happened; 


next year. 


this dear nation of ours leap ahead. 


We have many other things to work on 


Bring that to pass and watch 


they will deduce what it meant; they will 
disagree ferociously with one another, 
because after all there is as yet no final 


together, but as your new president, I accepted history of most anything— 
fee: that there is no single one of them Peloponnesian wars, French Revolution, 
of such importance for the future of our- fall of the Roman Empire—and it is un- 
selves and our children and our drug likely that you or I or the minister of 
business as the one to which I have just public enlightenment in Berlin or the 
referred. ; ; head of the press bureau in Moscow or 

In this coming year of uncertainty but even Il Duce for that matter, will in our 
great promise, let us work together with time deduce what all of this has meant. 
dignity, with restraint, and with united I think that all that any one of us can do 


power. 

Toastmaster Mever: 
generation are delighted to note that 
the National Wholesale Druggists’ As- 
sociation has gone modern. 
for the old-timers, Mr. President, 
pledge you our best support. 

To evidence the fact that our adminis- 
trative department in safe hands 
may I take this opportunity to present 
for just a moment Charlie Loring, who 
has agreed to accept the chairmanship 
of our board of control. Mr. Loring, 
will you make a bow? 

Again emphasizing the fact that the 
older generation is passing on and the 
younger men coming into their own, | 
learned today that our convention next 
year will be held again at this delight- 


we 


is 


ful place. As a convention center, I 
know of no better golf course any- 
where. So in introducing the next 


speaker, I must first pay my respects 
to him as a better golfer than I am—a 
young man whose life is a romance, 
whose achievements would require 
more than an evening for me to relate, 
whose fine example must be an inspira- 
tion not only to us but to all who know 
them, who was gracious enough as a 
fellow citizen of the same Common- 
wealth as our retiring president to join 
occasion. It 


with us on this festive 

was my privilege today to learn of the 
marvelous accomplishments to _ his 
credit during the past year. He is a 


former dean of the Law School of the 


University of Indiana, recently the 
head of the great American Legion, 
now the Governor of the great Com- 
monwealth of Indiana, 

I have asked His Excellency to dis 
card any prevared speech that he 


might have and emphasize for our ben- 
efit the remarkable results which, 
thanks to his character, his fine hon- 
esty of purpose, his definite determina - 
tion, have been achieved for his State 

Iam more than happy to be accorded 
the privilege of presenting to you, 
ladies and gentlemen, our guest ol 
honor, His Excellency, Governor Paul 
V. MeNutt of Indiana. 


Address by Governor McNutt 


Hon. Paul V. MeNutt: Mr. Toast- 
master, Members and Guests of the 
National Association of Wholesale Drug- 
gists’: Your graciousness, sir, as a toast- 
master is only outdone by your gracious- 
ness as an opponent at golf, and I know 
it was that. y 

About a decade ago, Ferrero, eminent 
historian of Rome, wrote a book with the 


perfectly amazing title, and appropriate 
title, “Words to the Deaf.” In it he 
wrote: “There have been epochs more 
uncouth, poorer and more ignorant than 
our own, but they knew what they 
wanted What do we want?” he asked, 
then went on to say that is the essential 
question. Every man and every epoch 


should keep this question constantly be- 
fore them, just as a lamp is kept burning 
night and day in dark places. 

Ferrero was right This 
tial question; to know what we want and 
need and to want what we need are the 
beginnings of statesmanship and the be- 
ginnings of izenship Do we know 
what we want and need and do we want 
what we need? Ferrero thinks not. 

“On the contrary,’ he wrote, our will 
is in a state of complete confusion. Some- 
times it is split in twain, at once desir- 
ous of good and evil or of benefits that 
are mutually exclusive Sometimes it 
cloaks itself in agreeable falsehoods, per- 
suading itself that it desires one thing, 
while all of the time it desires something 
different or even antithetical. Sometimes 
it entirely strays away from reason and 
reality, lured on by a chimerical mirage.” 

Ferrero is a pessimist, and I am not. 


the essen- 


is 





I am here, of course, first of all, by rea- 
son of my admiration for and my 
gratitude to Kiefer Mayer, one of the 


finest citizens of my State 





We of the older 


Speaking 


is to take the optimistic view. For a 
long time many of us, I imagine, have 
been trying to be optimists, have been 


trying to cheer each other. 


The Long Stormy Period 


This has been a long crisis because 
for those of us who are now about in 
middle age, fortunately many here, vir- 
tually the whole of our adult life has 


been spent amongst the disturbances and 
the threats and the dangers of this crisis. 
There were a few years, say, from 1924 
to 1929, when it seemed if the earth- 
quakes of 1914 were over, that the ground 
beneath our feet had ceased to tremble 
and that in our Western world at least 
the destruction was being repaired and 
the wounds were healing and men had 
resumed the works of peace. 

We now know that this was an illu- 
sion, that there was only a temporary lull 
and that there then came upon us con- 
vulsions greater than any for which any 
of us were prepared. Thus for twenty 
years, with only short intervals of calm 
in which to catch our breath and to com- 
pose our spirits, we have lived in the 
storm and the stress of the Jaments and 
incalculable events 

Not 








as 


every generation goes through an 
ordeal of this kind. Our fathers had 
their troubles in the nineties. They had 
to work their way through panies and 
other economic disorders, but only two 
other generations of Americans, those 
who made the nation between 1776 and 
1810 and those who held it together be- 
tween 1861 and 1880, have really known 


what it meant to have to defend the very 
foundations of civilized living against the 
breakdown into an anarchy of separated 


quarreling mobs. 
It is difficult to overestimate the ner- 
vous stress and strain under which re- 


sponsible men and women, those who, as 
the Quakers say, have had a concern of 
mankind, have been subjected to in these 
last twenty years. Think back to 1914 
and then realize how tremendous have 
been the demands upon human energy, 
the constant peril and the terrible anxiety 
first of the great war and its huge mis- 
eries and then of the peace-making and 
the enormous complications of high ambi- 
tions and violent passions, and then of 
the revolutions which overthrew all of the 
empires of continental Europe, and then 
of the first reconstruction in the twenties, 
in which men had to fight every foot of 





the way for small installments of reason 
against the resistance wr terrorized and 
shell-shocked masses of people, then all 


revolutions which 
Any man who has 


of the panics and the 
have swept mankind 

lived through these years, tremendous 
years, and has tried as a_ responsible 
leader or as a conscientious citizen to do 
his part to rise to the occasion, to con- 
tribute what he had in him, has endured 


anxieties, has drawn upon his reserve of 
moral force to a point where at times it 
has seemed inhuman to ask any more 
of him, 
Confusion Inevitable 

We need not be astonished that states- 
men have become confused and that the 
people themselves have become at times 
more than a little mad, because the gen- 


eration to which we belong has been pass- 
ing through the ordeal of a crisis and it 
is shot and it weary and it spent 
It has been frightened by blow after hlow 
for which it was unprepared, disappointed 


is is 


as one fair hope and one fair promise 
after another have been dashed to pieces 
And it is this state of mind which has 
been the dominating crisis 

If men all over the world were calm 
ind cool and willing to listen to reason 
or at least willing to trust leaders who 
follow reason, it would not be difficult to 
make the necessary adjustments to insure 
peace and to set the world’s economy go- 
ing. There have been plenty of projects 
proposed which could have worked in a 
world where men were disposed to accept 
them. They have not worked because 


they were submitted to peoples too fright- 


ened, too hysterical, and too distracted 
to understand them and to co-operate in 
realizing them. 

That, at least, is one of the things 
which I have learned from the crisis and 


upon that premise have based what action 
I have taken in order to meet my part of 
this thing. Of course, we know that there 
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are many persons in this world who think 
they have always had the intellectual key 
to history, and I envy them their peace 
of mind, although I do not share the 
great admiration which they have for 
their own wisdom. For my own part, I 
admit without hesitation that the past 
twenty years have been full of surprises. 
Why should they not have been? Can 
human reason really comprehend what 
passionate unreason will do? And it 
seems to me that such a confession of 
ignorance is at least the beginning of 
wisdom. 

We need to know that human affairs 
are too complex to be caught and held 
and managed by any formula which man 


can now invent. But only if we know 
this, we concentrate our efforts upon 
those things which need to be done and 
which can be done upon the human reali- 
ties of the crisis, rather than upon its 
technical abstractions; because while 


there is no end of defects in the laws and 
in the institutions of government and of 
property in this stage of affairs, the 
heart of the crisis is the will and the 
purpose of men, and in the creation and 
maintenance of proper standards we are 
engaged in an enterprise in which all in- 
terests, your and mine, meet and merge. 


Demoralization Blocks Work 


A demoralized people cannot make 
social order work, but a_ collected 
confident people can probably make any 
system work tolerably well, and if it 
does not, then make the necessary changes 
and institute the necessary reform. Let 
me il’ustrate just momentarily what [ 
mean by our own experiences during these 
past two and one-half years. By the end 
of February, 1933, all enterprise was par- 
alyzed, all confidence was gone, and so 
deep and so widespread was the demoral- 


any 
and 


ization that recovery by the old method, 
individual initiative and piece-meal ad- 
justment, had become impossible. There 
was not mere’y a financial panic, there 


was a political and a moral panic as well. 
In every town the banks were closed; in 
every large city the treasury out of which 
the unemployed had to be fed was empty; 
in Washington the Congress and the ex- 
ecutive were in a hopeless deadlock. Ap- 
parently, nowhere was there any organ- 
ized tower standing around whith the 
people might ra'ly 

What was it that had to be done? Was 
it possible to pass laws to end the crisis? 
Was there a plan, a panacea? The sit- 
uation was much too complicated to be 
dealt with by a plan and what was done 
was far more realistic than that. It be- 
came our business as a people to prove 
that we had in Washington a government 
that could govern, and in the first three 
months we came to that conclusion, Peo- 
ple had seen the Congress and the execu- 
tive so deadlocked that almost no meas- 
ure could be enacted; they had lost 
hope, not only in their own ability to 
meet the crisis, but in the ability of any- 
one to do anything about anything. 


Government Revived Hope 

That was the first essence and to over- 
come it, we had this series of laws; some 
of them you liked and some of them you 
didn’t like. But what was important was 
this, that it was noticed that the govern- 
ment had been restored to full vitality; 
that there was vigor where there had 
been weariness; that there was unity 
where there had been disunity; that there 
was the power to act where there had 
been deadlocked and the impression was 
driven home that there was no vested in- 
terest so pewerful that it could block the 
action of government; that there was 
no dogma so deep-seated that it could 
prevent a bold experiment, and that there 
was no important group of people whose 
problems the government was not pre- 
pared to take in hand. And what was 
done constituted a perfectly overwhelm- 
ing demonstration that the American 
government was master in its own house, 
that it was in command of the situation, 
that it had untold resources and no hesi- 
tation whatever about using them. 

The greatness of the performance Ccan-~ 
not be Measured by the contents of the 
program, but what we should measure 
today is that it was a demonstration that 
we Were again an organized nation, con- 
fident of our power to provide for our 
own security and to control our own 
destiny. That was a triumphant achieve- 
mv hat I wish to emphasize now in the 
light of the happenings of the last few 
months is that it was not brought about 
by specific provisions of the laws which 
were enacted, it mattered not what the 
particular measures were, but by the will 
and the purpose which inspired them. 
The secret of the American attack was 
not to be found in the NRA or in any 
legislation as_ such, but it was to be 
found in a revival of the American spirit 
through the conquest of fear. 


Faith the Essential 

No policy is a panacea; no failure is a 
aun. srovided only that the govern- 
ment and the people hold fast to the con- 
viction that we have come out of the 
worst of our dangers by overcoming our 
own demoralization, and that it is our 
purpose, our discipline, our readiness to 
act and yet to listen, our faith and our 





moral strength which will carry us 
through; and unless we again become 
demoralized—and I have no use what- 
ever for those who would attempt to 
again demoralize our people—the enter- 
prise of the American people working 
through collective understanding will 
carry us through to safety and to well 
yeing 

Tt in this same spirit that we must 
shape our actions in the even greater 
crisis which is outside our doors. That 
it is a dangerous crisis, no Man who 


knows conditions in Central Europe or in 
the Far East or in Africa will very much 
doubt. But the awful truth is that the 
peace the world hangs in the balance 
tonight, and there are in the Far East 
and in Central Europe and in Africa con- 
flicts which in the present state of mind 
of the people concerned appear irrecon- 
cilable. In these regions there are rul- 
ing powers which avow their faith in 
force In them there are nations in 
which the primitive instincts of men, 
which it is the work of civilization to 
subdue and control, have been unleashed, 
It is not by diplomatic formulae and by 
conventions and by treaties that such a 
crisis can be overcome, but it is only by 
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Address by J. B. Kennedy 


John B. Kennedy: Mr. Toastmaster 
nd Mr. President, Your Excellency, La- 
lies and Gentlemen: It seems a shame 
ifter the virile eloquence of Governor 
MeNutt for somebody to talk to_you 

voice like a vacuum cleaner. But w 

nd, Mr. Weiss, invited me 
he made no specification 
hould talk about 

I have only to correct the toastmas- 
er kindly reference by saying that |] 
im a contributor to the Saturday Ev: 
ning Post, and not an associate editor, 
because as an associate editor of various 
magazines I learned something about al 
{ know about business. It seemed to m« 
to come in spasms. That is why I have 
1 good deal of impudence in attempting 
to address a business gathering. J 
earned, for instance, that there was 
period when we would occasionally cas 

hecks and have them returned stamped 

No funds.” And that gradually changed 
o a condition where we cashed the 
ehecks and had them returned stamped, 

No bank.” So that really bounds my 
<nowledge of practical business affairs, 

But when you talk over the air, and 
vou talk not for long, because what you 
know may be little, you find yourself 
. target for solid things in flight, includ- 
ng invitations to preside at high school 
debates I presided at one not very long 
izo and heard two teams of youngsters 
| should have known better because on 
entering the town where the debate was 
to be held, the policemen looked so very 
much like burglars I couldn’t help won- 
dering What the local burglars might look 
ike, 

I presided over the two teams of high 
school students who berated the civil- 
ization that had produced them, saving 
this America of ours Was simply a dollar- 
chasing civilization, that we had nothing 
to offer the more ethereal pursuits «} 
life, that the spirit was crushed by ou: 
utter materialism, and that cited cynics 
at home and abroad, from our friend, Mr. 
Mencken of Baltimore, to our enemy, Mr. 
Stengel, of Berlin. So at the end of the 
debate, I think I set a sort of record 
for those things by awarding myself the 
prize and naming the Prophet Job the 
honerary runner-up. 


America Not Materialistic 


| proceeded to lecture those youngsters 
to suy that they were entirely mistaken, 
that the entire basis and ethos of Amer- 
ican civilization was not materialistic, 
that it was really spiritual and even 
religious; that it was that spirit which 
would have to prevail in the world other- 
wise there would be nothing but ruin and 
chaos. I warned them they should never 
pay any attention to cynics. In a rash 
moment, | even went so far as to say 
in my opinion all cynics should be gath- 
ered in one place and boiled in oil, where- 
upon a lady rose in the audience and 
challenged me. She said, “You stand as 
preceptor of your country’s youth" 
which I do not—‘‘and you tell them that 
eynies should be boiled in oil. You should 
tell them nothing but beautiful thoughts.” 

I had the temerity to remark that boil- 
ing cynics in oil is to me a beautiful 
thought 

The world has suffered too much from 
cynics. We are seeing in the whole chaos 
of Europe now nothing but the practical 
eyvnicism of a stupid old gentleman who 
dictated the terms of the Versailles 
Treaty We thought at first they could 
utterly crush a great nation like ‘ier- 
many We have seen that they cannot, 
did not, will not. For the seat of the 
trouble in Europe, the seat of our own 
economic disturbance has been cynicism. 
It has been a denial of the superior na- 
ture of man. It has been a dependence 
on the things man has made, instead o 
the thing he must make. 

You may remember that not so Jong 
ago George Bernard Shaw came to this 
country after he had spent a week-end 
n Moscow, where they pulled the wool 
over his eyes, that is. what he wasn't 
wearing on his chin. He advised us that 
we should scrap the American constitu- 
tion, that we should hecome Communists. 
that the whole world would inevitably, 
is he said, ascend to Communism. Mr 
Shaw resembles H G. Wells as a his- 
torian Ile knows the dates when every- 
thing happened, but he forgets precisely 
what happened. Because there has been 
such a thing as Communism. It was 
known as the French Revolution and it 
was dominated by bloody Rohespierre 
And how did it end? When all private 
property rights had been annulled, when 
aristocrats’ heads were falling like nine- 
pins in the baskets of the guillotine, how 
did the world’s one Moody experience in 
Communism end? Jn Napoleon Bona- 
parte, the greatest dictator the world has 
ever known. That is exactly what is tak- 


ng plaee in Russia, 


¢ 


Recognition of Russia 

1 am of the opinion that the present 
idministration did a splendid diplomatic 
thir n recognizing Russia Various 
hambers of commerce in the United 
States became alarmed and for that re 
\dministration put in the cond 
cognition of Russia that Russia 

propagandize Communism 

which 


Ita 
é the 
the barbarians 
» Just as Germany 
defeat by France, as 
smarted after being cru 
o-Prussian War of 1879, so Rt 
ting her turn against Japan, 
her humiliation back in 1907 
ppens that in my humble p 
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McKesson & Robbins 
Apothecary 





Eli, Eli Lilly & Co., Indianapolis. 
. McKesson-Lincoln, 
Livermore, Coffin-Redington 
Francisco, 

Livingston, 


McKesson-Hartz 


McKesson-Pacifie Schieffelin 


Whitall-Tatum 


Haves, P. A Drug Company, Philadelphia, 


Warner S ‘ Pharmacal 
Corporation, 
New York, 





M 


MacCallum, B Eastman 
Rochester, N, Y. 


Magnus, Percy C., 


Kodak Company, 


Magnus, Mabee & Reynard, 





inc.. New York. 

Mannison, E, A., Standard Drug Company, 
Meridian, Miss. 

Marek, George KR liommann Tarcher & 


Sheldon, New York. 
Marriage, E, L., Penn-Maryland 
Chicago, 
Marrow, George, McCormick (o., B 
Marsh, J. Louis, Behrens 
Waco, Texas. 
Martens, W. C 
York. 
Martin, W. F., J 


Corporation 


ltimore 
Drug Company, 
Modess 


Corporation, New 


Hungerford Smith Com- 


pany, Rochester, N, Y. 
Mauth, Fk. H., Fort Wayne Drug Company, 
Fort Wayne, Ind. 


Mayer, A. Kiefer, Kiefer-Stewart Company, 
Indianapolis, 

Mayes, Herbert R. Pictorial Review, New 
York, 

Mathie, William H., Harold F. Ritehie Co 
New York. 


McBride, J. M., Agfa Ansco ( 
hamton, N. Y. 
McCambridge, J. F McCambridge & McCam- 
bridge Company, Washington 
McCormick, J. B., W. J. Gilmore 
pany, Pittsburgh. 
McDonough, Francis 
Chemical Works, 1} yn. 
McGibbon, F. W., McKesson & 
New York. 

McGibbon, William M., Eli 
dianopolis, 
McGiveran, 8. J., 
pany, Toledo. 
McGloon, J. H McKesson & 
Bridgeport, Conn. 

McHugh, E. H., Hearst Magazines, New York 
McHugh, F. J... New York Quinine & Chemi- 
cal Works, Brooklyn. 
MelIntyre, Joseph, Dr. D. 

Philadelphia. 
McKallor, Edgar M., FE. C 
Company, Binghamton, N. Y 


‘orporation, Ping- 


Drug Com- 


York Quinine & 





Robbins, Inc 
Lilly & Co., In- 
Con 


Owens-Illinois Glass 


Robbins, In« 


Jayne & Son, Ine. 


McKallor Drug 


McKinney, William, Walter J anvier, Inc., New 
York. 
McNaughton, Dee S., Johnson & Johnson, New 


Brunswick, N. J. 


MoPherrin. J. W., Bauer & Black, Chicago. 


McPike, A. G., McMonagle & Rogers, Kan- 
sas City. 

McQuaide. C. G Seagram Distillers Corpo- 
ration, Chicago. 

McShank, J. H., Thomas Ieeming & t'o., New 
York. 

Meade, Hugh ‘Allen, Muth Brothers & Co., 
Baltimore. 

Means, E. A., Bristol-Myers Company, New 
York. 

Mennen, William G., Mennen Company, New- 
rk. 

Mercer, L. H.. Miller Rubber Company, Akron 


Merrell, C. W., Monsanto Chemical Company 
St. Louis. 


Merrell, Charles G., William S. Merrell Com- 
pany, Cincinnati. 
Merrell, Donald, William S. Merrell Company, 


Cincinnati. 
Merrell, Thurston, 
pany, Cincinnati 
Merriam, G. B.. West Virginia 


William S. Merrell Com- 


Pharmeceutical 


Association, White Sulehur Springs. 

Mever, Carl F. G Meyer Brothers Drug 
Company, St. Louis. 

Mever. Carl F. G., ir.. Mever Prothers Drug 
Company, St. Louis 

Mever. Earle A., Proprietary Association, New 
York. 

Meyer, Roy P., McKesson Wholesaler, Bill- 
ines. Mont. 


Michaels. CC. F., 
San Francisco 
Michaels, Henry 
Oakland, Cal, 
Miller, A. I... 


MeKesson & Robbins, Inc., 


MeKesson & Robbins, In¢ 


Musterole Company, Cleveland 





Miller, C. J., Bodeker Drug Company, Rich- 
mond, V 

Miller, W C., Rodeker Drug Company, Rich- 
mond, Va 

Minor, B. B., ir Owens-Minor Drug Com- 
nanv. Richmond, Va 

Moerhle. George A., Milwaukee Drug Company 
Milwaukee. 

Moloney. P. J.. Black Prince Distilleries, Tne 


Nutlev, N. J 


Monnet, Georges, Alex TD. Shaw & Co., New 
York 

Moonev. William J... ir... Moonev-Mueller-Ward 
Comrany, Tndienanolis 

Marricson, Rohert, Nations! Wholesole Drug- 
vists’ Association, New Vort 

Morrow, H. F.. Thermos Rottle Comranv. New 
Vork, 

Morton. M. D.. C. RB. Pleet Comrany, Lynch- 


hure. Va. 
Mrekerman, J. F., 

St. Lonis 
Moir Rov ¢ 
Vorvhy, RL T 
Murrav. W. J 

Columbia S. Cc 


Multinlex Faucet Company, 


MceKeeseon-Facstern R 
Te Vilbiss Comrans 
McKesson & 


ton. 
Toledo. 
Robbins, Ine 


Mvth Charles P.. Muth Prothers & Co., Ral- 
tlmore 
Mrth. Len © Muth Brothers & Co Ral- 


timore 
Mvers, (herles A 
New York 


Dodee & 


N 


Neagle, William E., J. BR 
New York. 


Oleott Company. 


Williams Company, 


Neil, J. W.. American Thermos Bottle Com- 
pany, Norwich, Conn. 

Nelson, C. Hart, Hart Drug Corporation, 
Miami. 

Nelson, W. E.. Eli Lilly & Co., Indianapolis. 
Neptun, R. P., Allaire, Woodward & Co., 


Peoria, Ill 
Newcomb, FE. 1T.., National 
gists’ Association, New 
Newton, C. A., Jewett 
deen, S. D 

Noaker, L. P.. Fli 
Noh, J. G. 


Wholesale DPrug- 
York 
Drug Company, Aber- 


Lilly & Co 
Mec Kesson-Potts. 


Indianapolis 
Wichita. 


Noonan, Harry, Drug Products Company, Long 
Island City 

Norris, Max., F. R. Squibb & Sons, New York 

Norton, John S Lambert Pharmacal Com- 


pany St 
Norvell, S., 


Louis 
Hostetters Corporation 


0 


New York 


Ochse, William, San Antonio Drug Company, 
San Antonio, Texas 

O'Dell, Elliott D., Drug Trade News, New 
York 


O’NMell, J. C., MeKes 
Rirmingham 

Ogle, A. H., Neadham, Louls & Brarby. 

O'Neil, H., United Remedies, Inc., Chicago 


son-Dorton-Northington 


Orr, W. B Orr-Brown Price Company, Co- 
lumbus, Ohio 

Otto, Elmer C Charles Pfizer & Co., New 
York 


National Wholesale Druggists’ 
Minneapolis 
Brown-Vintures 


P 


Hungerford Smith Company 


Ostlund, H. J 
Association, 

Owen, Jack, 
York. 


New 


Company 


Pallat, K. B.. J 
Rochester, N Y 


Pardee oO. jJ., Eastman Kodak Company 


Rochester, N. Y. 
Parker, P dD. 
Cleveland, 


General Electric Company, 
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Parks, J. 
Francisco. 
Parsons, G. R., W. A. Shaeffer Pen Company, 


H., McKesson-Langley-Michaels, San 


Fort Madison, lowa. 
Paulson, Clarence A., 
neapolis. 
Peffer, H. I., 
New York. 
Penick, S. B., S. B. Penick & Co., New York. 
Penick, S. Barksdale, jr., S. BK. Penick & Co., 


Wix Company, Min- 


Seagram Distillers Corporation. 


New York. 
Penland, J. M,, Southwestern Drug Corpora- 
tion, Dallas. 
Penland, W. H.. Black Prince Distilleries, 


Inc., Nutley, N. J. 
Perkins, C. K., Bauer & Black, Chicago. 
Porter, R. A., Stack Goble Advertising Agency, 
New York. 
Powell, W. E., B. F. 
Akron, 
Powers, J. V., 
Puffer, H. B., 
New York. 


Goodrich Company, 
E. Fougera & Co., New York. 
American Distilling Company, 


Q 


Quinlan, Walter J., International 
Products Company, Chicago. 


R 


Rairdon, Smith, Owens-Illinois Glass Company, 
Toledo. 

tandisi, John C., 
Los Angeles. 
Rauch, Fred F., S. 
York. 
Raymond, A. § 
Lincoln, Neb. 

Read, G. C., Geer Drug Company, 
burg, S. C. 

Reid, Robt. National Distillers, New York 


Cellucotton 


Padre Vineyard Company, 


B. Penick & Co., New 


+ Lincoln Drug Company, 


Spartans- 





temensynder, J. P., Heyden Chemical Cor- 
poration, New York, 
Resnik, Tubie, McKesson-Buffalo, Buffalo. 


Retter, E. S., Eli Lilly & Co., 
Rhein, E. J., Kimble 
York 

Richardson, Ben., San Antonio Drug Company, 
San Antonio, Texas. 

Richardson, Durbin, Durbin Richardson Cor- 
poration, Rochester, N. Y. 

Ringel, George L., Fritzsche Brothers, Inc., 
New York. 

Ringgold, R. C., Sharp & Dohme, Inc., Phila- 
delphia,. 


Indianapolis. 
Glass Company, New 


Roberts, J. W., Henry B. Gilpin Company, 
Norfolk, Va. 
Robertson, E. Guy, McKesson-Huntington, 


Huntington, W. Va. 
Robinson, J. O., Henry 
Baltimore. 
Robinson, L. F., Feminine Products, Inc., New 


B. Gilpin 


Company, 


York. 

Robinson, Lewis W., Merck & Co., Rahway, 
se ? 

Robison, Ellis H., John L. Thompson Sons & 
Co., Troy, N. Y. 


Rodman, Robert William, 
New York. 


Druggists Circular, 


Rogers, Johnson, Drug Topics, New York. 
tolfs, Baltus, Amity Leather Products, West 
Bend, Wis. 


Rolfs, Harry J., Amity Leather Products, West 
Bend, Wis. 

Rolfs, Robert H., 
West Bend, Wis. 

Roper, C. W., Owens-Illinois Glass Company, 


Amity Leather Products, 


Toledo. 

Rosenthal, H. H., H. H. Rosenthal Company, 
New York. 

Roth, W. K., McKesson-Churchill, Cedar 
Rapide, Iowa, 


Rucker, W. A., Parker Pen Company, Chicago. 

Rudolph, J. E., McKesson-Voelger, Cincin- 
nati. = 

Ruedig, Dale F., Eli Lilly & Co., Kansas City, 


S 


Sage, Henry J., Henry J. Sage Company, New 
York. 

Samuels, A, O., 
Rochester, N. Y. 

Schellack, E. H., 
zoo, Mich. 


Samson-United Corporation, 


Upjohn Company, Kalama- 


an W. J., j r,.Schieffelin & Co., New 

Pork. 

Schiff, Ludwig, McKesson Western Wholesale, 
Los Angeles, 

Schlotterer, Ray, New York Board of Trade, 
New York. 

Schmid. Carl, Julius Schmid, Inc., New York. 


Schmid, Julius, jr., 
York. 

Schnell, Harry J., Druggists Circular and Oil, 
Paint and Drug Reporter, New York. 

Schuh, J. P., McKesson-Schuh, Cairo, Il. 

Schumacher, Raymond, McKesson-Brooklyn, 
Brooklyn. 

Schuman, E. M., Glasco Products, Chicago. 


Julius Schmid, Inc., New 


Schwartz, Harry A., American Safety Razor 
Company, Brooklyn. 
Scott, Walter, Scott Drug Company, Char- 


lotte, IN .C. 
Searle, J. G., G. 
Shaw, George F., 


D. Searle & Co., Chicago. 
Henry K. Wampole & Co,. 


Philadelphia. 
Shay, J. A., Scholl Manufacturing Company, 
Chicago. 
Shehan, H. R., Wildrovut Company, Buffalo, 
Sherman, Marvin, Youngs Rubber Corpora- 
tion, New York. 
Shipley, G. A., Ray-O-Vac Company, Madison, 
Wis. 
Shoemaker, Clayton S., Scott & Bowne, Inc., 


Bloomfield, N. J. 
Shuhun, T. C., Durham Duplex & 
Razor Company, Jersey City. 


Enders 


Sickel. E. 7J., Lincoln Drug Company, Lin- 
coln, Neb. 

Sigman, A H., Purepac Corporation, New 
York. 

Silverman, Jack. Purepac Corporation, New 
York. 


Simons, J. R., Charles Hubbard, Son & Co., 
Syracuse, N. Y. 

Simons, P. J., Charles Hubbard, Son & Co 
Syracuse, N. Y. 

Sinclair, C., Royal Manufacturing Company, 
Duquesne, ‘Pa, 

Singer, J B., 
New York. 


Federal Advertising Agency, 


Slaght A M., McKesson & Robbins, Ine.. 
West Orange, N. J. 

Slater, FE. D., Frankfort Distilleries, Inc., New 
York, 

Slater, J. D., McKesson-Van Vleet-Ellis, Jack- 
son, Miss. 

Slifer, Herbert I., Dill Company, Norristown, 
Pa. 

Sloss, A. J., American Sponge & Chamois Com- 
pany, New York. 

Smith, A. Homer, Sharp & Dohme, Inc., Phil- 
adelphia 


Smith, Cecil, Yardley & Co., New York. 

Smith, Charles D., Smith-Faus Drug Company, 
Salt Lake City. 

Smith, Foster T., Merck & Co., 

Smith, Kayton, Columbia Drug 
vannah, 

Smith, Oscar W., Parke, Davis & Co., Detroit. 

Smith, Stacy, Dr. T. C. Smith Company, Ashe- 
ville, N. C. 

Smith, Wallace J., 
Company, Baltimore 

Smithyman, D. D., Vulcanized 


New York 
Company, Sa- 


Read Drug & Chemical 


Rubber Com- 


pany, New York. 

Snideman, Richard L., American Coating Mills, 
Inc., New York. 

Snow, R. K., Dow Chemical Company, Mid- 
land, Mich. 
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York. 
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troit. 
Steinberg, 
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Stephenson, 
York 
Strong, T. S., 
Stroud, H. K., 
York. 
Sugar, Leon G., Monroe 
pany, Monroe, La 
Sullivan, A. W., Penn- 
New York. 
Sultan, Fred W., Od Peacoc 
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Inc., New York, eveland 
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Summary of 1935 N. W. D A. Convention 
(Continued from page 3) 


National Association of Retail 
promotion of National Pharmacy 
Aid Week. 

The association, in this year’s convention, 
elected one new active member and twenty-two 
associate members. These additions brought the 
membership rolls to the following numbers: 
Active, 216; associate, 321; complimentary, 21. 
Registrations at this year’s convention numbered 
875. William A. Hover, a former president, was 
made an honorary member of the association. The 


W. W., George A 


} 


Fred S., Freder 


Alex, Ameri 


Howard, Amé¢ 


Strong ¢ 
Drug 


Milwauke 


Merck & 
Company 


Comins 


t.. MceKesson-New Yo 


rilar McKesson-Spokane 


convention provided for the appointment and fune- 
tioning of a committee to investigate the qualifica 
tions of applicants for membership in the future 
The treasurer’s report showed for the past fiscal 
year total collections in the general fund of $60,- 
916.22; disbursements of $73,884.69, and a balance 
on hand of $2,740.61. 
White Sulphur Springs will again be the meet 
ing place next year. The convention will be held 
at a time not earlier than the first week in October, 
to be named by the board of control. 


regulations, and to Druggists in the 
Week and First 


laws and 
with distillers and 


contacts 


with alcohol 
necessary 


tion 
maintain 
importers. ; ; ; 

The association voted to continue to furnish its 


members with professionally and commercially 
purposed window display materials for the use of 
retail druggists. The extent of this year’s activity 
in this respect will be worked out by the execu- 
tive committee. 

Full support and co-operation will be given to 
the American Pharmaceutical Association and the 
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President’s Address.... 
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Committee Reports (conginued ) 
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Delegates Received 

Entertainment Features... 

Golf Awards.... 

Members Elected 

New 


Account Survey 
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Doran, James M.... 
Sisner, Mark 
Gardner, E. 
Hayes, Warner 
Henry, Samuel (¢ 
Kedzierski, S. L 
Kennedy, J. B. (Banquet) 
MeNutt, Gov. P. V. (Banquet)... 
Mayer, A. Kiefer (Banquet).... 
Mayer, A. Kiefer (Presidential) 
Merrell, Mark 
Meyer, Carl F. G. 
Ostlund, H. J ; 
Schieffelin, W. J., Jr. (Banquet).... 
Vaughan, Robert F 
Weiss, Dr. W. E. (Welcome) 
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BEHIND- YOUR- PRODUCTS=— 
THE - DRUGGIST‘S - PROFESSIONAL - STANDING 


Third Cover Magnus, Reynard, Inc... 2s 


24 Mallinckrodt Chemical 


32 McKesson & Robbins, Inc 


HE distribution of drug-store articles is based 
largely on confidence. Whether it is a head- 
ache tablet or a flyspray, the consumer is most 
likely to purchase the article that is recommended 
by one whom he knows and in whom he has faith. 


Next to the family doctor, the word of the 
family druggist is taken with full reliance, 
whether it be with respect to drugs and medicines, 
or cosmetics, or candy. A word from him in sup- 
port of your product — and a sale is made — his 
professional training, his years of experience, his 
neighborhood standing, his reputation, all are back 
of whatever he recommends. 


Public confidence in the retail druggist, 
fostered by his prescription practive and profes- 
sional services, extends to all departments of his 


store. That is why the drug stores that fill from 
25 to 100 prescriptions a day do a large general 
business in medicines, toiletries, and sundries. 


You tell your advertising story to the consumer 
— to the physician — to the dentist — but do you 
tell it to the one man who can do the most to 
stimulate sales of your products — the retail 
druggist ? 

The Druggists Circular is read by successful 
druggists who have substantial prescription 
practices because they enjoy the confidence of 
their communities. This standing makes them the 
key men in the distribution of your products. 


Keep them informed — through the Druggists 
Circular—and they will stand back of your appeal 
to consumers. 


DRUGGISTS CIRCULAR 


12 Gold Street 


New York, N. Y. 
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Ladies and Gentlemen of the 


NATIONAL WHOLESALE 
DRUGGISTS’ ASSOCIATION 


Coca-Cola, in its 49th 
year, congratulates you 
on your 61st annual 
meeting - We enjoyed 
being with you at 
White Sulphur Springs. 


ATLANTA, GA. 
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McKESSON & 
ROBBINS, INC. 





For 102 years, the House of McKesson & Robbins has been an important 
factor in the drug industry. One of its earliest services to the trade was 
the importing of basic drug materials from all parts of the world. During 
the past century this service has been constantly perfected and extended. 


AMONG THE ITEMS CARRIED IN STOCK ARE THE FOLLOWING: 


ACID CITRIC CINNAMON LEAF OIL NUTMEGS PAPAIN 
Crystal and Granular ' . : . 7 canines 
CLOVES OIL-ANISE PARADICHLORBENZENE 


AGAR AGAR ae 
ERGOT OF RYE OIL CAMPHOR PRODUCTS PEPPER BLACK 


ALKALIES SIN 
Soda Ash and GINGER OIL-CHINA WOOD PEPPER RED 


‘aatte & GUM AR 1 Rk 
aoe ave ARE OIL CITRONELLA PSYLLIUM SEED 


BALSAMS GUM CAMPHOR, JAP. OIL—COD LIVER 
CARDAMOMS GUM TRAGACANTH Medicinal—Poultry a vee 


CASSIA IPECAC ROOT OIL MINERAL SAGE 
CELERY SEED MENTHOL OIL OLIVE VIRGIN SENEGA ROOT 
CHLOROFORM MUSTARD SEED OIL-PEPPERMINT SENNA ALEXANDRIA 
CINNAMON NUT GALLS OIL-WORMSEED SENNA TINNEVELLY 


McKesson & Robbins, Inc., also act as sole agents for Citric Acid 
(Dole Brand) produced by the Hawaiian Pineapple Co., San Francisco, Cal. 


“eee - ps Foreign Offices Import and Export Depts. 
Executive Offices and Factory Montreal, Canada - - Marseilles, France 70-83 Cliff Street, 
Kobe, Japan - - - - London, England NEW YORK CITY 
BRIDGEPORT, Chungking, China - - - Hankow, China Purchasing Dept. 
Ichang,China - - - Wanbsien, China 155 East 44th Street. 
CONNECTICUT Colombo, Ceylon, India NEW YORK CITY 





